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® Cleaner, faster holes 
with less power 


Actual size of |” bit 


® Hardened full length ice ; , ; , Patent Pending 





Exclusive hollow 
ground point 


SPEEDBOR “88” Wood Bits 


retail price for 4°’ Electric Drills and Drill Presses 


5 * each Hollow ground points (exclusive with rately spaced to. fit conventions 
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Dealer Price: $6.00 per dozen 
Cutting action | 
Sizes: 1/4", 5/16”, 3/8”, 7/16”, Irwin Speedbor “ ” 
| ad 9 16”, 5 a 1] Sa cut and clear the ch ps 
3/4", 13/16", 7/8", 15/16", 1". Made of special high carbon steel 
Packaged ‘4 dozen per box md hardened and tempered full leneth for | - 
Lor life. Each Irwin Speedb it ail or | 
ORDER TODAY! Se ee ee hr hy. 
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No. 886-R—+se! of 6 Speed ; Display Merchandiser 
bor “68 wood bits in red Free colorty metal dito ay A 
plastic roll. Sizes %" 4%," spespece 4 ’ \ for wall or counter use . 
me”, ", A”, 1”. One to all Holds J0 assorted sizes no : 
3 Tit ‘ | 
box Weight JA ib. Dealer ,* back vp stock Fits mn onity 
| . | , \ | 


Price: $3.00 each Retail 5," of space Removable 
Price: $4 50 each easel. Free di piay and as 


sortment consists of i ay 
' ? 

Ne. 8808 nandy piasti 
dozen Speedbor 88° wood 


No. 884-R set of 4 Speed No. 886-M new type red cy! nder case with red screw 
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Retail Price: $3.00 each uv” We" and 1”. One to ¥" %" and 1”. Packed 
box. Weight: % Ib Dealer one to box, Weight iP ib 

No. 8011-R— «et of 11 in Price: $3.00 each, Retail Dealer Price: $3.80 each 

red plastic roll, sizes %&” to Price: $4.50 each Retail Price: $5.70 each 

= One to box Weight 

1% tbs. Dealer Price $5 47 


eoch. Retell Price: $8.20. The Irwin Auger Bit Company, Wilmington, Ohio, USA 
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Buy a Gite... 
Get a Gift... FREE/ 





rLINI 


“BEST” EGG BEATER 


with 
FREE FLINT SPREADER-SPATULA 


Everybody who hos a kitchen wants this Flint “Best 



















Egg Beater. And here's your opportunity to get 
this “most wonted beater for yourself or for a 


gift, and get on extra Flint gift free besides! 


There's no other egg beater like it in the world, as 
you ll recognize right away when you see it, spin if, 
use it. t's so powerful, one turn beats batter or whips 
cream 40 times. Even egg whites beat stiff 
in 28 seconds! Stainless stee! blades Nylon gears 
Gift-boxed. Only $4.95 


The new Flint Spreader-Spatula is made of the 
finest vanadium stainless steel. You ll have a 
hundred uses for it, and wonder how you 
ever lived without it. It's an idea! 7 '/2 
size a regular $1.50 value 


and you get if absolutely free! 


in smart new colors to match your kitchen 
Pink, Turquoise, Lemon Yellow, Black 









THE GREATEST 
MAMES Ih HOUSEWARES 








YOU GET REGULAR DISCOUNTS 
AND FULL PROFITS! 


@ ‘Free Gift’ factory packed 
with beater! 





- 
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@ You discard customer's coupon 
. no need to return it for credit! 


@ This ad will reach 45,950,000 
people in Fall issues of LIFE and 


CLIP THIS COUPON... 
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TAKE IT TO YOUR DEALER 
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‘ Hest’ Egg Bea 
WHIP UP EXTRA SALES!’ SEE YOUR ¥ ~ at 7 eee (ity Seat, 
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Now Atkins quality comes to garden tools 
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No.3 Shrub Rake 


No. 24L 
Leaf and 
Grass Rake 


Not shown— 
No. 248 


All Purpose ® ‘‘Perma-Tine’’ Construction... Castin Aluminum 


Broom Rake ® No Rusting Between Aluminum Frame and Tines 


® Finest High-Carbon Oil-Tempered Tines 

® Fiexes But Won't Break 

® Replaceable Clear-Lacquered Handle 

® Largest Leaf Area ® Biue Enamel Finish 


The new ATKINS INTRODUCTORY OFFER presents the 
first of a brand-new line of high-quality ATKINS garden tools. 
You get a FREE shrub rake with each leaf or broom rake you 
buy! Sell the shrub rake for extra profit or offer your own 
‘free rake special’’ and watch the sales pour in! 


j See your ATKINS wholesaler today... rake in extra profits 
A a é 3 | ty and sales! 


— SAW DIVISION 








BORG-WARNER 
CORPORATION 


Indianapolis 9, indiana 
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Stanley Tools 
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/ 
X-20 UNIT 


Contains one each of the following: 
STANLEY TOOLS 


x945 — 10” Bit Brace*. . . $ 7.20 
X125A Bit Set . 4.95 
X64 Chisel Set . 11.50 
X71 Expansive Bit . . ee 
X11% Neil Hammer... 4,25 
X299 Utility Knife... 1.00 
X313 — 24” Aluminum 


‘ 
¢ 
‘ 
4 
é 
3 
‘ 
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The Tree and Trim are FREE + de 
6 
é 
¢ 
’ 
‘ 
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with X20 Unit 


All you need for bang-up Christmas season selling. Here are 
the tools your customers will want for gifts and here is the 


packaging, the literature and the advertising to make the 
complete, successful promotion. 


X4 Bench Plane’ 10.25 


X220 Block Plane. . 3.85 
X41 Yankee Push Drill . 6.50 


XX227 Extension Rule. . . 2.50 
X1208W — 8 ft. Pull-Push 
Rule 


, 1.19 
X3610W — 10 ft. Pull-Push 


Ihe Christmas Tree display is 30 inches tall and sturdy 


enough to hold a number of tools in their Christmas 
stockings. 


f 

f 

f 

f 

f 

f 

‘ 

‘ 
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4293 Yankee-Handyman a , 

Spiral Screw Driver. . . 4.98 ‘ 

toe ‘ 

, 

, 

, 

, 

’ 

‘ 

‘ 
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o, 
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[he giant polyethylene stocking is 44 inches from top to 


Fill it with gift-wrapped Christmas boxes (dummies) 
and hang it in store or window. 


X122 — 12’ Combination 
a a . aaa 
X700 Vise* 6.98 


STANLEY -HANDYMAN| TOOLS 

X1599 Car-Pack (Handyman 

Pliers, Angle Wrench, 

2 Screw Drivers and 

1 Phillips Driver) . . . 4.98 
X1252R Chisel Set . 
X1220 Hand Drill ; 
X111'2 NaillHammer . 


é 6.79 
Soc ko National Ad 


4.39 


2.39 

Popular Mechanics All tools with FREE Gift Stocking 

Home Craftsman «¢ Better Homes & Gardens except items marked with *. These 

Popular Science «¢ Mechanix Illustrated [/ are packed with cheery Santa Claus 
October November — December 


a Gift Cards. 
| }? ith iIRnRHA 


! 


vertising 
Stanley sells the tools for Christmas ideas in 


"Saturday Evening Post « 


FREE Christmas Tree window dis- 
play and Giant Polyethylene Stocking 
Order X20 from your wholesaler now. All tools available {/ packed with unit, 

from open stock also. For free mats and Christmas tool 


stuffers for your mailings write Stanley Tools, Division of (. 


/_/ 
Ihe Stanley Works, 380 Elm St., New Britain, Conn. f/f YOUR COST $68.55 a, 
g 


SSP NCTM ay RETAIL VALUE 


The Tool Box of the World N te > a 
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Atlantic City Convention Report 


A detailed report of the addresses, discussions and other activities at the joint 
annual convention of American Hardware Manufacturers’ Assn., National Wholesale 
Hardware Assn. and National Assn. of Sheet Metal Distributors at Atlantic City, 
Oct. 7-10. Wholesalers discuss: importance of sales manager field activities; small 
order problem; ratio of calls to the total amount of orders; special services for small 
quantity customers and use of decimal packaging. Urge manufacturers to bill items 
in units in which they are sold. Cite the drop shipment as dangerous to role of the 
wholesaler in field of distribution. Discuss need for increased profit margins to offset 
higher operating costs. Three associations elect officers and some executive com- 


mittee members 
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RB, | Check List of 
ALAA!) Popular AMERICAN Chains 


products 
N 
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for Your Farm Customers... 


@ When you look over the following list of chain uses on the farm 
(and this is only a partial and incomplete list!), you realize that your 
farm customers can easily be your best customers for the wide variety 
of chain items offered by AMERICAN CHAIN. 

Your farm customers need quality chains for almost countless uses 
—every day in the year. You can turn their needs into your profits by 
stocking and displaying a full assortment 
of AMERICAN CHAIN items on your shelves 
and counters all the year around. 


For prompt service, order from your 
AMERICAN CHAIN wholesaler. 






















Sell AMERICAN Chains for: 


|] Fastening gates [ ] Porch swings 


|) identifying, controlling, [| Furnace regulating 
hobbling and picketing (] Stringing fish 
farm animals . 


| | Dog chains and runners 
[| }) Anchoring boats 


|] ...also cotter pins 
and 
|_| Holding end gates repair links 


C] Work shop uses 


| | Holding wagon boxes 


ACCO Chain Sales-Maker 


Your customers will buy chain when they can see it and 
feel it on your ACCO CHAIN SALES-MAKER. Pictured at right 
is Assortment No. 38, our most popular one, containing — 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated 
75 tt. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 ft. 35 Sash Chain, Bright Zinc Plated 
200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


= hie 


ACCO’s New Packaging «<= 


Makes Selling Easier 
| 2 


ra 





The newly designed acco 
packages, in attractive blue and 
gold, make it easy for customers 
and salespeople to locate any pack 


aged chain item in seconds. Dis acco American Chain Division 
("A 


play these colorful packages on AMERICAN CHAIN 2 CABLE Better \ 


your shelves and counters for your 
farm customers’ convenience 
York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, Value 
) Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 
| Portiand, Ore., San Francisco, Bridgeport, Conn. 








Order from your nearby 
AMERICAN CHAIN wholesaler 
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Editorial 


by W. A. Phair 


Leonard V. Rowlands, Publisher 


Bie But he went bankrupt as 


William A. Phair editor 





p Jim was a very aggressive dealer. He especially prided himself on 
, . being a good buyer. He was a sharp buyer. He got more extra fives 
' than any other dealer in town. He was known by every wholesaler’s 
; salesman as a very rough customer who would always try to work out 
P 7 | a deal for an extra five percent discount. 
apt Jim would spend time with every salesman who came through town 
He figured that some of them might be hard up for business and 
‘ + would give him a deal. Jim spent so much time seeing salesmen that 
he never seemed to get a chance to do the other things he wanted to 
do, such as planning next week's store ads, checking stock, cleaning the 
displays, etc 
’ Jim also believed very strongly in direct buying. He spent a great 
| e ‘ deal of time writing to manufacturers demanding that they sell him 
direct Kach week he would answer dozens of newspapel ada which 
promised lower prices due to a sales policy of direct from manufac 
turer to dealer. He kept his part-time high school girl stenographer 
-" so busy writing toese letters that she never did seem to be able to get 
around to sending out on time the monthly statement to charge 
customers 
Jim was on the books of at least 60 suppliers, large and small, 
scattered all around the country. In some cases, he bought the same 
merchandise from five different suppliers, depending on which one gave 
him the best deal 
Jim certainly didn't let any gra yrow under his feet when it came 
7 P 2 to getting the best price Hie was just about the sharpest buyer of 
hardware you ever saw 
P 
" : e Mcr Rut the other dau he went hankrupt 
. The folks in town were quite surprised when Jim closed his doors, 
because they figured he was a smart operatot! At least that'« what he 
said. Jim did have a real good inventory, a whopping big one. But 
he had no cash. It turned out that he spent so much time working out 
hot buys that he never got around to figuring out how to sell the 
merchandise 
A 
e And ae Now, we all know a lot of dealers like Jim. They spend so much 
| time working out extra fives in their buying that no time is left for 
running the store. Dealers like Jim seem to forget the fundamental 
law of successful retailing: 
f _~ P You don't make a nickel's profit until vou Bell the merchandias 
a” 
A dealer's efforts to buy at the lowest possible price is understand 
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Editorial 


continued 


able, especially in these days of shrinking margins. But buying low does 
not of itself result in profits. The goods must be merchandised and sold 
before a profit can be realized 


A dealer can put too much emphasis on buying, just as he can put too 
much accent on advertising. A successful dealer divides his time and efforts 
among all the aspects of the store’s operation. He realizes that buying alone 
will not keep a store healthy over the long pull. He must buy wisely, cer- 
tainly, but he must also sell wisely in order to get a profit 


The successful store manager is the one who strikes a balance between 
buying and selling. He buys from reliable sources whose prices, he knows 
from experience, will be competitive. Then he concentrates his primary 
efforts on selling 


The successful dealer realizes that the extra five percent discount is often 
an illusion. It is frequently used on merchandise that is not going over 
with the public and the distributor wants to get rid of his inventory. Some 
times the extra five is given when the wholesaler knows that a model is 
going to be obsolete shortly. There have been occasions when the extra five 
has been more than made up by a trick freight charge arrangement. In 
snort, there are many times when a bargain is not a bargain 


If you will sit down with a sharp pencil and do a little simple arithmetic, 
you'll oon discover that the key to real profits is Ifl traffic and sales, not 
in extra fives.* 


It’s never an accident... 


A discussion of buying and merchandising is especially appropriate at 
this time. In a very short while, the Christmas holidays will be with us 
With these holidays will come the most important selling period of the yea 
for hardware dealers 


A dealer's experience during these holidays can make or break his profit 
picture for the year. How can you assure yourself of good holiday business? 


You can do it by starting your planning early ... now. 


Success is never an accident. It comes from planning. Why not be sure 
of good Christmaa sales volume by i‘tarting to organize youl holiday promo 


; 


tions now | 


The price at which you buy isn’t going’to be half as important, in getting 
store traffic, as the promotions you put on, or the types of special holiday dis 


plays you set up 


So why not hold a store meeting now, and start putting on paper, on a 
time schedule, the things that must be done for a good and profitable 
Christmas selling season 


*Kditor’'a Note Thia editorial waa originally published aq year ago There 
have been a#o many requeats for copies and sugge stiona that it he reprinted, that 
we are repeating it here. It seems to be just as appropriate today as it was a 
wear age If you d like extra Copies, drop usa a note. VM e il he glad fo send “up to 
five extra copies without charge 
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NOW...a complete 
Key Cutting Dept. in 1 Unit 


This eye-catching, revolving display board with 
Monitor Key Cutting Machine is a sure-fire traffic and 
profit builder. The board holds 126 dozen blanks, each 
hook being clearly marked with number of blank and 
make of lock. 

The Monitor Machine small, compact with ad- 
justable Key guide and sturdy Key gauge is de- 
signed specifically to meet the requirements of the 
hardware dealer. This combo is a real money-maker .. . 
your sales from one 7 KBA Assortment more than pays 
for the equipment and gives you a handsome profit to 
boot! 


YOU CAN BUY IT 4 WAYS: 


1. No. 4184CD Monitor Key Cutting Machine, complete with 

motor; rotary display board; 7 KBA key blank assortment (1 doz 

each of 102 most popular key blanks). Bench space if in. « 

i7 im 

No. 3184 CD Same as above but without blanks 

.« Mo. 9 KBA Same as 4184CD but without Monitor machine. Unit 
is mounted on four legged stand Bench space |2 in. x 12 in 

4. No. 2 RKB Same as 9 KBA but without blanks 


WN 


[i You? jobber cannot supply you 
write us for full information 








WASHINGTON 


NEWS 











BY WASHINGTON BUREAU OF HARDWARE AGE 


Cooperatives Again Under Fire As 
New Campaign PushesTax Overhaul 


Supporters of legislation to bring cooperative or- 
ganizations under the same tax laws that now apply 
to other business firms, and thus end what many mer- 
chants say is an unfair competitive advantage, are 
launching a full-scale campaign for next year. 

Proponents of eliminating the special tax benefits 
for cooperatives include a dozen trade associations 
representing various types of businesses, and the 
National Tax Equality Association. 

They contend, as do many hardware dealers, that 
co-ops can undersell because they do not have to pay 
taxes on the money they return to their stockholders, 
whereas corporations pay taxes on their stockholder 
dividends, and unincorporated firms must pay per 


sonal income taxes. Leaders in this campaign are 
Reps. Clifford Davis (D., Tenn.). Noah Mason (R.. 


Il.), and Ty Coleman Andrews, former Internal 
Revenue Commissioner 


Any campaign to remove the tax advantage enjoyed 
by co-opa will need lotsa of grass roots support. The 
U.S. Treasury Department has supported the change, 
hut powerful farm forces and the U. S. Agriculture 
Department oppose it. 


Small Business Turns to SBA Funds 
For Relief of Tight Money Pinch 


More and more small businessmen are turning to 
the Small Businéss Administration to secure funds 
for inventory buying, modernization, and expansion 
to escape the tight money pinch. 

SBA officials report that some 500 applications for 
loans were filed at the agency last month, and that a 
record 700 applications is expected this month. 

In order to handle the heavy load, SBA has author- 
ized its 15 regional directors to approve loans up to 


10 








m0 








$100,000 themselves if a bank is taking at least 25 


percent of the loan. Previously, all loan applications 
over $50,000 had to be approved in Washington 


The Small Business Administration will be a prime 
ROUTCE of funds for small firms ivi thie months ahead 
Merchanta with little or no fixe d assets. and thus often 
classed as marginal risks by lending institutions, often 


find SBA their only source of amall loan 


No Relief Seen In Interest Rates 
On Home Mortgages Until Next Year 


Pressure for the government to relax the 4‘ per- 
cent limit on the interest on government-insured home 
mortgages is increasing as housing activity continues 


to slip. 


Recent government actions easing mortgage regula 
tions won't be enough to pull the home building indus- 
try back to previous levels, builders say 
New housing starts slipped to 93,000 units in Sep 
tember, which is 8000 below August and 21,000 below 
September, 1955. In addition, the Veterans Adminis- 
tration received only 30,000 requests for appraisals 
in September, 6000 below the previous month. 


In latest action, the government expanded its Direct 
Loan Program to veterans in rural areas, but builders 


say this won’t ease the pinch 





Any relaxation in interest rates will have to wait unti 
next year, at least. FHA rate limit can be changed 
hy Officials, hut the VA rate ia fixe d hy law. and the 
Administration will not change one uniess Congress 
approves a change in the other. 


(Continued Ori page 148) 
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vice unequall for 








re 


ice, 
wikset's 


unpare Sgrams. 


This outstanding service is personally assured 


by your jobber or Kwikset representative. You will find 


him at the other end of your telephone. 





‘America's largest selling residential locksets’’ 


KWIKSET SALES AND SERVICE COMPANY + ANAHEIM, CALIFORNIA 
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New Garden Tool Line 


A new line of gardener’s hand 
tools in being introduced by this 


} 





Line consists of 
transplanters, forks, weed- 


ers and cultivators. Specially plated 


manufacturer. 
trowels, 


ferrules and cold-forged steel 
blades have stainless steel look. 
Two-tone natural hardwood handles 
are constructed to fit the hand. 
Blades are built for heavy-duty 
work. Great Neck Saw Mfrs., Inc. 


For more data circle Neo. 1 on posteard, p. 163 


High Style Casseroles 


Pyrex decorator casseroles, just 


added to the line, are oval shaped 
and gift packed, They are available 


in lis sizes. A 


and 2'% aft 


snow- 





12 


flake design on the solid back- 
ground is the motif for three of the 
four patterns available. The fourth 
is white daisies on the pink oval 
casserole. The 1'% qt size retails 
at $2.95; 2% at for $3.95, Corning 


Works. 


For more data circle No. 2 on posteard, p. 163 
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Deep-Well Working Head 


This deep well working head has 








been designed to pump water from 
depths up to 200 ft. Model 6000 is 
the latest addition to the Rapiday 
ton line and delivers up to 462 gal 
hour. All 
for 


are readily 


Tait Mfta. 


per parts 


accessible service. 
(0. 


For more data circle Ne. 3 on postcard, p. 163 


Power Return Tape 

The Evans Power Tape is de- 
signed with a % in. blade that can 
be automatically returned to the 
controlled speed by 
pushing a button. An 


Case under 


assortment 





of the tapes is available in a 
counter display box. Tape sizes 
range from 6 to 12 ft in length. 
Prices run from $1.19 for the 6 


ft tape to $1.98 for the 12 ft tape 
Rule Co 


For more data circle Noa 


Bran N 


f on posteard, p. 163 


Pressure Relief Valves 
The 


relief Valves it} thi 


temperature and pressure 


line are 


eng) 
neered to give positive protection 
to water heaters and hot water 
system Six units will comprise 
the Mansfield 450 series. The first 
ones to reach the market will be 


No. 450-P for pressure 


relief only 


ne 
3° 
* 
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Want more information on these 
products? Then use free post 
card on page 163. 


in hardware merchandise... 


FOR THE HARDWARE DEALER TO HELP YOU 





SELL 


anc pressure relief with Fusiite The versatile Ames Ramlite Sub- NEW DISPLAYS 





and No. 451-TP for temperature All Purpose Spade 


plug. Brass Div., Mansfield Sani- 
tary Pottery, Ine. 


For more data circle No. 5 on posteard, p. 163 





AND OTHER DEALER 
SA zB 2 " SLrs 


urban spade has been added to this 


Weatherstrip for Doors 


Draftite weatherstrip for doors 


Assorted Vise Display 


is a combination of wool pile fabric, Six assorted sizes of vises are 


rubber locked into an aluminum held by this attractive display 
base. The weatherstrip can easily which is being offered on three 
different deals, One deal offers the 
unit free based on a moderate vise 
order. The red, gray and black 
display is 30 in. high, 24 in. wide 
and 10 in. deep. The company is 





eee eee & 


company s line of yarden tools If wn 
is made of i yaye steel and } — quar 


avallable in 12 and 14 in. sizes with 
an ll in. polished socket. The 27 
in. handle is Armor D selected 
northern ash (), Ame f“ 


For more data circle No. & on posteard, p. 163 
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ye nailed into place and will with Car Snow Removal Kit 


stand strony winds Standard 
Products f 0. 


For more data circle No. 6 on postcard, p. 164 





Motorists will he customers fo 
this -plece (illustrated Sno 
Kleen Kit. Fully assembled, the 


also marketing a new line of vises 


Pink Christmas Bulbs 


_ , , _— . hon I? j 
lhe public nas Witt hed Td) pPitin KRiriOWT AB thie hed (,iant Mili ‘pid 


in everything from clothing to cars kee tool and Ei quipme nt ©O 
SO Westinghouse is marketing a Por more data circle Ne. 9 on posteard, p. 164 
pink Christmas tree bulb to attract 
the pink-minded public. The C-6 


indoor and the C-7'% outdoor bulbs 


Calking Dispenser Rack 
This dispenser-type rack holds 

10 calking catridges plus a calking 

Vuti iff | Bt ft of countel space, or 


will be available in this color. The 
bulbs will be packed in five lamp 
self service packages and also will 


be included in five lamp color as 
| it can be hung on wall. Rack is 


all-metal construction, brightiy | 





sortments. Weatinghouse Lamp 
Div. 


For more data circle No. 7 on postcard, p. 163 (Continued on page 160 (Continued on page 16 ) 
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pee (in millions) 








| » Record Sales Year Appears Certain Now 








Record-Breaking Sales Year Appears Certain; 
Third Quarter Figures Continue Upward Trend 


August Hardware Sales 
Gain 5.9 Percent Over ‘55 


Sales in the nation’s retail hard- 


Indications are stronger than from 7 to 10 percent higher than ware stores took another big Jump 


ever that hardware dealers will 1955. in August for the fourth month in 





have record-breaking sales in 1956 


It appears certain that, barring 
any unexpected major drop in busi 
in retail hardware stores 


$2.9 billion volume 


a ia 
hes ‘ Saiie’™ 


will reach the 


estimated by HARDWARE AGE in the 


Sept. 13 issue, p. 14 
was made on the basis of sales for 
the first six months of 1056. 


That estimate 


retail hardware store 
August 
have come in and both have run 
than the 


1955 


Since then, 
sales figures for July and 
higher corresponding 
months of 

The normally busiest months of 
the vear are atill to come 
total sales 
volume for the year had passed the 


Through August the 
$1.8 billion mark and was running 


6.1 percent ahead of the same 
period last year, 

The upward sales trend con 
tinued into September for chain 
stores. Chain store sales reports, 
which usually come through before 
hardware store sales figures, were 


up, bringing the volume to date 


14 


Department store sales, another 


business barometer, also continued 

higher through September 
Hlardware stores are expected to 

212 


(Continued on page ) 


Hardware Wholesalers’ 
Sales Are Up in August 
Sales by 


were 7 


wholesalers 
higher in August 
than in July, the Dept. 
reports ] percent 
1955. 

Sales by all types of wholesalers 
in August rose 1}! 
July and 
August, 


hardware 
percent 
(‘commerce 
Sales also were 
higher than in August, 


percent over 


were & percent higher 


than in 1955. 
Inventories held by hardware 
wholesalers were unchanged from 
July to August, 4 percent 
higher than in August last year. 


Prices on the 


but were 


government's 
index dropped 0.2 
percent in the week ended Oct. 2 to 
115 percent of the 1947-49 average 
of 100 


wholesale price 


HARDWARE AGE, 


a row. 
totaled $251 mii 
lion, an increase of $14 million, or 
August, 
$1 million more than July, 

Sales for the 
of the year 


August sales 


1955, and 
1956. 
first eight months 


5.9 percent, over 


showed a gain of 6.1 
percent. 

unadjusted estimates 
for the last three 


Seasonally 
years are: 


(millions of dollars 


1956 1955 1954 
Januar’ 175 170 165 
February 171 160 172 
March 207 196 196 
April 227 228 22 
May 266 246 229 
June 275 242 232 
July 250 238 233 
August 251 237 216 
Kight month 
total $1,822 $1,717 $1,664 
September 251 230 
October 259 243 
November 244 246 
December 517 319 


Total 


OCTOBER 25, 1956 
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Cold-heading machine, precisely set up, forms perfectly headed fasteners from coil of wire 


How you get top quality bolts... 


- TAKES three things. Proper quality material to start 
with ... superbly equipped plant ... and long-time 
experienced men to make the machines produce strong, 
well formed fasteners, by the millions... each one same 
as the next. 

That describes what’s back of every RB&W fastener 
And that’s why all your customers for RB&W machine 
bolts, carriage bolts, stove bolts, and lag bolts stay satisfied 
customers. 





WHAT THE RB&W DISTRIBUTOR OFFERS YOU 





The most complete line in the field 
Top quality throughout the line 
Complete reliability of supply and product 


Fast, accurate and friendly service 


Fr PPP > 


The original upside-down package — extra strong 
for no-spill, quick, easy handling 





TII1th year 


Next time you order, make sure to make it the RB&aW line 
Russell, Burdsall & Ward Bolt and Nut Company, Port 
Chester, N. Y. 


Plants at: Port Chester, N.Y; Corapolis, Pa 


DISTRIBUTORS FROM COAST TO COAST Rock Falls, Ill.) Los Angeles, Californie 
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You Can Meet Every Washer Demand with =a) 


Standard and Special 


/ 
/ 
/ 


No matter what size or kind of washers are called 
for by your customers we either have them in 
stock or can make them in a hurry. 

And there is a difference in washers when it comes 
to quality _ not only in materials used, but also in 
the actual fabrication. For example, Milwaukee Wrot 
Washers are absolutely flat if the order calls for flat 
washers. This means cleaner, tighter fastening 
better satisfaction to the user, greater good will for 
the jobber and dealer. All materials used measure up 
to top standards to meet service demands most fully 

For the hardware wholesale. retail and building 
trades you can rely on us as your most dependable 
source of supply for fast-moving U.S. Standard 
Washers, Mil-Carb Carburized Washers for struc- 
tural steel framing, SAE Washers, Rivet Washers, 
Light Steel Washers, Finishing Washers, Machinery 
Bushings and many other types to meet the 
varied demands of your customers 


Write for your free copy of our new Catalog No. 40. 


CONVENIENTLY 
PACKAGED 


All standard sizes 
are available in |! 
lb. and 5-lb. boxes, 
as illustrated, and 
in 200-lb. contain 
ers for bulk supply 





Washers are supplied in shelf-service boxes at very 
nominal extra cost. ‘To facilitate ease of shipment, it is 
recommended that jobbers order paper box units in 
standard 200-\lb. packages 






MILWAUKEE 


WROT WASHERS 
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..- and don’t overlook 


this Self - Service 
Counter Display... 


assortment Qe. — wycuyeny 
“"ausHiNGs | Se BUSHINGS 


This popular assort Ko) 
~~ 


ment comprises a to 
tal of 200 narrow rim 
Machinery Bushings 
in 12 different sizes, 
ranging from %” to Ls 





© 


214," S1Z@8. with Zor Fle, 00 OF © ame SORE Oe sae cormens 


3 gauges of each size, 
enabling you to meet 
a wide variety of calls 

A handy display 
board, as illustrated, 
is included with the 
purchase of each No. 200 Assortment. This handy 
point-of-sale merchandiser measures 12 inches by 


4 woven! Watnin mee. 6 


15 inches and is provided with 12 hooks to most 
effectively display these narrow rim bushings 


DEALERS: Order from Your Jobber 


Milwaukee Wrot Washers are sold only through legit 
imate hardware wholesale houses and not direct to re 
tail dealers. In order to save time and assure prompt 
delivery, please contact your jobber. Ask him for a 
copy of our 7-l) price list covering “most-in-demand” 
washers. JOBKERS: Write for a supply of Milwaukee 
Wrot Washer catalog sheets. Form 753. and also Pocket 
Folder List, Form 7-1), referred to above. This material 
is free for the asking 







WROUGHT WASHER MFG. Co. \. Sob 


THE WORLD'S LARGEST PRODUCER OF 
22186 SOUTH BAY STREET ° 










WASHERS | Sa: 
MILWAUKEE 7, WISCONSIN od 
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FREE 
DISPLAY 
BUILDS iL 
YEAR-ROUND i 


BUY 11 
GET / 








These beau 
display will 
son of the y 


ockers shining on 
pper at any sea- 


The new Sec 
models glec 
of each kine 


r most popular 
e are two more 
auties. 


They are individually boxed and wrapped in cellophane for 
protection against loss, dust or damage and every knocker is 
beautifully polished to a smooth, glowing finish. Best of all, 








the display is free... you pay only for the knockers. They're 

competitively priced, too. Consult your jobber for price in- 

formation. 

SIZE WEIGHT 

NUMBER WIDE HIGH per box 
2101 y IP . 7'/y We, Vb. 
2110 25, . 65, Yq ih. 
2114 31, ‘ 7/4 1 tb. 
2145 1%, . 3%, 1'/_ tbs. 
Free Display 11 14'/, y AP 10'/, ths 
with 1 doz. 
knockers 
Each knocker is packed with 2'/, through Machine tcrews and washers. Display stands on its own easel. 
SAFE PADLOCK AND HARDWARE CO., Lancaster, Penna. 
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Dealers... Distributors ...Check... 


POWER.PROPELLED 


21" EASY-WHEEL 


" 


SET 


CONVERTIBLE 
TILLER /MOWER 


e For the Semi-Pro Gardener 
* Does Hard Jobs... Fast, Easy 
¢ Precision Bullt 


® Powered tor Real Service and 
Economy 


HEAVY DUTY TILLER 


18” EASY-WHEEL ALUMINUM 


18” TOWN & COUNTRY 
CUSTOM TILLER/MOWER 


PROFITABLE 


Attachments 


Bulid Extra Traffic, Extra Profits 
S-p-r-e-a-d Your Sales Season 
For Mowers «for Tiller/Mowers 
efor Tillers 


ATTACHMENTS FOR: 
* Leef Pulverizing + Furrowing + Lawn Edging 
* Transporting « Lawn Aerating «+ Hilling + Leveling 











1. THE TOP LINE OF OUTDOOR 
POWER EQUIPMENT 


. the HOT Line of "56 is farther out front with new 
models, a coverall price range that means more sales! 


... The HOT Line 
; ’ 2. OUTSTANDING PROMOTION, 
for Sure-Fire ’57 Sales topped by full pages in Lite, Better 
Homes and Gardens, etc. 
. . . Choremaster’s heaping more fuel on the sales fire 


with full pages in the nation’s leading publications, 
eran rhe om paar ne 33 





Ap 
"Faris, 
0 


‘" 








5 

“3 = 

7 = 
$ 


- 





5 Competitively Priced 

of 18-inch and 21-inch 
14 Distinctive Modeis 
Power-Propelied and Easy-Wheel 
From 1.75 to Full 3 Horsepower 


18” EASY-WHEEL STEEL Recoil Starters *¢ Leat Pulverizers 













Me LES: ea 
5 
bs 


3 Basic Modeis ¢« Priced to Sell 


18” TOWN & COUNTRY 30-Second Switch... no tools needed 
DELUXE TILLER/MOWER | 

Wide Range of Mower Options 

ideal All-Purpose Vard AND 


Garden Power Tool 








NOW IS THE TIME to get information about a 
Choremaster dealership or distributorship— 


+ ~ 
mN 
aN 


i 
C 





if you want maximum profit and a 


head start on competition! 


, 


Write Today or see us at the show 


National Garden Supply Dealers Show 
Navy Pier—Chicago-—November 18-20 
CHOREMASTER Booths 206-209 ~ 














fl | 
. | veer oe : 
‘fa? hes to @e. Pd 





a 


CHOREMASTER DIVISION, Bis . . . 
Weber Engineered Products, Inc. > med | % : “3 
828 Evans Street, Cincinnati 4, Ohio “# = 











... the exquisite CHALICE design 


No. 439 with exclusive concave roses 


vues cat- Medal atalaalioms | =i @)@» Amel-v-ilele es 


No +17 with exclusive concave roses 
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or the Corbin Defender / 


Today's outstanding luxury lock in the 
medium price range is more luxurious than 
ever! The CORBIN Defender now offers 
brilliant new styling — 2 new, refreshingly 


~ 


different lockset designs, 7 sparkling new 
rose designs, and a new, richly-styled 
auxiliary handle. Supplementing the 
Defender's original 4 lockset designs and 
auxiliary roses, these brand-new additions 
provide practically limitless door-styling 


possibilities. 


The Defender gives extra quality in every 
detail of Operation, too. For example, exclusive 
Velvet-Glide Action the velvet smooth 
motion of the latch retractor moving on 
precision ball bearings. Like the CORBIN 
Guardian, today’s leading low-cost lock, the 
Defender brings unsurpassed styling and 
performance to its price range. Both locks are 
premium products in the CORBIN Pacesetter 
Line — the complete modern line that 


provides everything in door hardware. 


P & F CORBIN Division 


The American Mardwoare ( orporation 


New Britain, ( onnecticyt CORRIN 


see 


veo Via at -ae be 
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Your Industry's 
Greatest Exhibit 


More exhibitors and more products than ever before—the 
Chicago 1957 NHMA Exhibit will be the biggest in the 
history of the housewares industry. Buyers will see the 





greatest array of merchandise ever assembled. 

The NHMA has only one interest: to serve the best 
interests of the housewares industry, by making each suc- 
ceeding show more worthwhile for both buyer and manu- 
facturer. The National Housewares Exhibit brings the buyer 
up-to-the-minute in terms of merchandise and merchandis- 
ing activities. It provides the manufacturer a marketplace 
and a showplace without equal. 

This is your show—the only housewares exhibit operated 
and managed from within the industry itself, by the NHMA. 


NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 


(Incorporated not-for-profit) 
1140 Merchandise Mart, Chicage 54, Ill. 
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Serve Yourself BOLTS 


rng ‘¢ 
















PROFITS 
FLEXIBILITY 
TURNOVER 













with the FIRST 
FLEXIBLE BOLT DISPLAY 


Now Available 

Through Your Lamson Distributor 

These new Lamson & Sessions SERVE YOURSELF 
Bolt Trays bring “Back Room” bolts “Up Front” for 
increased sales. 








These new NRHA approved metal bolt trays are so 
flexible they fit perfectly on standard islands, gondolas, 
and wall counters. A SPECIAL ALL METAL TRAY 
STAND with a durable baked enamel finish, as illus- 
trated below, is also available for floor display. 


ADDITIONAL FEATURES OF THE LAMSON & 

SESSIONS “SERVE YOURSELF” 

BOLT TRAYS 

@ All Metal Tray with Adjustable 
Metal Dividers and Price Ticket 
Holders (size 14” long x 23” wide 
x 9” high). 

@ Price Tickets for Current Sug- 
gested Selling Prices, 

@ Measuring Device for Checking 
Length and Diameter. 

SELL YOUR “BACK ROOM” 

BOLT STOCK WITH A SERVE 

YOURSELF BOLT TRAY 











er “UP FRONT"! SPECIAL 
HRHA APPROVED TRAY STAND 
orsPiar 
y MAIL THIS COUPON TODAY: 
po nan, EE ene an amas ean aDEneD en aD eDenaaDaD as 
THE LAMSON & SESSIONS CO. 
SERVE YOURSELF | 
BOLT TRAY | 1971 West 85th Street 
Trays can be purchased separately or with custom } Cleveland 2, Ohio 
“Ready-Stocked” Assortments, Carriage Bolts, Small | Please send me details on the new Lamson & Sessions Flexible 
Machine Bolts, Large Machine Bolts, Cap Screws | Bolt Display. 
and Nuts and Stove Bolts. } 
Company Name 
All bolts and nuts are Brite-Plated with nuts | 
attached and you can choose the sizes and types Address 
that your customers ask for most often. | 
City Siale 

Refills are Special Small Quantities— No Over- | 
stock Storage. | Your Name —_ 

i 
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ROOF DRAINAGE PRODUCTS — a complete line that's competitively priced and FASTENERS — over 20,000 types and sizes of standard bolts and nuts are 
ready to use. These uniform products are supplied in galvanized steel supplied in eye-catching, tough, non-smudging packages that make atftrac- 
and ENDURO® Stainless Steel. tive self-selling displays. 


REPUBLIC 
RR) Woldi Widest Range of Standard. Steel 
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REPUBLIC 


HELPS YOU SELL 


FARM 


AND ANIMAL 


CHAIN 


PROFIT MARK ERS 


SElLbL Freee SE 









Republic helps you sell by providing modern 
merchandising that keeps pace with today's trend 
in self-serve hardware retailing. 

A good example is the colorful, eye-catching dog 
chain merchandiser, shown at left. This compact, 
stimulating sales maker puts dog chain out where 
your Customers Can see, stop and buy. 


The handy three-color display hanger holds one 
dozen dog chains attractively finished bright or 
nickel plated. Smooth, comfortable plastic handles 
in Red, Blue, Yellow and Green provide additional 
eye-catching stimulus for impulse buying. 


Republic Dog Chain Assortments are available in 
either Buckeye or Sash-type patterns. Each type has 
special safety snaps that will not open accidentally. 


Dog Chains are just one item in the complete line 
of all types of welded and weldless chain products 
and assemblies made by Republic’s Bolt and Chain 
Division. 


Republic's New Farm and Ani- 
mal Chain Catalog will give you 
complete details on types, sizes, 
lengths, packaging, shipping 
weights, etc. Get your copy from 
your Republic Distributor. Or mail 





the coupon. 


» 





NOVEMBER 
iS STAINLESS 


STEEL MONTH 





————— 





FLEXIBLE PLASTIC PIPE—for livestock watering, STEEL PIPE—for plumbing, heating, air conditioning TIE-IN WITH THIS BIG PRE-CHRISTMAS PROMOTION 


lawn sprinkling, irrigation uses. Supplied coiled and all other home and building uses. This high Stock up on Stainless Steel Housewares and Ap 
from ‘" thru 3” dia. In straight lengths in 4” and quality pipe is available in a full line in sizes pliances. Plan your window end counter display 
6” dia. Plus a complete line of fittings. you want, Ma oupon for your free merchandising bit 
er en ee ee ee ee ee en | 
| REPUBLIC STEEL CORPORATION ' 
| 3154 East 45th Street, Cleveland 27, Ohio 
| [) Send a copy of the new Farm & Animal Chain Catalog 
| Send more information on: 
| [) Root Drainage Products [) Fasteners | 
) Flexible Plastic Pipe (} Steel Pipe | 
| Send me iree Stainless Stee! Merchandising Kite i 
| j 
| Name Lathe 7 
| Address | 
7 ( ity Jom State | 
sl 
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The 





screen cloth 
with the fastest 
sales growth 


today is 


F iT’S PROMOTABLE! 
Easiest to work with, 
best for all kinds of 
screening needs: 
porches, breezeways, 


FIBERGLAS SCREENING | “”™ 


CHICOPEE MILLS, INC. "T.M.0.C.F. Corp, 


Lumite Division, 47 Worth Street, New York 13, New York Write for name of wholesaler nearest to you. 
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Win more SALES — ——ES 
“with this high-scoring — 


.. CL COMBINATION 
Pa 


























C(IRRIN) PADLocKs and CABINET LOCKS 


oS 


/ _ TOPS IN QUALITY 
















CONG oe 


——— 




















a 


for extra profits to cheer about 


— on CAN 


— CORBIN CABINET LOCK DIVISION 
The American Hardware Corporation 
New Britain, Connecticut 
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BIG POPULAR VOTE! 





It's a fact... nota “promise’’! BLACK FLAG... most network TV shows every week... the makers 
famous name in insecticides since 1889... broke of BLACK FLAG reach millions of customers every 
all existing records in '56 for dollar sales... single week-day. 
unit sales... dealer profits! And here’s why: ® BLACK FLAG gives you a name that your custom- 
ers know, trust and buy. Every product backed 
® BLACK FLAG gives you a complete line of insecti- by 67 years of experience .. . every product un- 
cides ... not just a few specialties! With 13 dig conditionally guaranteed to satisfy or your custom- 
items to sell, BLACK FLAG offers you the greatest er’'s money refunded. 
profit potential in the industry. Plan now to feature BLACK FLAG in ‘57! It's the line 
* BLACK FLAG advertising out-guns ‘em all with that pays off—not in “promises” or “premiums” — 


the biggest TV campaign in the field! With five but in profits. Book BLACK FLAG now! 






"" — 1 


BIG 1957 BLACK FLAG 
BOOKING DEAL NOW ON! 


Attractive Incentive Plan! Call Boyle-Midway 










fe 








Representative Today! Hurry! Deal Expires Dec. 31. 


> GREAT TV SHOWS EVERY WEEK 


...No Other Insecticide Can Match This Record-Breaking Support 
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Mokers of AEROWAX © SANI-FLUSH * EASY-OFF « WIZARD DEODORIZERS © GRIFFIN Shoe Polishes « AERO SHAVE 
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THIS WINTER : 
EVERY HOUSE IN TOWN 

HAS FOUR POTENTIAL 
SOURCES OF PROFIT 
FOR YOu! 


--- WHEN YOU SELL 


STERLING HALITE 
MELTING CRYSTALS! 














HALITE Me Lis 
HARD-PACKED 

















GNOW AND ICE 
FROM . LIKEWISE 
DRIVEWAYS FOR THE 



























NEEDS A BAG OF HALITE 
IN THE CAR...I1T GIVES 
INSTANT TRACTION ON 
SNOW AND ICE! 









PssssT/ 
THE PROFIT PER BAG 
OF HALITE ic 
HIGHER THAN FOR 
MOST OTHER ITEMS 


. BEST OF ALL, 
2 THE WHOLE 
GANG OF US WILL 





















se. HALITE fat 
FOR YOU! LOOK oF (} 
yessiree! HALITE’S ‘i 
QUICKER, AND IT GAVES 7 \ 
YOUR. TICKER ! Y Ps 


1T’S A FACT: Every customer you have needs Sterling Halite Melting Crystals 






a 
' 











+ when there’s ice and snow on the ground: For driveways, walks, steps, and a bag ~ = | 
in the car for emergencies. And this winter, all your customers will know about Ss <P 
Halite. A big newspaper cartoon campaign is going to tell them how Halite saves / — ® 
work .. . saves time .. . prevents accidents . . . and how little it costs. This is 7 ol is 
advertising your customers will see, read, and remember. It will bring them into | 5 Mehing Crystal 
your store for bag after bag of Sterling Halite. So order now: Halite comes in | 2 atone 
10-Ib, bags (6 to a bale), and 25- and 100-lb. bags. Check your wholesaler or ware- 2 satin more ice / 
house today. P.S. This winter, use Halite yourself—to keep your sidewalks and | ; FASTER! X 
driveway clear and safe! —_ | 





STERLING HALITE® mettine crystacs \ mmnen ws eat. soeee 
Product of International Salt Co., Inc. \ 
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the sash cord and 
clothes line your customers 
deserve because they offer 
more quality, longer life... 


all at no extra cost! 


y Fee a4 ;} 





7 _ 
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... now bagged and tagged for _<@ 
new point-of-sale impact! “A 


SAMSON CORDAGE WORKS ... BOSTON 10, MASS. 





“6 
g* f a - 
2, ' Aliso Mylen Cord, 
V4 oe ’ Mason's Line, Awning Line, 
* fy Tiller Rope 
4 
_ a! ‘ A 
AETNA SACHEM WHALE CROCUS BEAVER TITE-ROPE STARLINE HORIZON STRATOLINE 
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Ked Maggs 
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er, ’ Meschandising Tips: 





CYCLONE HARDWARE PRODUCTS 
practically sell on sight 
because customers SEE 

they're made right! 





LAWN AND GATES 
Straight, parallel wires .. . even picket 
tops... and a durable porta a 
finish make Cyclone a better-looking, 
longer-lasting fence. In both woven 
and welded styles . . . single-loop and 
double-loop construction. In heights 
of 36,42 and 48 inches. Gates to match. 
Flower Bed Border and Trellis also 


available. 





Available in Galvanized Steel, Bronze 
and Aluminum. In standard 18 x 14 
mesh ... in 24, 26, 28, 30, 32, 34, 42 
and 48-inch widths. The improved 
multiple wire selvage, firmeven 
mesh, and lasting “nae looks of Cy- 
clone Insect Wire Screening mean a 
good job every time. Complies with all 
uirements My Commercial Stand- 
s CS-138-4 
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Pop + sp a woven cloth with flat 
de that fits snugly under 
mouldings. elds easily 

Wires are straight and even. “Henvil 
galvanized for long life. In 2 x 2, 3x 
4x 4 and 8 x 8 mesh sizes. Also in %” 
and %” heavy grades .. . in 24, 30, 46 
and 48-inch widths. Complies with all 
requirements of Commercial Stand- 
ard CS-132-46, 





CATCH-ALL BASKETS 


It's easy to see why Cyclone Catch- 
Alls have been called the big on 
basket value on the market 

They = nearly three bushels of 
waste. The safe close mesh, heavy 
wires and circular shape make this a 
basket that will last and last. The 
raised bottom permits ample draft for 
complete combustion. 


FLEXIBLE STEEL MATS 


Will outlast any other type of mat on 
the market. Made from top-quality 
epivanines steel strip. There are no 
rough, weg | edges to damage foot- 
wear. Ideal for residential porch use, 
they also meet a wide variety of com- 
mercial and institutional uses. In 12 
sizes in 1” x 1” and 4” x 1” mesh. 
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NEVER IN GREATER DEMAND- 


-and here’s how to 
cash in on that demand! 


a A People don’t quibble about price anymore. At least, not like they 
eg used to. 

_ From your own experience, you know that it is much easier 

f | to sell quality goods nowadays. Especially when the product 
also bears a readily recognized famous label--like the familiar 
USS CycLone “Red Tag.” 

So why not use the valuable display space in your store, and 
your valuable time and words, to sell the kind of hardware prod- 
ucts your quality-conscious customers really want? 

If you have been carrying the CYCLONE line, now is the time 
to feature these popular products stronger than ever. If you 
haven't yet experienced the satisfaction that comes from selling 
(CYCLONE HARDWARE PRODUCTS, you are missing a golden oppor 
tunity to build a bigger, more profitable hardware products busi 
ness. For it has been proved time and time again that every 
customer for CYCLONE HARDWARE PRODUCTS becomes a lasting 
friend of your store. 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 


WAUKEGAN, ILLINOIS + SALES OFFICES COAST-TO-COAST + UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
PACIFIC COAST HEADQUARTERS—OAKLAND, CALIF, 


EVERY PRODUCT CARRYING THIS 
s Re Jag’ is Trop QuaLiTy 
THROUGH AND THROUGH! 


CYCLONE 
Red foq 


ORDER NOW! 


Look over the CYCLONE 
PRODUCTS shown and 
described at the left. Then 


see, phone, wire or write 


HARDWARE your jobber for a supply of 
PRODUCTS whatever you need for the 


COMIN season 


USS CYCLONE “Red Jag HARDWARE PRODUCTS 


oS ee 
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You'll SELL MORE 
PROFIT MORE 


AMERICA S FASTEST-SELLING STOVE MAT! 


‘wee, 


ie I 
“il 


Stainless Stee! Queen 


. > te. ae / 
\ / 7 4 MATs ti 
| \ | There's nothing like 


@ Sturdy, modern floor 
displayer. Takes little 
space—mokes many 
“Impulse” sales. 








volume to make profits 










grow ... and Aristo-mats give you real 
volume. Powerful national advertising 
and attention-getting publicity make 
Aristo-mat one of today’s top sellers. 
Offering ideal protection for stove 
tops, table tops, and grease-catching 
wall surfaces, they're a natural for 


your kitchen conscious customer 





Practical is the word for 
Aristo-mats. And profitable is the 


word for dealers carrying them. 







These unmatched features mean 


EXTRA SALES, EXTRA PROFITS for 
you! @ Sell Aristo-mats and you sell the finest! 


@ Patented, safety ring, 
Kant-Kut-Korners. Perfect 
also for hanging mats 

os wall protectors. 





@ Asbestos-cushion 
backing to withstand 
vp to 350° heat 


| GF? 

Yio mul ¢ omni 
— ( 
“Rigid-edge’ 
construction for double strength. 1718 E. 75th Street + Chicago 49, Ill. 


Prevents worping. 


A division of PHOENIX TABLE MAT CO 





Aristo-mat's Triple Features will make plenty of sales for you! 
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MARY, WHILE IM GONE, IF THE MOWER NEEDS FUEL, 


WERE’S ALL YOU OO. FILL THE mee] | WOW! SOME MESS GEORGE! WHY DONT FR _| 
| , TANK FROM THIS siickailine YOU GET A MOWER WITH POW 
| CAN. AND DON’T WORRY ABOUT OIL | OWER A POWER 


PRODUCTS ENGINE. IT USES PRE-MIKED 
ts : ‘ FUEL YOU NEVER TOUCH AN OIL CAN. 


| AS LONG AS 





THIS IS THE SAME TYPE LET ME DEMONSTRATE THE FIRST ADVANTAGE fo - i 
OF ENGINE THAT IS USED OF DOUBLE POWER ACTION, EASIER STARTING! [je 
ON LARGE LOCOMOTIVES, TWICE AS MANY POWER STROKES MEANS TWICE 
OCEAN VESSELS HEAVY AS MANY OPPORTUNITIES TO START FOR 
EARTH: MOVING EQUIPMENT EVERY FOOT YOU PULL THE STARTER ROPE 
AMO OUTBOARD MOTORS. IT 


PIRES ON EVERY PISTON 
> STROKE, NOT EVERY OTHER 
STROKE, AS SOME ENGINES 
DO. IN SHORT, TWICE AS 
MANY FIRING STROKES: 
DOUBLE POWER ACTION! 


Jt 


ARE ALL MOWERS NOISY ? 


NOT THIG MOWER MAM! 
POWER PRODUCTS HUSH-TONE 
MUFFLER MAKES THIS 


CONVENIENT FEATURES PLUS 
ae Tee Corer MODERN STYLING WITH TWO- 
WHISPER 
TONE COLOR APPEALS TO 
TODAY'S BUYER 
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| GET IT—PRE-MIKED FUEL 
O1L AND GAS ALL IN ONE 























Dp smvonpnat 





RIGHT, AND THIS ONE 
CAN LASTS ME ALL 
SEASON. I NEVER MESS 
WITH CHANGING OR 


CHECKING OIL 


FROM MY OLD MOWER 
1 KNOW HOW HARD IT 
IS TO POUR OIL INTO 


THE CRANKCASE. 












































THESE HEAVY WEEDS HELP 
DEMONSTRATE THE SECOND 
ADVANTAGE OF DOUBLE POWER 
ACTION. TWICE AS MANY POWER 
STROKES MEANS FASTER ENGINE 
ACCELERATION, NO STALLING 
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POWER PRODUCTS ENGINE 


WITH MODERN PRE-MIXED FUEL 
SURE SAVES TIME AND WORK 


























\| ILL BET | CAN GUESS THE 
THIRD ADVANTAGE OF DOUBLE 


POWER ACTION. TWICE AS 


MANY FIRING STROKES MEANS 


SMOOTHER RUNNING 
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JOE! MY NEW MOWER 


HE 
USES A GAS AND OIL — CA 
MIXTURE FOR FUEL— YO 





CAN YOU HELP ME ? 
~~ 


Qa 

















SURE | NO TROUBLE AT ALL 
WE HAVE LOTS OF CALLS 
FOR PRE-MIXED FUEL. ITS 
EXACTLY THE SAME AS 
USED IN OUTBOARD MOTORS 
































bss 
WHATS THIS POWER PRODUCTS 
DOUBLE POWER ACTION 
'VE HEARD ABOUT ON TV ? 
= — 
» what: 
4 
— a ‘ 





COME OUTSIDE 


\\ LL SHOW YO! 
~~ 














| | READ IN THE POST ABOUT THE POWER 
PRODUCTS INSTRUMENT PANEL CONTROL 
DOES THIS ENGINE HAVE THAT ? 











YES, SIR, RIGHT HERE. THIS 

FINGERTIP CONTROL KNOB SETS 

iT FOR START, RUN, IDLE OR 

STOP. IT’S EASY CONVENIENT 
CLEAN AND SAFE 


Cs adweilided in 
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according to independent newspaper surveys* 
THE MAIOR MOWER BRAWNE 
in Sacramento, Cal. in Seattle, Wash. in Saltloke City in Duluth-Superior in Newark, N. J. 
3 of the 4 top the 3 top 3 of the 4 top the 3 to» 4 of the 5 top 
selling brands use selling brands use selling brands use selling brands use selling brands use 
Power Products Power Products Power Products Power Products Power Products 
in Portland, Ore. in Phoenix, Ariz. in St. Pavl,Minn. in Chicago, ll. 
i,’ the 4 top the 4 top 3 of the 5 top 4 of the 56 top 
a selling brands use selling brands use selling brands use selling brands u 
Power Products Power Products Power, Products Power Products 


In Milwaukee, Wis. 
| of the 5 top 
selling brands use 


Poy 











er Products 









, 


in Sen Jose, Cal. 
4 of the 5 top 


selling brands use 





In Portland, 

tofthe 4 ‘~ 
selling brand 
Power Producti 











in Washington, D. 


Power Products 





/ the 4 top 
In Modesto, Cal. in Omaha, Neb. selling brands use 
Power Products 
3 of the 4 top the 4 top 
se i . 
selling brands u selling brands use in Columbus, Ohio 
Power Products Power Products 
4 of the 4 top 
. : ' selling brands use 
in Long Beach, Cal. in Fresno, Cal. in Indianapolis, ind. in Cincinnati, Ohie pow. Products 
4 of the 6 top 3 of the 4 top 3 of the 4 top the 4 top 
selling brands use selling brands use selling brands use selling brands use 
Power Products Power Products Power Products Power Products 


in Honolulu 

2 of the 3 top 
selling brands use ® Source: Consumer Analysis Reports, ore regularly compiled by 
Power Products local independent sewspopers in each of these 21 markets 


Yow Sell Mowers ...not 

















problems... with Mowers ag 
with Power Products Engines ia 
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first... 


Power Products’ engines, year in and year out, require little - 
service. They have only 3 major moving parts. This means” 


te, 


easy maintenance because there are fewer parts to wear, 






second ... 


Power Products’ nationwide factory-traim 
insures prompt efficient service wheregam 





THE RIGHT ENGINE 


means SALES 


From your most expensive model to 
your leader unit, you can double your sales 
ammunition. Sell the difference in engine 

features as well as the different mower 
features. Only Power Products gives 
you a complete line of engines... 
the right engine for each product. 
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On your standard 
18-20 inch mowers, the 
Power Products 605 


gives you top dollar 
appearance with a 
rope start engine. 


eae ONLY THE POWER PRODUCTS ENGINE 
eed : gives the power mowers you sell these 
important sales making features 


Modern styling to add eye appeal and 
sales appeal to the whole mower. 
s Double Power Action for easier starting, 
faster acceleration, smoother cutting, 


" ? : modern pre-mixed fuel that 
inc messy oil changing and checking. 







POWER PRODUCTS 





a CORPORATION 
GRAFTON, WISCONSIN 





PROVED BY 10 YEARS OF OUT- 
STANDING SUCCESS ON FARMS! 


NOW! NEW PROFITS 
FOR YOU WITH FLO-MIX 


LIQUID LAWN FERTILIZER! 





WHAT IS FLO-MIX? Flo-Mix Liquid Fertilizer is a com- 
bination of nitrogen, phosphorus and potash in concen- 
trated form. Throughout the South and Southwest 

where soil is table-flat, grey, coarse and tough 
Flo-Mix has proved to be by far the most successful 
fertilizer known. 


NOW — FLO-MIX FOR LAWNS AND PLANTS! Due to its 
tremendous reputation in these farm areas—and be- 
cause of the constantly increasing demand of home 
owners for a really effective fertilizer — Flo-Mix is now 
being made available for use on lawns and plants. 


HOW IS FLO-MIX APPLIED TO LAWNS? Flo-Mix is applied 
through a regular lawn sprinkler. The complete Flo-Mix 
Lawn Kit includes a '+-gallon bottle of the concentrated 
formula and a patented Flo-Mix ““Jet-Pump.”’ 

One bottle of Flo-Mix, in solution with water — will 
thoroughly fertilize approximately 5,000 sq. ft. of lawn. 
It’s the cleanest and easiest fertilizer to use — goes to 
work immediately. 


Flo-Mix cannot burn grass or plants—cannot back up 
into water system—cannot harm pets 
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ONCENTRATED 
LIQqQuiD 
FERTILIZER 
FOR LAWNS 


WHAT DOES ALL THIS MEAN TO YOU? It's pretty obvious 
that Flo-Mix can’t miss~—and neither can dealers and 
wholesalers who supply it! Remember, too, Flo-Mix 
will offer you vast related item opportunities for selling 
hoses, sprinklers and lawn and garden tools! And it’s 
a big space saver for you —clean, light, easy to handle 
for your customers. 


SEE YOU AT THE GARDEN SUPPLY SHOW! Flo-Mix execu 
tives will give you the complete story at the Garden 
Supply Show in Chicago, Booth 118 — Nov. 18, 19 and 
20. Drop in and get acquainted ! 


FLO MTL csrerine 


Houma, Lovisiana and 400 W. Madison &., Chicago 6, iilinois 
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POWER 
MOWERS 




















BUILT FOR THOSE WHO 


BETTER 






Outstanding design, sturdy con- 
struction and highest quality, 
have slweys characterized ali 
COOPER Power 


ENGINEERED 
































18” and 20” 
Cutting Widths 


tHE “AL/PPE RN vine 


Moderate in cost for such high quality, ‘“KLIPPER’’ 
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ROLLING 





reel type mowers are buili to give many years of MOTO-ROLL 

economical, dependable and trouble-free service. STANDARD MODEL A 

The name COOPER signifies quality - outstanding | 

engineering design - precision manufacturing - The ideal roller for landscaping and lawn mainte- 


unquestionable TOP performance on America’s 


A np mamma nance. Especially suited for rolling freshly seeded 


areas and athletic courts. The Moto-Roll is also avail- 


| able with a swivel caster roller for greater manevu- 
THE Gyclo-mo LINE | verability in confined areas. 


21” Self-propelied or 18” and 20” Push 
Type “‘Cycle-Me"’ Rotary mowers all pro- 
vide the safest and most effortless cutting 
performance on fine lawns or toughesi 
weeds. Good design and rugged 
construction, provide easy han- 
dling and dependable operation. 


BETTER 


PERFORMING 





21” Sell. prepetied 
1” and 20° Push Tyee Briggs & Stration 4-cycle 
engines. Roepe, Recoil or 
Electric Starters. 





EDGE'N TRIM: Remarkable new lawn 
and garden maintenance tool. 












A complete line of Power Mowers and 
Accessories for every grass cutting need. 


TANDEM MODEL AR 


Equipped with a forward-reverse transmis- 
sion, this model meets all requirements from 
large area rolling to compacting “hot top” 
surfaces. 







Write or wire tor literature 
and FREE copy ‘Employees’ 
Selling Guide.”’ 





LONGER 
LASTING 






Write today for detailed information. 


Bom mene gek as & 


MIDLAND PRODUCTS CO alielielale mls Se oe 
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Many Winners in 


AIR-LITE Fisercias SCREENING CONTEST! 






New Station Wagon to Vermont Dealer 













eal 


“a lL 


Pex. MILES 








‘ oe 'S, RK. Miles 
L auaher Co., Manchester 
Depot, Vermont! 
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According to the Reuben H. 
Donnelly Corp., which judged 
the Air-Lire Fiberglas contest, 
you had real competition, but 
your display took top honors. 
Plastic Woven Products wishes 
you many years of happy driving 
in your new Ford Ranch Wagon. 










Mr. Miles, a customer of 
Wholesale Service Supply Corp., 
Albany, N. Y., also wins an 
all-expenses-paid Carribean 
vacation for two, 


Runners-up in the Aim-Lite 
Fiberglas contest are: 


© West Babylon Lumber (o., 
ee Babylon, New York 
Charles G. Smith, (r.) Sales Mer., Plastic Woven Products, Inc., © Gulf Beach Paint & Hardware Inc., 
presents keys to R. K. Miles Jr., winning dealer. Phil Connors, St. Petersburg Beach, Florida 
(l.) V. P., John H. Graham & Co. Inc., Sales Agency for 
Plastic Woven. looks on. e\. R. Chase Lumber (., 
Central Bridge, New York 
© Gerber's Hardwore, 
y ‘ y | Oak Park, IIlinois 


In addition to your vacations, worth $700 
each, you will receive a handsome set of 
matched juggage with our compliments. 


: wn Vacation winners among wholesalers’ 
are M. “Bud” Smart, North- 
eastern Wholesalers, Mamaroneck, N. Y. 


Screening woven of Firestone én" AIR-LITE Saran Screening ~~ — R. a L. J. Kingsley Co., 


oran Outdoor Furniture Cloth iR-U aran Chair in 
AIR-LITE S Outd Cle AIR-LITE Saran C Webbing b leal ho purci | a display 
rack receives a Bonus roll of Screening 
worth $16. Cash awards are being made 
> eerans Pee Se ee salesman who helped 
"tm. O CF Cerp mak 
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Order Gates Garden Hose now 


Advance booking order for 1,000 feet of 
Gates Garden Hose brings your display 
..,when you want it! 





5 REASONS WHY 
IT PAYS TO PLACE 
ADVANCE BOOKING ORDERS 


















Bigger Garden Hose dae 
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Better price. Your advance order allows 
| « wholesaler and manufacturer to make savings 
| usually passed along to you. 





| 2 Eases your financial load. Since advance 

« booking plans usually carry a dating plan well 
into the season, you are actually selling merchan- 
dise before you pay for it. 


= 
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PROVED PROFIT-BUILDER 


In thousands of hardware stores 


throughout the past season, Gates Garden Helps avoid lost sales. Weather makes a 
Hose Selector Stand boosted sales. It can * big difference in garden hose sales. An early 
pour extra profits into your cash register. spring can catch you unprepared unless you have 


Available FREE to any qualified 
Gates Garden Hose Dealer who did not 
receive one in 1956. 


given your wholesaler an advance booking order. 


4 Assures delivery of all items you request. 
* You protect yourself against backorders and 
substitutes. 


H Enables you to do a better job of ordering. 
* With the gardening season still fresh in your 
mind, you remember which types of hose are 
most popular with customers, and have a better 
idea of the quantities you can sell. 


Makers of quality garden hose 
for more than 30 years 





YOUR STOCK ON WHEELS 


This beautiful tubular aluminum 


stand stocks all your Gates hose... DO iT NOW! 
moves easily to any location on heavy- 
duty casters. 
Available on ‘‘cost-back’”’ basis: With 
each display stand you buy, you get four 
50-/t. lengths of Gates Estate Garden Hose 
FREE. Sale of this hose returns the cost 
of the stand, plus a profit. TPA 126 
















...get this 


GATEs Jorden 
9orden, ‘alet? 


water flows 
hand turns 


This remarkable display shows, with motion, the greater water flow 
available through full-size Gates Garden Hose. Teamed with Gates Selector 
Stand, shown on opposite page, it encourages customers to buy bigger, 
more profitable grades of hose. It’s a permanent display. Powered by a 
single pair of flashlight batteries, it can be placed anywhere... near cash 
register ...in store window. 


CONTACT YOUR GATES WHOLESALER 
re 


(ti display FREE! 
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SAIS Galton HOS } sc=| 


~, Garden Hose 








EXTRA! LOWEST PRICE 
LP TORCH ON THE MARKET! 


$ The “Best Buy” Torch for your Customers 
$ Fastest turnover and Full Markup for You 


NEW 
REDUCED 
PRICE 
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INSTANT STARTING 


B@ltiaaiad i el PETROLEUM 
Torch 


“® 


THE ONLY THROW-AWAY FUEL CONTAINER 
AND SELF-SEALING SAFETY VALVE 
IN THIS PRICE CLASS. 


NATIONALLY ADVERTISED IN: 


MECHANIX POPULAR 
ILLUSTRATED MECHANICS 


MAGAZINE 


Handyman 


preselling thousands of customers 
TL A 


THE Senk MFG. COMPANY 


BOSTON 15, MASS. 
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HARDWARE 
DEALERS 


profit 


pointers 


Soldering (1 Eady STEELMASTER 


: She Stncst. } / an Over . Vado 


TEMPERED Bit AIPM TES CPR iPS 
rs e Bis 7 " y 


LOCHED ON MEAD 
CHROME ALLOY HANDLE 
Seuk ; ‘ 


. ‘ v% om 
ACUSHNET CONTOURED Gel 





STANLEY 





657 West 44th Street st a ae Ola et ee, ee 
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@® @ © Disston lawn rakes are nationally 


known for their exclusive “spring-action” that “sweeps” 
lawns clean of leaves and debris. Their fast turnover and 
repeat sales build big rake profits for you. For example, 
the D-24A selis at $4.10, costs you only $2.72, gives 
you a profit of $1.38 on every sale! 


new teatures == 


tubular aluminum 
handles more than ever make Disston Lopping shears 
favorites with both pros and amateurs. And you make a 
profit of $2.25 on every No. 5L shear you sell! Many 
other tools also have new selling features! 










@® @ £@®@ Colorful, complete, convenient catalog 
of Disston garden tools for 1957. 12 pages of selling 
information to boost your sales and profits. 


- 


new catalog 













@ © for you in 1957! Many Disston Garden 
Tools are being listed now at higher prices to bring you 
greater profits on every sale! 


liCWw 2 


from D 
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" Order these fine garden tools from your 
Disston wholesaler. 


Henry DISSTON DIVISION 
H. K. PORTER COMPANY, INC. 


Dept. 1054, Philedeiphiea 35, Pa. 















they go together... xd 
like aN 


hea 


DOLLARS and CENTS... wage Ys 


STAR BLADES & STAR FRAMES | 4 


Minter 
> 4 


Cash In on an unbeatable combination... 
sell STAR Blades and Frames... 
the Brand that always Sells Better! 


Built for quality — priced for sales! Star frames 
feature patented Cam-Action “Lever-Lock” 
for easy instant blade change and adjustable for 
either 10” or 12” blades, solid one-piece 

steel backbone — most rigid construction ever. 
Moulded handles are formed around steel back — 
for durability, perfect balance. Attractive colors 
make them real front-and-center sellers! 







Nos. 10415 


No. 10 Green molded handle. Almost indestruc- 
tible. Shaped for comfort. Patented Lever-Lock 
positions, tensions blades automatically. Ne. 15 — 
Red molded handle, chrome-plate finish. Same 










Long a favorite with mechanics, this gunmetal 
finish adjustable pistol-grip frame with lever for 
lock blade features extra easy blade change. 





features as No. 10. 


SELL THE BLADES 
WITH UNIFORM QUALITY AND SERVICE 


STAR SPECIAL FLEXIBLE... Tough, durable, low in cost 
... the ideal economy blade, for general utility purposes. 
STAR “MOLY” HIGH-SPEED STEEL... For years, America’s 


preferred premium-quality blade. Extremely long life 
outlasts standard blades 10-to-1. 





STAR ‘‘Flex-Pak’’” 
Blade Assortment 


Trade up your customers to Star 


“Molyfiex”” blades . at four 
times the dollar profit! Use this 
attractive display to sell the 
Molyfliex blades you stock—and 
watch the profits stack up! Con- 
tains 20 “Molyflex"” High-Speed 
and 80 unbreakable Special 
Flexible blades. 


STAR Special Flexible 
Assortment No. 45 
Popular fast-selling all-purpose 
assortment. With eye-catching 

2-color display card. 


“POPULAR MECHANICS” fall window promotion 


If you're participating in this exciting promo- 
tion, you'll be pleased to know that Star is, too. 
You'll want to feature Star and Clemson prod- 
ucts in your window...to get full benefit. Order 
now —the demand will be terrific! 


Sold Only Through Recognized Distributors 


| ® Middletown, New York, U.S.A 





CLEMSON BROS., Inc. 





Makers of Hand and Power Hocksew Blodes, Frames, Metal and Wood 
Cutting Band Sew Bledes end Clemson Hand ond Power lawn Mowers 


3 STAR SALES PERFORMERS 





STAR “Molyfiex’’® 
Assortment No. 166 
Hailed by dealers as the perfect 
“trade-up” assortment! Gets you 4 


times the profit ... plus higher cus- 
tomer satisfaction. With 10 blades 
10° assorted 18 and 24 tooth. 
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NEW CLEVELAND DRILL SELECTOR 
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All your best customers ... home owners, farmers, List No. H-015 


mechanics... buy drills. And ows buy more drills when 
you display this attractive Drill Selector. SUGGESTED DRILL ASSORTMENT | 
































Although it occupies slightly more than a square foot of oie Suen Sinn “oa | 
counter space, it's a constant reminder to buy the right | ee ee - | 
size drill for a certain job ...to replace worn or broken | i os “ ; | 
drills... to replenish a drill set. | (= es a ¢ | 
Made of heavy sheet steel, with hinged plastic front. | +) “~ - . 
Stocks 29 sizes of drills — regular length or home length. ee - 24 4 3 
Inside is convenient storage space for additional tools, | ‘“ 34 1 ; 
easily reached by opening the top or back panels. | ts +. Ms : 
Available with or without drills. At the right is a sug- iy Ss * : 
gested assortment, based on a nationwide survey of fast- a” 6 4 3 | 
selling CLEVELAND Drills. Le ~- j 
mut CLEVELAND wwist vent co. 


1242 East 49th Street . Cleveland 14, Ohic 
Steckhrooms ; Hew York 7 + Detroit 2 + Chicage 6 + Delles 2 + Sen Francisco 5 + Los Angeles 38 
£. . Serres, itd, Leadea W. 3, tnglend 





CLEVELAND HARDWARE WHOLESALERS EVERYWHERE ARE READY TO SERVE YOU 
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COILUMBIAN 





GY RO-V I S E No. 73 


handiest 


most useful 
vise for home and shop! 


NEW 


- «+ 7% sq. in. of jaw grip- 
ping area. ideal for “holding 
without marring’’. 


NEW 


» ++ 3% In. jaw width. Most 
efficient and populeor size for 
home workshops. 














improved 
by the addition of pipe 
jaws... % to 1 in. capacity 


é 


AUTOMATIC 
SWIVEL LOCK 


Stands upright and 
turns to any desired 
location. 
locks automatically 
when jaws are 


tightened. 


Swivel side . 





es ee enone ae ee one 


Gyro-Vise operates 
from... rotates 
around this 
standard base. 
Additional bases 
can be placed in 
different parts of 
home, gorage or 
shop ond vise 
easily moved from 
iob to job. 
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Lays flat on either 
turns to 
meet every need. 


operates 
in any position... upright... 
on either side ... at any angle 











» 





The Columbian Vise & Mfg. Co. 


CLEVELAND 4, OHIO 


Also manufacturers of Columbian Levels 














ads what whe tel 
nes what were telling CYoung America... 
; as | a ll Libbey’s New Dimensions for 1957 bring new beauty 


in a complete line of every-day crystal designed 
and priced for every-day dining. Surprisingly 

low in cost, they provide further economy through 
Libbey’s guarantee: “A new glass if the rim of a 
Libbey ‘Safedge’ ever chips.” 














Hoes how were telling 
CYoung A\morica... 


America’s largest glassware advertising pro- 
gram is telling the story of New Dimensions 
for 1957 .. . showing it in full and glowing 
color through these national magazines: 
Betrer HOMES AND GARDENS, Lire, SATURDAY 
EVENING Post, Livinc ror YOUNG HOME- 
MAKERS, and Housr AND GARDEN .. . reaching 
. the heart and home of Young America. 


The story of New Di- 
mensions for 1057 — told 
te Young America in this 
October spread in 
BETTER HOMES AND 
GARDENS, issued 
September 20, 









iT ss PR ee : : 

: nee Nn ae Sta ous ; & 

Drewesting @ new itew bev glemeweare Sim A dimensions er "RF 
% tes LAbsbeey every clay cv yetal 

4ar 7 aretreee 











“Toke advantage now... 


of this exciting Libbey advertising theme: New Dimen- 
sions for 1957. For information on the complete 
Libbey Safedge Line, see your Libbey distributor now, 
or write Libbey Glass, Division of Owens-Illinois, 


Toledo 1, Ohie. 


New dimension for (957. 


offers six lovely patterns... all attractively gift- 
boxed: JARDIN, LEAF CLUSTER, WOODLAND, 
STACCATO, FALLING LEAVES, and ADAGIO. 


Tumblers are priced to retail at about $5.95 
for a set of & — Pileners, about $5.05. 


LIBBEY SAFEDGE GLASSWARE Owens-ILLINOIS 


AN (1) PRODUCT GENERAL OFFICES - TOLEDO 1, OHIO 
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WARE gives you faster turnover 
,.and increased profits, too 


Your stocks turn over mighty fast when customers 
know you handle J&L Galvanized Ware. Profits will 
be healthier if you feature a complete line with an 
accepted name like J&L—known by reputation for 
highest quality and dependable service. 

J&L Galvanized Ware is priced for today’s big 
volume market—-handling it yields higher profits to 
the hardware dealer. 

Call your hardware jobber for information on the 
complete line of J&L Galvanized Ware. If you need 
additional help, write direct to our Container Division. 
Send for our new catalog. 


Jones & Laughlin 


STEEL CORPORATION 


Container Division 


406 Lexington Avenue * New York 17, N. ¥. 
Gelvenized Were Plants: Teleds, Obie and Atiants, Georgie 
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FIRE-KING OVENWARE 


lowest priced high quality 


Ovenware on market 


Millions of housewives, many of them poten- 
tial customers of yours, will read about Fire- 
King Ovenware and its many advantages in 
the Nov. issue of Good Housekeeping. They'll 
learn it saves time and dishwashing...is easy 
to clean and keep clean...they can’t buy finer 
ovenware at any price nor can they buy oven- 
ware, item for item, at as low a price...is 
available in sets as well as open stock...is 
guaranteed for two years against oven break- 





age...and, in addition, it carries the famous 
Good Housekeeping Seal. 

That’s the powerful Fire-King story we’re 
telling consistently in the nation’s best and 
biggest publications—and it’s paying off in 
greater traffic, faster turnover and bigger 
profits for thousands of retailers all over the 
country. If you’re not carrying the complete 
Fire-King line, get on the bandwagon and 
cash in on this fast-selling ovenware now! 











FIRE-KING OVENWARE IS AVAILABLE IN SETS AND OPEN STOCK AS FOLLOWS 


3-Piece Casserole and Server $et—H400/94 


(Each set in gift carton) 
Casserole & Knob Cover 
Table Server 


7-Piece Starter Set—H400/96 
(Each set in gift carton) 
Coserole & Knob Cover 

Pie Plate 

Desserts or Low Custards 





Open Stock Dez. Cin. Wr. Cin. 
5 oz. Standerd Custard 6 18 Ibs. 
6 ot. Egg Cup or Deep Custord 6 22 Ibs. 
6 oz. Dessert or Low Custard 6 22 Ibs. 
10 oz. Deep Pie Dish 4 22 Ibs. 
15 oz. Deep Pie Dish 4 28 Ibs. 
8 oz. Individual Boker A 23 Ibs. 
8 oz. Measuring Cup—Red Gradvation 2 16 Ibs. 
16 oz. Measuring Pitcher—Red Graduation | 13 Ibs. 
1 Qt, Measuring Pitcher—Red Gradvotion | 22 Ibs. 
2'%" Percolator Top 6 12 Ibs. 
8” Pie Plate 2 23 Ibs. 
9” Pie Plate 2 29 Ibs. 
9” Deep “Juice Sever” Pie Plate 1 20 Ibs. 
1 Qt. Pudding Pon 2 29 Ibs. 


12-Piece Ovenware Set—H400/95 
(Each set in gift carton) 

Casserole & Knob Cover 

Pie Plate 

Deep Loof Pan 

Utility Baking Pan 

Pudding Pan 

Desserts or Low Custards 





Open Stock Doz. Cin. Wi. Cin. 
8 ot. Individual Casserole & Cover 3 28 Ibs. 
1 Pt. Casserole—Knob Cover 2 31 Ibs. 
1 Qt. Casserole—Knob Cover 1 27 Ibs. 
1Vo Qt. Casserole—Knob Cover 1 34 Ibs. 
2 Qt. Casserole—Knob Cover 1 42 Ibs. 
12 Qt. Casserole—Utility Cover } 36 Ibs. 
1 Qt. Boker—No Cover 1 16 Ibs. 
12 Qt. Baker—No Cover 1 22 Ibs. 
2 Qt. Boker—No Cover a 24 Ibs. 
8” Round Coke Pan 1 22 Ibs 
8” Square Cake Pan 1 33 Ibs. 
5" x 9 Deep Loaf Pan 1 21 Ibs. 
62" = 10Ve" Utility Baking Pan 1 27 Ibs. 
8” x 12/2" Utility Boking Pan 1 40 Ibs. 








To order, contact your buyer, 
your jobber, or write direct to: 


ANCHOR HOCKING GLASS CORPORATION 


LANCASTER, OHIO... The most famous nome in gloss 
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FIRE-KING ovenware 


goes from oven...to table...to refrigerator... 











+. 5° « 9 deeo loat oan 494. 9. 8” cre olate 250. 3. 2 at. casserole, nod cover 79" 4 10-08 deep pie Gah 109 6. 6 of. Gensert cup 2 for 154 6 8° OG. coke fan S50 
7. 16-02. Messuring pitcher 29¢. 6. &" round whe pen J9¢. 9. Dor. custerd cup Sv. 16. Boz. ind. covered casserole 199. 11. OB « 12:1/2° utility Baking pen O%¢ 


Crystal clear Fire-King Ovenware is as beautiful as it's practical. You bak 
serve, and store in the same dish. It's the smoothest on the market. And. that 
means it's easier for you to clean. Also, it's guaranteed for two years againet 
oven breakage carries the Good Housekeeping seal. Compare the price of 
every size you need, and you'll see that item for item, Fire- King gives you 
Look for the names more for less. Fire-King Ovenware is available in 7 and 12 piece sets, and 


open stock at most « hain stores and other stores where glaseware is sold 


* 
7 
and Anwchone.ass... PROOUCTS OF THE Ancnos Hocaine Grass Conronarion © Lancasten, Onio 











This exciting four-color, full-page ad 


Will sell 
| On | | 
- MOUS¢ keg 


for you in 
HARDWARE AGE, OCTOBER 25, 1956 5 









: 


Dita November! 

















why stock 


12 to 20 oil stains 
when FIRZITE will serve for all 


— 












a fact: instead of a large 


inventory of 12 to 20 prepared stains, 
you can supply almost any color stain desired 
on all woods, hard or soft, plywood or solid 
lumber, merely from your stock of Firzite® 
plus colors-in-oil. Imagine the difference in in- 
ventory, turnover, shelf room AND PROFIT! 


For dark shades, such as walnut, mahogany, 
oak and other dark colors, add colors-in-oil 
to Clear Firzite. 


.»- and for a beautiful natural finish 
recommend Satinlac 


For light greys and pastel shades, add colors- ; 
in-oil to White Firzite. (And for woodsy blond, : : : 

, et eee ; Satinlac® accents and preserves the full natural grain 
pickled or wiped effect, White Firzite is simply and color of any wood, hard or soft, solid lumber or 
great.) ‘ plywood. No undercoat required. No built-up look. 

f Easy to brush or spray. Dries out of dust in 30 min- 
For the finish coats on stained effects ; utes; ready for next coat in 3 or 4 hours. 


obtained with Firzite, use Satinlac. 


Pints, quarts, I _ , 
— “¢ 


and 5 gal. cans. 





Nationally Advertised! 
Re-order from your jobber today! 


‘ P 3 


SATINLAC, ; 





g 
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UNITED STATES PLYWOOD CORPORATION 


Dept. HA10-65, 55 West 44th Street, New York 34, N. Y. 
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EVE TOLD ThE TRUTH 
AND WOMEN ,-~4 l 


and that should mean more business for you) 





































We've said... . “Dura-soft stays baby-soft always” . . . it does. 
And a sponge that stays soft is the #1 wish of women sponge A PRODUCT OF 
buyers. Their #2 desire is a sponge that lasts . . . and Dura- 
soft lasts 4 times longer. A sponge that’s odorless . . . hy- 
gienic . . . one that doesn’t rot or mildew . . . those are the 
other major consumer desires. Dura-soft is the only product 
that meets those desires completely. Your sponge volume 
should be growing every day . . . it will if you feature Dura- 
soft, the product that women want because it meets their desires. 


SS SOLTY PAL| pacxia 
Four Bath Size 
BONUS PACKS } vansed with 
5” Softy Pal 
to make first wacenen sales Retail at 39¢ (a 59¢ value) 


—— ete eee 





CURTISS WhiGel 









r — 


PACK 2A 
Two Kitchen Size 
banded with ae with 
S” Softy Pal ” Softy Pal 
Retail at 37¢(a 57¢ wales) Retail at 57¢(a 83¢ value) 

= 


pack23 go Va PACK 24 | 
One #2A and one ’ One #2A and one / 
#3 banded with #4 banded with | 
6” Softy Pal 6” Softy Pal 
Retail at 47¢(a 73¢ value) Retail at 77¢(a $1.03 value) 


PACK 3 
Two Utility Size 

















YOUR CHOICE OF 3 PROVEN 
IMPULSE MERCHANDISERS 


<= 2 3 












FLOOR DISPLAY ~*~ ~ COUNTER = LOW-BOY 
UNIT ’ or HANGER _— — or COUNTER 
contains 9 DISPLAY UNIT =o = DISPLAY UNIT 
and 12 doz. contains 1% < Sor ontains 3 


units doz. units gor. units 











STANDARD LINE 
5 sizes — one for every 
household purpose — to 
retail from 10 te 96¢ 


NEW! EXCLUSIVE! UNIQUE! 


Amazing new sponge cloth — 
Ye” thick sponge in 11” wide 
roll. 660 sq. in. of material 
with 100 heuwsehold uses. 
Retails for 98¢ 


MATCHED KITCHEN PAIR 
Unique sponge dish cloth com- 
bined with new sponge mep. 
Packaged for rack or counter ad 
sale. Retails at 49¢ ‘Coming — iy. f. 
Face Cloth sets of Sponge cieth) /” fa 


eeeeeeeeeeeeeeeeeeeeeeeaeeoee ee eeeeeer 


eeeeee eee e eee eee eeeeeeev ee eeeeeeeeeeeee eeeeeeceeeeeeee eee eeeeeceeeeeeeeeeeeeeee 


THE DURA-SOFT 8 


A THE DURA-SOFT 4 FOR A MILLION 
Eight “Bath Size’’ Dura-soft pack- , Four “Kitchen /Dish Size” BRIDES-T0-BE 
aged attractively .. . colors to Re 


Dura-soft in colorful gift- 
ors. .. retails for 75¢ 


The “Sponge Shower” ~ 
sure to be the new gift 
sensation... retails af 
$3.98 


For the names of your local Dura-soft representative, contact Plastics Division, 50 Rockefeller Plaza, N.Y. 20 
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complement any bethroom .. . 
retails at 79¢ 
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UNIVERSAL presents the 


a sensational merchandising plan with 


425,000 


IN PRIZES 
\TO BRING IN CUSTOMERS! 









o> 
Be ucecs tHe 5S point Pian 








If one of your customers wins... you 
win too! Put your name on the entry 
blank before you hand it out, and the 


. aa the prizes and Universal's Christmas selection more come in, the bigger chance you have to 
~ 





four-page, four-color, full line folders 
with the complete story of the contest, 





You'll get a hundred and fifty of these 2 





of products. Hand ‘em out, or mail ‘em to win one of the hundreds of valuable prizes 
customers. It's a sure-fire system for prospects. offered. It could be a new Chevrolet sedan! 


Your Customers and YOU CAN WIN any of 901 
VALUABLE PRIZES WORTH *25,000! 
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SANTA CLAUS CLUB! 










Gets om Shopping Early! 


Here’s the one you've been waiting for! An easy 
contest plan to get customers buying early with the millions 
of dollars in Christmas Club money they have available. Extra 





















profits for you and a chance to win a big prize yourself. It’s all af 
here... all you have to do is stock up and watch it roll! 4 
ere d you ave tO GO 15 StOC up ang watc it fO t ELECTRIC HOUSEWARES 
ALL YOU DO 4 « « is buy a selection of vA cAus nt 
Universal Electric Housewares. See your distributor and : WL ") 


pick out what you want. You'll get the complete kit 


for this sensational selling plan with your order... and 
then watch those profits come in. See him today! 











Bigger profit for you, with 
an extra Coffeematic that'll 
make you a bonus twenty 


This big banner marks 
your store as Santa Claus 


Club headquarters, It'll 





4 


pull in Customers to see your dis- dollar bill when you sell it for 
play, get their entry blank and the regular price. You start right 


give you a real selling chance. out winning the first day! 


3 


In full color, this walk-around counter display will stop ‘em 
from any place in the store. Has plenty of room for a big 
selection of fast-moving Universal Electric Housewares. And 
it's FREE with your initial stock order! 





» 
a ' P, 
YOU GET THIS FULL-COLOR DISPLAY Seto, Ss 


_ AND UNIVERSAL IS BACKING IT UP 
with BIG ALL-OUT ADVERTISING 
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Here are eleven popular Crescent Tools and Sets color- 
fully gift wrapped to increase your holiday tool sales. 
Retail values range from $1.35 to $32.50— a price for 
every pocketbook ...a prize package for every gift 
hunter! National advertising will promote these items 
to your customers. Your jobber has all the details. 


Order now to insure early shipment. 





Refer to your Crescent Catalog for a de- 
scription of the above items. The prefix 
“X”" before the tool number merely indi- 
cates gift wrapping. No charge for wrap- 


ping which is applied over standard boxes. 


CRESCENT TOOLS — 
Give Wings lo Work mm? 


Si) ¥ M Srl wis 
P 
Sy niled ¥ f reels? Hee 





Crescent ls our trode merk, registered in the United Srote: and ebrood, for wrenches ond other tools. Sold by leading distributors ond retoliers everywhere ond mode only by 


CRESCENT TOOL COMPANY, 


60 


JAMESTOWN, NEW YOR K 
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You Vote F 
ast M 
Vote the overs In when you 


























rd 


=1MON 


TICKET 


a Vote tor Better 
Better pProtits. 





ote tor Simonds as 


AV 
g, Better Filing, 


Cuttin 


xX uRED TANG” FILES 


t 
x HACK SAW BLADES 


x euLPWwoOoD saws 
AND FRAMES 


“BpLlue TIP’ BITS and 
“RED ciIRCLE” SHANKS 
“CRESCENT GROUND” 
cross-cut sAWS 
Election year OF onds provides 
‘candidates They re WINNERS 


top quality 
yr your Cus- 


for you because t 

‘at behind the fyll winning ticket of 
“Red Tang” Files, “Red end” 
ades, Buck Saws, Cross-cut 
» Bits and “Red Circle”’ 
sh the complete 












tomers. ( 
S\-Clone Saws, 
Hack Saw Bl 
Saws, “Blue Tip 


Shanks. Stock and pu 

Simonds Hardware Line and watch the 

“election” results — at your cash register 
arest Simonds Branch. 


Get details from your ne 





SIMONDS 
DISPLAYS 
LIKE THESE 


Hi] 
HTH HELP MOVE 
. sont, SIMONDS 

PRODUCTS 


ey Mad Saw 
i ack FAST! 







SIMONDS 


SAW AND STEEL CO 


FITCHBURG. MASS 





Factory Branche 
Cenedia s in Boston 
Heller Teol a factory in Montreal, Q ’ Chicage, Sen Frenci 
©., Newcomerstown, On ve , Simonds Divisons sco ond Portland, Orege 
’ e, Simonds Abrawve Co wed sa pill Leck pert w.Y 
+ Phila, Po, and Arvide, Que., Cor 
’ ~~ Canada 
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PRECISION THREADING 
For The 
BIG Ones 


M odetl 


27 and JBR 
























GEARED 
PIPE 
THREADERS 


Mere s true accuracy with the exclusive TOLEDO rex eding die 
principle 
threads for 


best for 
2'/, to 4 
brass 


deep seaiing smooth 
pipe or 


copper or 


pipe 
stee! 


tavering 
Excellent for 
pipe 
ate the simple 
TOLEDO top 


condyit 


wrought iron cos? ron Your customer 


knows whet he wants and will epore: construc 


Ton and foolproof design iw?s @o ¥oliue too! 


Mere's a@ fast moving eye oo 
catcher with polished alumi oe 
num case ond bright red Ss 
label. Looks good works * 
better. These power vites ore « 


light in weight, offer depend 


able service becouse they re 
built to withstand heavy duty 
Show it for best 


i? sells Gimos? on 


wperation 
action 

sight a 
#% 
bie 


TOLEDO PIPE WRENCHES 


The wrench you can guarantee unconditionally 
TOLEDO quality in a heavy duty 
lasting tool. Tough-tempered op 


True 
long 


erating elements are long 
on service and sotistac 
tien Feature it for 


fast turnover 








iy). ave PPE 
aS Tight .dt & Bent coer wite 


THE TOLEDO PIPE THREADING MACHINE CO. + TOLEDO 4, OHIO 





BUILDERS OF THE WORLD'S FINEST PIPE 1O00LS5 


TOLEDO 


PIPE THREADERS - PIPE WRENCHES « PIPE MACHINES 





KLEINS 











the standard of comparison 


by which other pliers are judged 


201 N.E. Streem- 
lined Side Cutting 
Plier 





201 Side Cutting 
Plier 














203 Leng Nese 
Side Cutting Plier 


301 Leng Nese 
Plier 











220-7 Heavy Duty 
202-5, 6 Oblique Oblique Cutting 
Cutting Plier Plier 











217-6 Short Chein 
302 Leng Curved Nose Side Cutting 
Nose Plier Plier 














BETTER DISPLAY SELLS MORE 


EIN i Aa nth 


ns 







On your counter or wall 
this new Kiein displey 
beerd will sell mere 
pliers fer you burnished 
FREE when erdered 
with the pepuler Kiein 
Pliers te stock WW. 


Write fer 
Pree Copy 
of 
Klein Pecket 
Teo! Guide 


213-9 NE. “Klein Ket 
High-Leverage 
Cutting Plier. 





*Trade-Mark 










“Since 1857") 


Mathias org ER Hee & Sons 


Sy McCORMICK ROAD © CHICAGO 45, ILLINOIS 
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The only complete quality line 
of white steel tapes 


my . 6, 8, 10 and 12-FF. F with ALL these sales features 
| me POCKET TAPES | . 
A site for every use 


lop Quality workman i a ® Plastic Utility Cases 


Lil) LL ee ee 


of the pocket tape itor | eS Double Markings 






























Work in feet and inches? » 3 











ead here | WO we Wt | 
Work in inches? i lil i 
ead here 
"an RCRA: ; @ Sliding Hook — For Accurate 


Inside-Outside Measuring 


10-Ft. and 12-Ft. 


Something NEW. %4 





wide blade permits 


: = . » . — 
hishes enelelllaaneeure @ Chrome-Plated Cases @ Guaranteed 


ments. EXTRA: The Unconditionally 
Evans KING.-SIZE ‘ 


equ eorh yy remoyv : ) é Replaceable Blades te Snow-White Blades = 
oble BELT-CI In All Sizes Jet Black Markings 


NEWLY DEVELOPED 
Chalk Line 
Piumb Line 


A PRECISION TOOL 
AT “MASS MARKET’ PRICES 


LONG TAPES 
25, 50, 75, 100-Ft. 


Viny! leatherette cov 
ered special hook-ring 
attachment chrome 
plated winding reel and 
double roller mouth 


piece Stainless stee 





Positive ection 
edaqe Dar re f 
nding Hreke eoaorat : ’ 
‘ ’ ‘ A fu i rewind fy! ler 
ror" ‘ea wire - ee’ ; 
‘ di tappeur 5 "eo 


‘a : 
tle es Swe 
‘e- ; 4 
S| 


” 


ENN ae 








Cheth refill corte ages ond ss t+ 64) 4 ; 
, ion t+ 41 4 : } 
tepiacement ines ava late 4 : 


cond tenelly gverenteed 
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Be 
e 
as 
* 
* 
s 
. 


peeRRREEEEE 


WE MAKE THE VARIETY 
...YOU SAVE THE TIME 


You can save time in meeting the varied needs of your fasteners customers, you 
can give them exactly what they want when they want it, by stocking the Bethle- 
hem line of headed-and-threaded products. Bethlehem fasteners come in an almost 
endless variety, numbering hundreds upon hundreds of individual items. Bethlehem 
fasteners are well made. They have well-formed heads, straight shanks, and smooth- 
fitting threads. They’re just what your customers need for a good holding job. 


gETHLEHEN 


Bethlehem Bolts Are Good Bolts airs 
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Zuality Tools... Zuality Packed! 


(utth or without Handles) 















Look to WARWOOD for the best deal in Forged 
Hand Tools. Other people make Forged Hand Tools, but 
WARWOOD’s 101 years experience, plus WARWOOD’'s 
WARWOOD craftsmanship makes the difference. So for quality, 
PATENTED look to WARWOOD and buy better! By the way, how's 


CARTON your stock? 


Wade RIGHT! Packed RIGHT! 


osname Patented carton for shipping 


Mauls, Hammers and Sledges 
with handles assembled. 


am Sleeve keeps handles clean 


and in good condition. 


Cartons dovetail for easy stack- 
ing on floor or pallets, saving 
warehouse space. TOOLS FOR: 


GENERAL CONSTRUCTION 


Can be re-shipped without opening. AGRICULTURE and GARDENING 
MINING AND INDUSTRY 


Wo, 
Ko RAILROAD TRACK 


ae ~=WARWOOD TOOL COMPANY arena 
ity | WHEELING, WEST VIRGINIA 
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FROM ANY ANGLE YOUR BEST BET 





@ UGH 
WEIGHT 


2 RUGGED 
ENAMEL 
EXTERIOR 


@ 2 ROU 
CASTERS 


WINDO 
the 


e SMOOTH 
CORNERS 


STEEL 


~ . 
™~, 







Different | 







do-it-yourself 


a, ROLLS 





Materials in handy 


W MATERIALS 
YEAR ’ROUND: 


Lets the Sun + 
VITAMIN "D' RAYS 
come through 


~ 





UN DR Y 
1. 8 2 


STORM DOORS 
AND WINDOWS 








iS A DURAND TUB 





CHICK HOUSES 


With SOL-O-LITE “ROLL GOODS" 
. you sell to three big markets 


cost, weather-tested glass substitute 
is in steady demand for: porches, 
chick houses, farm outbuildings, storm 
doors and windows, greenhouses, fac- 
tory and warehouse sky-lights, build- 
ings under repair or remodeling, sum- 
mer houses, man dnl etc. Outstanding 
‘do-it-yourself’ appeal at popular low 
prices assures steady sales and fast 
| turnover, 

Order from your jobber, or write direct 


4301W. North Ave . 
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farm, home and industry. This low- 





Wide Selection 
to MEET 
EVERY NEED! 


Nu-V-Glass 

Ve’ cotton mesh 
Vue-Lite 

‘a’ economical cotton 
mesh 

Crystal-Lite 
Extra-heavy, clear 
Clear Plastic 
Medium weight 
Glaz-Screen 
Va''galvanized wire mesh 


Glaz-Screen 

10-mesh galvanized wire 
Glaz-Fabrik 
Paraffin-impregnated 
cotton 

Roll-O-Lite 

“"’ cotton mesh 





Complete 

merchandising support: 

sales literature ree od 
mats, point-of purchase 

displays, etc. 


Ask about our 10 ft., 12 ff., 16 ff. and 20 ff. HEAVY VAPOR BARRIER MATERIAL! 


SOL-O-LITE 


LAMINATING CORPORATION 
Chicago 39 


1956 











Kepidagion 

















Rapidayton Champions are now, more than ever before, 
the fastest-selling line of DELUXE water systems in America. 
Check, one by one, the exclusive and ‘worth more’ 
features listed above. Compare performance and depend- 
ability. Compare the wide variety of packaged and con- 
vertible models, which make for easier handling and easier 


cccéenecess oe Oe BS Ge 
A really ovtstanding big volume system. More deluxe features thon 
ever before. High copacity, proven dependability. Heavy-duty % and 


Y% h.p. capacitor motors. 4-gal. stoiniess steel tank; 13- and 30-gel. 
horizontal and 42-gal. vertical galvanized tanks. 


Convertible CHAMPION intvecesd OO 


iNustrated above. Most versatile of ali deluxe single-stage convertibles — 
and most in demand. One basic model converts to shallow or deep 
well without extra pump parts. 4, ond % h.p. capacitor motors. Stainless 
steel and golvanized tanks. 


Twin* CHAMPION 


America's No. | all-purpose pump. Meets need for more woter in more 
places. Has two impellers; pumps full copacity of 40 ibs. pressure 
(compored to loss of 50% to 80% in one-impelier pumps). The only 
convertible multi-stage pump! 4 to | Yy h.p. capacitor motors. Horizontal 
or vertical tanks. 








UXE and IN DEMAND 


ee ie, ee 


installation. Then compare price. Although priced just 
above the lowest, Rapidayton Champions have all the 
quality features that put them in the DELUXE class. This 
combination means one thing: big demand, big volume. 
For greater customer satisfaction and bigger profits, rec- 


ommend and install Rapidayton Champions. 


ee oe co UPON 


THE TAIT MANUFACTURING COMPANY 
Established 1906 as Dayton Pump & Mig. Co 
DEPT. 302, DAYTON 1, OHIO 


Rush consolidated catalog showing the complete Rapidayton 


line of woter systems, cellar droiners, and water softeners 


ADORESS 


COUNTY 





TODAY 





GET THIS VALUABLE GARDEN MERCHANDISER 


FREE 


Now, just by ordering a balanced selection 
of 56 garden shears and grass tools at regular 
price, you can get this garden merchandiser 
absolutely free of extra cost. All tools are 
proved sellers chosen from the extensive 
True ‘Temper line. 






| = ‘ 
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YOU GET A COMPLETE TOOL 
DEPARTMENT IN 3 SQ.FT. 





’ 
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Yes, this compact stand actually takes up 
less than three square feet of floor or side- 
walk space. Displays up to 50 tools. Its eye- 
level, eye-catching sign illustrates tools and 
provides permanent pricing space for self- 
service. 


©” wp « 


yy 
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SHIPPED DIRECT—PREPAID 


All tools and display stand are shipped direct 
to dealer, freight prepaid. Dealer cost and 
suggested retail price lists included for each 
tool. That means everything you pay for 
returns a profit. You pay no postage, no 
handling costs. Put this modern merchan- 
dising display stand to work in your store 
right away. Call your ‘True Temper whole- 
saler salesman now. ‘True ‘Temper Corpora- 
tion, 1623 Euclid Ave., Cleveland 15, Ohio. 





EACH No. G56 UNIT INCLUDES THIS BALANCED SELECTION OF 56 TOOLS 


12 HEDGE SHEARS (6 TYPES) 
12 GRASS SHEARS (4 TYPES) 


9 PRUNING SHEARS (2 TYPES) 
6 LOPPING SHEARS (6 TYPES) 


9 GRASS CUTTERS (2 TYPES) 
8 GRASS HOOKS (3 TYPES) 








No. G56W-—-Same as No. G56, above, except includes 6 No. 26 KELLY PERFECT Weed Cutters in place of 6 No. 29 Grass Cutters. 


TRUE TEMPER, '*» GJ =~ 
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(Machine on 


which above sledge was tested ) 


WAR 


trade 


Teale 


WARREN TOOL CORPORATION 
Manufacturers of Warren-Teed and Devil Railway Track Tools 
General Offices 
Export Division 30 Church St... New Yort 7, N. Y. 






This Warren-Teed sledge head was struck 















over 30,000 times against a hardened anvil at a 
force 2 times the striking power of a husky 
six-foot man ... more than 3 times the wear 
given an average on-the-job sledge. Even 

after this beating, no cracking, chipping or 
curling was noted. 

The unretouched photo above (one of many 
such Warren-Teed production test 
sledges) is proof that Warren-Teed sledges 
can take it—in the laboratory or in 


actual use. 


EED 


mark 





able anywhere .. 
at any price. 


Warren, Ohie 
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Now. INCREASE YOUR NAIL SALES 


with Self-Selling USS AMERICAN Pre-packaged Nails 


| Here's whet USS AMERICAN Pre-packaged Nalis 
) 
| 
H 





do for you: 


@ They are easier to handlie—no weighing or wrapping 





necessary 
@ Easier to stack—cumbersome bins eliminated 


® Make an attractive self-selling counter display 


aS ex » 1 
a wr wetia ga ‘ Si a 


® Cut inventory—increase turnover 
® Eliminate stock loss and waste 


@ Tell the customer everything he wants to know about 


nails 





Here's how the box tells the story: 


Printed on every box is an actual-size picture 
of the nail, the weight of the box, approximate 
number of nails in the box, and an illustration 
of the ten different sizes and styles of nails that 
are available in these handy packages. USS 
AMERICAN NAILS come in three weights— 
one-pound, two-pound, and five-pound boxes. 


Start NOW to handle these sure-fire, fast-selling, 
packaged nails. Customers can’t resist them—buy 
them on impulse. A complete set of sales aids, in- 
cluding floor displays, window banners, newspaper 
mats, etc., is available to you when you stock 
USS AMERICAN NAILS. 


For further information on USS AMERICAN 
Pre-packaged Nails, see your jobber, or write to 
Market Development Department, American Steel 
& Wire Division, Cleveland, Ohio. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL 
GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA, 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 








USS AMERICAN FENCE AND WIRE PRODUCTS 
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MORE SELF-SERVICE SALES 


When hardware customers reach for your product pack- 
aged in Cellothene, there is instantaneous impact at the 
point-of-sale. Cellothene’s window-pane clarity and puncture- 
resistant toughness licks the problem of visibility and shelf- 
life deterioration. Your product remains clean, colorful and 
fresh even after dozens of handlings. 


Cellothene is a tough, versatile film—with long shelf-life and 


Callothene 


THE EXTRUSION FILM LAMINATE OF CELLOPHANE / POLYETHYLENE 





CHESLAM CORPORATION 
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...- when your products are 





packaged in Callothene 


resistance to temperatures, sharp edges and constant han- 
dling. Crystal clear, flexible, a geet gen (metal prod- 
ucts won't rust) and heat-sealable, with an easily printed 
surface, it offers exciting package appeal where product 
and brand identification trigger buying. 


if your hardware item receives hard wear under retail sell- 
ing conditions—package in Cellothene and let it sell itself, 








Piease send me additional information 
on Cellothene. 


Please have representative call. 


Name o— SEC LER e el 


city... 1 ee 
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MEASURE-MARKING! LIVE ACTION! MODERN CARTONING! 


These three are building plus rope sales for H&A Dealers 


Yes there is a difference in rope! at HOOVEN & ALLISON 
rope is made better with “‘live action’’—a quality which 
provides greater flexibility and freedom from kinking, more 
ease of handling, minimum friction between strands and 


















: 
’ sa com 


) 
! 


Starter Cords for gas lawnmowers 
and ovtboerd motors, braided from 
long-wearing nylon, Packed 12 in 
self-merchandising display. 





STEP UP IMPULSE SALES! 


Stock and sell Hoovall Hardware Twine. Polished and unpolished 
jute in various sizes and plys, 24-ball cartons. 


longer service life. It is the direct result of constant research 
and development work by HOOVEN & ALLISON—''spinners 
of fine cordage since 1869". 

H&A ‘Blue Heart"’ Manila and ‘Red Heart" Sisal ropes are 
expertly formed and laid with the right amount of twist for 
maximum uniformity, strength and flexibility. Internal fric- 
tion and wear are minimized by the use of an exclusive 
H&A research-proved lubricant, which safeguards the rope 
against moisture and weather. 


MODERN PACKAGING AND MEASURE-MARKING! —H&A has pioneered 
new advances in packaging too. Attractive cartons handle 
easily—store in minimum space. Rope is quickly dispensed 
and kept clean to the last foot. All sizes are accurately 
measure-marked every five feet. 


Hexagonal cartons, simplify display of both ‘Blue Heart”’ 
Manila and “Red Heart" Sisal Rope. 5 ft. measure-mark- 
ing speeds up sales, increases profits. Available in 20# 
display coils and 33, 65 and 90# octagonal cartons. 


H&A Oakum and Jute Packing are 
uniformly treated with proper amounts 
of tars, oils and compounds. Packed in 
a wide variety of packages for al! uses. 


For faster, profitable, volume sales, switch to HOOVEN & ALLISON rope. Enjoy the mer- 
chandising advantages of “live action”, H&A packaging and measure-marking in both 
H&A “Blue Heart’ Manila and “Red Heart’ Sisal . 
bers everywhere. Write for descriptive literature on the complete line of H&A cordage. 


. . Distributed through leading job- 


THE HOOVEN & ALLISON COMPANY, Xenia, Ohio + «+ “Spinners of Fine Cordage Since 1869” 


Branches: Kansas City * Omaha * Minneapolis 
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Joe Greengrass says: 


“1! shave faster and 
smoother with 
Roto-Clipper...and 
i change dull 
biades in a Jjiffyl’’ 





the power mower 
that changes blades 
like a razor! 


R22 SUBURBAN Hrigags 2'4 HP. 4 cycle engine 
with recoil srarters, 7" front 


The ultimate in years ahead ety! ; 
y ’ wheels, @ rear wheels Deluse 


‘og and design ' he Suburban de« i plate and reversible « hrome 


has a 22° cut and comes with 
handle 


enher «a Clinton 24% HP. of 


S108 O6 wweegciied lit 


Roto-Clipper's 


sharper features 


CHANGE THE SLADES PLIP THE HANOLE sod mow in TReim tY GLOBE with the special 

set for smooth selling’ Roto- lipper's low enher direction with equal ease’ No housing design that permits trimming with 

mow ‘erm rele) dined cou Speed Blades” are changed in minutes more |)-turns’” Rotw-lippers easy ma ia half an inch of fences, shrubs aad build 
, like a razor. Special heavy dus arip neuveramiliny saves steps! 14 gauge steel ings’ Lees hand trimming less time 


FALLS PRODUCTS, 


ute fasteners hold “Speed Blades” deck is guaranteed 4 years. Show your spent for good lawn grooming’ Koto 


securely ia place with shockproof %’" 
screws. Roto-Clipper's “Speed Blades 
shave grass faster, easier, smoother 


INC., GENOA, 


customers the quality of design aad con 
struction in the new Roto-( lipper line thar 
makes « « must for that velvety lawn’ 


Clipper has the edge for whisking through 
grass cutting chores’ 


ILL., U.S.A. 



















Joe Greengrass SayS: “it's the biade that's different! 


Roto-Clipper changes blades like a razor, 
gives lawns that well-groomed look!” 


REIS MAINLING 











Excellent for city lawns where 

quiet is needed. The Mainline is 
built for years and years of service. Mas 
a 19% cut, “Y HLP., 1750 rpm, Delco 
electric motor, 7" wheels, and reversible 
handle. Trims to “" of fences, build. 
ings, and shrubs 


962.60 taggested list 








SCONOMOWER 








“Roveneo vr" LAWNS 


come from dull, aicked blades. A 
woreou mower blade shreds and 
tears grass instead of cutting it! Many 
otherwise beautiful lawns are “hacked 







Low priced easy to 
start simple to use 
ideal for medium sized lots, the 
Economower has a 19 cut, 2 H.P 
(linton 2 cycle engine, 7" wheels, rope 
starting and reversible handle...mows 
easily in either direction 


S60 .06 saggested list 






































Clippar's low-cost x 
were designed... 1 be changed 
easily and quickly .. . like « razor! 






CLIP r& R! 


WELL -GROOMED LAWNES : 


Fhe ae fof Re gga shot 
finder the power 
 ennaeven mower that 


motional mowers for the new 
home owner. The Grasshopper has a j re | 

19” cut and « Clinton 4 cycle 1% HP Cc anges Po | es 
engine with a rope starter. With reversi 

ble handle, it mows in either direction 
The 7 staggered wheels and the grass lik / 
discharge at right front gives the Grass e Fs | ig: Vala 
hopper « special class appeal of its own 
S7O.06 suggested list 














time-consuming and costly resharpen- 
ing. ny np al gives fine lawns 
the care they deserve 





























“SP eeo SLAnDeSe” 

Here's how Roto-Clipper wraps up 

ed merchandising story io « profit 
able package! A a of low-com 

















RIG GRASS MASTER 










the counter will High styled and popularly priced, the 
sell Rotwo-Cl s on the peer Grass Master has « 19° cut and is sup 
" sales to j plied in either a Clinton 2% H.P. or 






Briggs 24 H.P. 4 cycle engine with « 
recoil starter. Features staggered 
7’ wheels, reversible chrome han 
die, and side discharge. Recoil 
starter for tast, effortiess starts 


SO7 .GO waegesied list 







Clipper owners will open a new 
source of for 















RRICOR COUNTRY -AlIne 





Hitch-ap the sulky and away we go on the Roto-Clipper Country 
Aire. The sulky couples easily without tools has wide 
comfortable 10° wheels that leave lawns unmarked 

The most unique, versatile three purpose 21° cut power mower 
S2in ROTO-CLIFPFER you can buy. It's self-propelled mower uses heavy duty traction 
Peatures 21° durable cast side tires on the rear driving wheels. I's an easy to manage riding 






frames and bed , & reel... ball mower with « sulky (optional). Irs « free wheeling push-type 
hearin automatic take-up, mower for trimming near hedges, trees, and buildings. Rear driv 
‘4 high-grade em steel blades ing wheels can be completely disengaged allowing hand mowing 
riveted to hee spiders, manual backwerd of forward with equal ease Extra convenience features 
spring loaded clutch, safety-guard include « hand throule and clutch control on the chrome handle, 
covers oe chain, recoil starter with &” wheels, $ HP. Clinton 4 cycle engine with recoil smarter 


4 cycle Bri ae Ragiee. S1G@.06 saggested list, Sulhy optronal, O34.06 suggested li 
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FALLS PRODUCTS, INC., GENOA, ILLINOIS 
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A Special Report 
By Hardware Age 


A report of the 


Atlantic City Convention 


the 62nd annual convention of the 


National Wholesale Hardware Association 


the 46th annual meeting of the 


National Assn. of Sheet Metal Distributors 


the 111th semi-annual convention of the 


American Hardware Manufacturers Association 


I ijt ; 
onvention Report 4 Ladies Lunches 
President's Address 79 Co-Op Committee Report Ik 
ference Booth Meeting Unit Pricing 19 
The Key To Survival ; AHMA Olticer 
Management Clir teel Industry Outlooh 
entral States Banquet 6/ Wire Products Situatior 


residents Reception ole NWHA Officers 


Sales Manager's Forum Atalog Standardization 4 
k-Club Meeting t7 ecreta Report 
eet Me | ; D ir i jt NAS MI C) ‘ 
1 Under Breakiast 14 Asphalt Roofing Report 
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Atlantic ¢ Wy Convention Report 








Wholesalers heartened as profits turn up, 


seek ways to improve sales, margins 


Hardware wholesalers, and man- 
ufacturers too, trekked to Atlantic 
City earlier this month to consider 
the condition of the hardware in- 
dustry. 

What they 
good, 

Wholesalers found their profit is 
up for the first time in six years. 
Sales have been good this year. 
Last quarter sales prospects are 
excellent. 

Immediately, wholeralers set to 
work considering what can be done 
to improve the manufacturer-to- 
wholesaler-to dealer form of dis- 
tribution. 


saw was generally 


Wholesalers considered how sales 
management can aid salesmen in 
producing more business; how op- 
erations, such as size of orders, 
quicker deliveries and selling full 
package quantities can be improved. 

Wholesalers also considered 
progress made in catalog stand- 
ardization, and unit pricing. 

The Atlantic City convention was 
the 62nd annual meeting of the 
National Wholesale Hardware 
Assn. Also, the 111th semi-annual 
meeting of the American Hardware 
Manufacturers Assn. Also, the 
46th annual meeting of the Na- 
tional Assn. of Sheet Metal Dis- 
tributors. 

Two of the associations installed 
new presidents. 

W. W. French, Jr., Moore-Hand- 
ley Hardware Co., Birmingham, 
Ala., was advanced in the NWHA 
from vice-president to president. 
He succeeds Charles L. Hildreth, 
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The Emery-Waterhouse Co., Port- 
land, Me. 

B. B. Wood, Wood Shovel & Tool 
Co., Piqua, Ohio, was elected presi- 
dent of AHMA, succeeding Mark 
J. Lacey, of North & Judd Mfg. 
Co. Mr. Wood was a vice-president. 

Roger K. Becker, Ohio Valley 
Hardware Co., Evansville, Ind., 
was re-elected president of the 
sheet metal distributors. 


6 year trend reversed 


Keynote of the convention, set- 
ting the atmosphere for a gener- 
ally optimistic mood, was estab- 
lished at the start of the first ses- 
sion when Mr. Hildreth gave the 
“President’s Address.” 

The downward trend in profits 
was stopped last year, Mr. Hildreth 
announced, and has moved up for 
the first time in six years. 

“It has gone up from 1.43 per- 
cent on sales in 1954 to 1.93 per- 
cent in 1955,” he said. 

Further support for the optim- 
istic mood came immediately after 
the President’s Address, when 
Thomas A. Fernley, Jr., executive 
secretary of NWHA, reported the 
association’s executive committee 
forecast a 1 percent gain in sales 
for the final half of 1956 over the 
final half of 1955. Also, that 1956 
total sales at the industry’s whole- 
sale level are expected to be 2 per- 
cent over those of 1955. 

The future, presents 
definite challenges President Hild- 
reth reminded the convention. 


however, 
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There is the challenge of distrib- 
utors to be the bulwark of free- 
dom, and the challenge of keeping 
business free. 

“Our objective is not only to 
keep our own independence but to 
help hundreds of thousands of 
others to keep theirs,” he said. 

The need of wholesalers for more 
gross margin was pointed up in an 
address by Spencer E. Cram, presi- 
dent, The W. Bingham Co., Cleve- 
land, Ohio. 

“Very little, if anything, can be 
done under current conditions to 
reduce overhead expense or corpor- 
ate taxes,”’ Mr. Cram reminded the 
convention. 

“The only way to increase the 
return to the investor is to increase 
gross margins.” 

To do this he suggested that 
“we correct our own thinking and 
increase our oWn margins on the 
great majority of products we dis- 
tribute where 
dictated.” 

Mr. Cram added “I'll take a 
wager at long odds that we all 
know means of 
increasing our gross margins than 
we know methods of significantly 
reducing our overhead expenses.” 

The asphalt roofing 
point of distress 


margins are not 


more ways and 


situation 
Was Aa among 
sheet metal distributors. 

The report of the association's 
asphalt roofing committee on a 
merchandising policy suggested a 
one-price policy to distribute roof- 
ing through distributors. The re- 


port also suggested an advisory 








committee of association members 
to meet with manufacturers. 
The asphalt roofing problem cen- 
ters around protecting the market 
from other forms of roofing and 
also distribution practices of going 
direct. 
Sheet metal distributors also 
considered ideas for new products 
that distributors can market. A New NWHA 
report was given by Noel E. Gir- President 
ard, Girard Steel Supply Co., St. W- W- French, Jr. 
Paul, Minn. 
John P. Speck, Tiffin (Ohio) Art 
Metal Co., reported on the sale of 
second and rejects by mills to dis- 
tributors. Suggestions came from 
informal floor discussions that 
either seconds, or prime sheets be 
marked as such by the mills. 
Lee J. Haines, E. E. Souther 
Iron Co., St. Louis, Mo., discussed 
standardization of types and sizes 
of perimeter fittings for warm air 
furnaces. He outlined the need to 
reduce the number of types now 
stocked. 


Reception opens meeting 


The social side of the convention New AHMA 
started on Oct. 7 with the custom- President 
ary President’s Reception. Later B. B. Wood 
the Central States Hardware Club 
held its traditional stag party and 
dinner. 

For the ladies there were board- 
walk chair rides, and a _ special 
luncheon. 

For young executives there was 
the Forty and Under Breakfast. 

Former association officials gath- 
ered at the X-Club luncheon. 

Members of the convention enter- 
tainment committee were Jules 
Kersten, Plymouth Cordage Co.; 
J. M. Bredfeld, Corning Glass 
Works; C. T. Fuller, Camillus Cut- 
lery Co.; Dewey Godfrey, Reming- 
ton Arms Co.; and F. M. Hagerty, 
Johns-Manville Dutch Brand Div. 

Members of the ladies entertain- NASMD 
ment committee were Mrs. Mark President 
J. Lacey, Mrs. Charles L. Hildreth, Roger K. Becker 
Mrs. Roger K. Becker, Mrs. John 
(. Cairns, Mrs. Louis F. Demmler, 

Mrs. W. W. French, Jr., Mrs. John 
S. Stiles, and Mrs. B. B. Wood. 


Total registration was 2,956. 





There were 231 wholesale com- 
panies represented by 471 individ- 
uals, and 399 manufacturers rep- 
resented by 1346 persons. 
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President's Address 





by Charles L. Hildreth 
President 

National Wholesale Hardware 
Ass 

and President 
Emery-Waterhouse Co. 
Portland, Maine 





Charles L. Hildreth 
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(Opposite page) Here are the National Wholesale Hord- 
wore Assn. officers and some of executive committee and 
advisory board members who directed the 1956 convention. 
Left to right, clockwise, at left-hand table are Edward F. 
Pritzlaff, John Pritzlaff Hdwe. Co. and John H. Mize, Blish, 
Mize & Silliman Hdwe. Co., advisory board; J. Scott Jensen, 
Jensen-Byrd Co. and Howard W. Price, Salt Lake Hdwe. 
Co., executive committee; C. J. Whipple, Hibbard, Spencer, 
Bartlett & Co., advisory board; George A. Fernley, man- 
aging director; James P. Townley, Townley Metal & Hdwe. 
Co., executive committee; Henry J. Allison, Allison-Erwin 
Ceo., advisory board; E. H. McLaughlin, Union Hdwe. & 
Metal Co. 

Left to right, clockwise at right-hand table ore: W. W. 
Conde, W. W. Conde Hdwe. Co.; Burrows Morley, Morley 
Bros. Ca.; R. M. Miller, Railey-Milan, Inc., executive com- 
mittee; Roger K. Becker, NASMD president and NWHA 
vice-president; Thomas A. Fernley, Jr., executive secretary; 
William A. Porker, Beck & Gregg Hdwe. Co. advisory 
boord; Wilton H. Terstegge, Stratton & Terstegge Co., execu- 
tive committee and Robert C. Fernley, secretary, NASMD. 
Along the rear wall, left to right are: John S. Stiles, Morley- 
Murphy Co., vice-president; Charles L. Hildreth, Emery- 
Waterhouse Co., president and W. W. French, Jr.. Moore- 
Handley Hdwe. Co., Inc. 
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Atlantic City Convention 





“.. we should not spend time and 
effort complaining that somebody is 
bigger but we should smarten up and 
find ways to do the job better .. .” 


If | were to pick a subject for my annual report this 
year, I would entitle it “Margins, Dollars and Free- 
dom,” 

For several years now, I have appeared before this, 
or similar groups, with a long face and reported upon 
the unsatisfactory position and trend of the wholesale 
hardware business. 

I do not wish to become known in the trade as 
“Digger O'Dell.” 

I am relieved at this time to report that in the past 
year the worm has turned. Not very much, to be sure, 
but the downward trend in profits has stopped and, for 
the first time in six years, it has moved in the other 
direction a tiny bit. 

It has gone up from 1.43 percent on sales in 1954 
to 1.93 in 1955. 

Our industry last year almost made its cash dis- 
count! However, I refuse to subscribe to the philos- 
ophy of “Blessed is he who expects nothing for he shall 
never be disappointed.” 

In remembering a quotation from that great Prime 
Minister Disraeli of England to the effect that “Con- 
sistency is the essence of success,”’ | am going to stick 
to the subject matter that I have been pounding on at 
the risk of repetition, and hammer away with the idea 
that even the truth, if repeated often enough, will be 
believed. 

In the past year, our industry, by and large, has 
been going through what is called in diplomatic circles 
an agonizing reappraisal and I believe that they have 
realistically concluded that this rat-race for volume is 
not the Utopian answer that many of our manufactur 
ing friends would have us believe. 

I suspect that we have found out the hard way that 
what may be an answer for a manufacturer with an 
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assembly line and national, and 
even international, markets is not 
necessarily the answer for the dis- 
tributing trade. 

On the matter of margins, I 
would raise the question if we are 
not facing one of the greatest 
threats in years in traffic appli- 
ances, for instance. 

cecently, | was asked to speak to 
the National Retail Hardware Deal- 
ers’ convention on the subject of 
margins versus dollars and in dis- 
cussing this subject I made the fol- 
lowing remarks: 


But what about margins? 


“Let's be specific. When I attend 
a G. E. dealer meeting and hear 


1956 


their representative expound on 
the idea that it’s old fashioned and 
out of date to talk about margins 
and that we should talk about dol- 


lars—as if there was no connection, 
my reaction is Nuts. Who is kid- 
ding who? 

“At about the same time, I read 
in the April 18 issue of the Wall 
Street Journal the report of the 
General Electric Co. for the first 
quarter where the president, Mr. 
Cordiner, told the annual meeting 
that profits for the period were 5 
percent over the first quarter last 
vear and that earnings were 5.8 
cents per dollar of sales 

“How much did you make per 
dollar of sales? 

“He didn’t forget how much per 
dollar of sale his company made 
and don’t vou do it either!!! If you 
do forget it, I doubt if your banker 
will or even the credit department 


of General Electric.” 


Cenference Beoths at Atlantic Citv- 


Sears does all right 

Mr. Sahloff, vice-president of 
General Electric, in his talk an- 
nouncing the new G. E. pricing pro- 
gram, states among other things 
“we must change our thinking 
from the old concept of percent 
profit to the new concept of greater 
dollars of profit which comes from 
selling larger volume.” 

He cites Wards’ and Sears’ ex- 
perience both as his background 
and his belief in this philosophy. 

My recollection is that Sears has 
done all right on the basis of profit 
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per dollar sales but I do not have 
the figures. 

The real question is—is such a 
philosophy an answer to the prob- 
lems of the wholesale or retail 
hardware dealers of America? I 
doubt it. 

I happen to be doing business in 
the State of Maine where two- 
thirds of the area is woods and the 
state population is less than the 
city of Boston. There is only one 
city of more than 40,000 people. 

Do you think my dealer friend in 
Skowhegan, or North Overshoe, can 
become a Sears chain? 

I have many dealer friends in 
Vermont where they have more 
cows than people and when asked 
how come, the native will tell you 
they prefer it that way. 

Do you think those cows will use 
twice as many G. E. irons if the 
margin is reduced? 

I would like to refer to the very 
astute and keen analysis made by 
the retail association’s able secre- 
tary, Mr. Mueller, published by 
Hardware Retailer March 16. If 
you missed it, go back and look it 
up—it is worth your while. 


Other side presented 

Our own wholesale association 
thought so well of Mr. Mueller’s 
analysis that it sent reprints to its 
entire membership. 

Mr. Mueller’s analysis found that 
the hardware retailer in order to 
secure as many dollars gross would 
have to sell 36.8 percent more irons. 
That is without considering any 
increased expenses whatever to get 
the 36.8 percent increase in sales. 

To show the same net profit, he 
would have to have 126.7 percent 
increase in iron sales. 

I don’t know what you did but 
my company dropped this line be- 
cause we don’t think this kind of 
arithmetic is any answer for either 
our dealers or ourselves. 

I am not trying to slam General 
Electric or pick on any company, 
but because they are so big and 
powerful and a leader in their field 
and the chief proponent of this re- 
duced margin philosophy ; it is time 
for somebody to stand up and pre- 
sent the other side of the argument. 

If they are successful in their 
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campaign, we may be sure that 
many others will follow their lead. 
So, this becomes a cause celebre 
and carries a significance far be- 
yond traffic appliances. 

The chips are down and we either 
subscribe to their way of thinking 
or we disown it and by our actions 
prove they are wrong. 


No manufacturer has to waste 
his time advising us to cut ex- 
penses. 


Our job: sell right 


I don’t believe our industry ever 
tried more desperately to find ways 
and means of doing this in every 
way possible. We have had to or we 
would be out of business! 

Neither do we ask, or wish, too 
long margins. 

We recognize it is our job, and 
even our existence, to sell goods as 
cheaply as possible but if we don’t 
sell goods at a profit—we won't be 
in business much longer. 

When a manufacturer advertises 
his product so heavily that he ex- 
pects you can’t refuse to carry his 
line because of his created con- 
sumer demand and he pays for that 
advertising by taking it out of our 
margin, or profits, I think it is a 
very poor partnership 
ment. 


arrange- 


If we buy that program, we be 
come his economic serf and we will 
deserve just what we get. We lose 
our independence and survive only 
at his sufferance. 

If you wish to become the branch 
operation of a few large corpora 
tions and sacrifice your indepen 
dence, you can accept their philos- 
ophy and jump through the hoop 
when you are told. You have no 
choice. In effect, you sell out and 
become a part of a chain. 


Room for the little quy 

Perhaps this big company, and 
others, may believe, and maybe pre 
fer, that there is no room for the 
little fellow in this battle of big 
business! 

Perhaps they are saying, as dip- 
lomatically as possible, get big or 
get out! 

If this be true, it bodes no good 
for America. 


Atlantic City Convention 





Did it ever occur to you that the 
distributors of this country are a 
bulwark of democracy and 
dom? 

I doubt if there is a distributor 
in this room who ever thinks of 
himself, or his business, in terms 
of a bulwark of democracy. That is 
a rather high sounding phrase. 


free- 


How does the distributing of 
nuts and bolts tie in with it? 

Is it just a grandiloquent eupho 
ny, or is there truth and substance 
behind it? 


In all probability among Ameri 
cans while the words democracy 
and free enterprise are certainly 
not synonymous, they are so closely 
identified and related that it would 
be difficult for businessmen to think 
of one without the other—or, for 
that matter, for one to exist with- 
out the other. 


We protect democracy 


Can you name an important coun 
try in the world today where free 
enterprise, as we know it, exists 
where democracy does not go along 
with it 

True, a form of capitalism exists 
in some countries where democracy, 
as we know it, certainly does not 
as in Argentina, Cuba, even Yugo- 
slavia, but not free enterprise. 


—or vice versa? 


Conversely, there are some coun 
tries that have essentially a demo- 
eratic form of government, such as 
New Zealand and Australia, but 
have Socialistic that 
again one cannot say they enjoy 
free enterprise, as we know it, but 
I still challenge you to name an im 
portant country in the world which 
enjoys free enterprise which does 
not also enjoy democracy. 

Why is the distributor a bulwark 
of democracy and freedom” 


hecome s0 


Democracy is dependent upon a 
majority of ita people being inde- 
pendent. When the majority of the 
people cease to be independent, both 
economically and spiritually, de 
mocracy ceases and dictatorship or 
Socialism take over. 

(Continued on page 124) 
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Gross Margins: The Key To Survival 








by Spencer E. Cram 
The W., Bingham Co. 
Cleveland, Ohio 





Opposite page—Officers, who directed the 1956 convention 
and some members of the executive committee and advisory 
board of the American Hardware Manufacturers Associo- 
tion. Seated, left to right: Herbert B. Megran, Starline, 
Inc. and John S. Tomajan, Washburn Co., advisory board; 
B. B Wood, Wood Shovel & Tool Co., vice-president; Fay- 
ette R. Plumb, Fayette R. Plumb, Inc.; Robert G. Thompson, 
Lufkin Rule Co., advisory board; Mark J. Locey, North & 
Judd Mfg. Co., president; A. S$. Johnson, National Carbon 
Co., chairman, executive committee; Harold F. Seymour, 
Columbian Vise & Mfg. Co. and Fram T. Stone, Columbus 
McKinnon Chain Corp., advisory board. Standing, left to 
right: E. J. Parker, American Hardwore Corp., executive 
committee; Spencer T. Olin, Olin Mathieson Chemical Corp.. 
advisory board; James G. Geddes, H. K. Porter, Inc. and 
G. S. Culver, Richards-Wileox Mfg. Co., executive commit- 
tee; Richard L. White, Lenders, Frary & Clark, advisory 
boord: John Gibson, II!, McKinney Mfg. Co., executive 
committee; John C. Cairns, Stanley Works, vice-president: 
George F. Wright. G. W. Wright Steel & Wire Co., execu- 
tive committee; R. H. Coleman, Reminaton Arms Co.. Inc.. 
Herbert P. Ladds, National Screw & Mfg. Co. and George 
H. Halpin, Minnesota Mining & Mfg. Co., advisory board 
ond Arthur L. Faubel,. AHMA secretary-treasurer. 
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... Wholesale hardware industry is 
the most economical means of mov- 


ing the production of hundreds of 


”” 


manufacturers to retailers ... 


I was originally asked to comment on manufac- 
turers’ prize contests for our salesmen. Some mem- 
bers had written in objecting to the practice. 

It did not seem to be a matter that could provoke 
enough discussion to be on the convention program. 

We would dispose of it in only two sentences 

Prize contests are a gimmick to concentrate a sales 
man’s attention on one manufacturer's products to the 
exclusion of every other manufacturer's products. 

As such, it is contrary to the best interest of our 
business and we rarely ever do it. 

It seems to us that if the manufacturer would put 
the same money into national advertising to create 
consumer demand it would be far preferable to pro- 
moting a prize contest which too frequently results 
in sales to the retailer in excess of what he actually 
needs. 

This is not good selling and inevitably produces un- 
favorable dealer reaction against the product and 
against the salesman who overloaded him. 

There is another subject, however, to which the 
association is beginning to give added emphasis. That 
is gross margin. 

It has always been under discussion. 

The association lists it on composite reports, and 
you all have it on your own year-end reports. 

Nevertheless, gross margin too often seems to have 
been a mysterious figure that emerged at the end of 
a fiscal year after having been squeezed out from in 
between selling prices, supposedly dictated by com- 
petition or pre-set by manufacturers, and costs af- 
fected by freight rates and cash discounts. 

The association earlier this year did its member- 
ship a great service in issuing a folder entitled Profit- 
less Prosperity. 


(Continued on next page) 
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Over the past six years it spot- 
lighte a 48 percent drop in net 
profits after taxes, almost a full 
point drop in gross margin. Also, a 
14 percent increase in overhead ex- 
pense. 

jut what is more important it 
should have made obvious to every- 
one, by spreading in full perspec- 
tive a six year trend, that these 
problems aie not peculiar to any 
one wholesaler. They are typical 
of the industry as a whole. 

If this trend continues, and if 
individually we do not take the 
proper corrective measures, this in- 
dustry will be on the verge of com- 
mitting economic suicide. 


Our own worst enemy 

This Profitless Prosperity pamph- 
let was intended to be used as a 
persuasive argument toward con- 
verting some of our manufacturing 
friends to a policy of increasing 
their margins to the wholesaler. 

Actually that approach is like 
trying to get in the back door in- 
stead of the main entrance. 

The real service was in spread- 
ing the full six years before us 
with an unmistakeable danger sign 
on it. We are in a situation largely 
of our own creation and as such it 
is the wholesaler’s problem, not the 
manufacturer’s. 

We cannot expect our suppliers 
to pull our chestnuts out of the 
fire for us. 

There are, of course, exceptions 
that prove the rule, such as pro- 
ducers whose lines do not reflect a 
realistic margin between their 
costs to us and their fair traded or 
recommended resale prices. 
should either 
be corrected or eliminated. 


Those exceptions 


But, in the aggregate, the whole- 
saler has been his own worst enemy, 
too often not keeping the already 
satisfactory margins that he does 
have. 

The efforts of the association and 
of individual wholesalers to earn 
recognition for the necessity for 
greater than traditional margins is 
beginning to bear fruit. 

Thoughtful consideration is being 
given, and action has already been 
taken in this direction by many 
manufacturers, always carefully 
and cautiously, however, because of 
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the fear that we will succumb to 
the temptation of giving away all 
or part of what has been conceded 
instead of keeping what is so obvi- 
ously needed. 

Nor can anyone honestly claim 
that this fear on the part of our 
suppliers is not justified. 

We all carry in our inventories 
thousands of items of which those 
with established resale and fixed 
costs are in the minority. 

We are accustomed to our own 
traditional thinking in determining 
what our resale prices should be. 

In establishing resale prices on 
the majority of the merchandise 
that we distribute we are far more 
guilty of failing to observe satis- 
factory margins than are those few 
manufacturers with established re- 
sales whose products also carry un- 
satisfactory margins. 

We are doing what we can to cor- 
eliminate lines with fixed 
resales that carry too small a mar- 
gin of profit. 


rect or 


It is far more incumbent upon us 
our own thinking and 
increase our own margins on the 
great majority of products we dis- 


to correct 


tribute where margins are not dic- 
tated. 


Taxes take their bite 


This is not the first time this has 
happened, but the reasons are not 
In the '20s 18 percent 
was considered a satisfactory mar- 
gin of profit until corporation taxes 
and a depression compelled a re- 
vision to the 20 percent that was 
sufficient until World War II and 
further corporation taxes forced a 
revision to the 22 percent of 1943 
which the industry has not main- 
tained. 


ag obvious. 


Prices have tremen- 


dously since 1943, caused supposed- 


increased 


ly by increases in manufacturer's 
labor and raw material costs. 

If the industry had 
maintained that 22 percent 


wholesale 
yross 
margin over its continually increas- 
ing cost of materials purchased for 
which it hasn’t—it would 
little more than have passed on the 
increased overhead expense of its 
sources of supply without having 
compensated for its own increased 
overhead expense. 


resale 


Labor costs in the wholesale in- 
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dustry have increased drastically 


in the last six years. So have all 
other expense items to a lesser ex- 
tent. 

Nor is there any hope of decreas- 
ing overhead expense. The annual 
rounds of wage increases that have 
become more and more of a pattern 
in this country, extending now as 
far as five years into the future, 
alone and in themselves more than 
offset any savings that might be 
affected in other categories. 

There is only one place where all 
our effort must be focused: gross 
margin must be increased to the 
point where it compensates for in- 
creased overhead expense. 

This industry has not only done 
the exact opposite for six years, 
but association reports show that 
with only two exceptions we have 
done the exact opposite for 12 
years! 

Now the industry apparently had 
the intelligence to recognize the 
effect of taxes and a depression and 
increase its gross margin in the 
"30s. 

It likewise recognized the effect 
of further taxes and a World War 
in the ’40s and increased its gross 
margin. 

It obviously lacks the wisdom to 
recognize the effect of its soaring 
labor costs and other expenses dur- 
ing an inflationary boom and to 
consequently increase its gross mar- 


gin in the ‘50s 


We still need labor 

The cost of all other goods and 
services has increased—so has the 
Whv has it 


not been so recognized? 


cost of distribution. 

It is discouraging to review a 
record of steadily increasing over- 
head expense with no possibility of 
being able to reverse the trend. 

Automation has very little place 
in the warehousing business as yet. 
It still takes labor to handle the 
myriad sizes, shapes, weights and 
quantities that we distribute. 

It is likewise discouraging to re- 
view a record of steadily decreas- 
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ing net profits, but it sno ild De e@N- 
couraging to realize that no one is 
alone in this dilemma, and a chal- 
lenge, having had our nose rubbed 
painfully in the facts, to do some- 
thing about it. 
You know that 
industry fails to 
tory profit to its investors, there is 


when any given 


show a satisfac- 
a“ steady economic pressure on the 


investor to withdraw his invest- 
ment and place it where it will give 
him a satisfactory return. 

Very little, if 


under current 


anything, can be 
done conditions, to 


reduce overhead expense Or Ccor- 


poration taxes. That which re- 
mains goes to the investor. 
The 


return to the investor is to increase 


only way to increase the 
gross margins. 
Now that 


and it is very 


sounds very simple 


simple—-but its ac- 


complishment is very complex. 


l am familiar with all the rea- 


sons why it can’t be done: compe 
tition from industries on a favored 
tax basis, competition for markets 


by discount houses, unsatisfactory 


margins by manufacturers with 


dictated resale prices. 


Most economical way 


None of those reasons is as hard 
or compelling as your inability to 
significantly reduce overhead ex 
pense, nor the fact that the indus 
try is giving outsiders the impres 
sion of almost frantically searching 
for more ways and means of giving 
little it does have left. 


The wholesale hardware industry 


away what 
is an old one by U. S. standards. 

It is the most economical means 
of moving the production of hun- 
dreds of thou 


sands of retail outlets that has ve 


manufact urers to 


heen devised. 


Panaceas for performing tna! 





function more economically have 


fallen 


The manufacturer to wholesaler 


risen and many times 


to retailer method of moving mer- 


chandise to the consumer can al- 


ways be bypassed by a relatively 


few consumers through discount 


houses, or by just knowing some- 
body, or by a relatively few retail- 
ers whose purchases are large 


enough to be a temptation to some 
manufacturers 

volume has been 
those 


point of being a threat, their costs 


Always, when 


increased by means to the 


have also increased and removed 
the threat 
If all purchases are made at a 


normal or list 
the discount he 
price 


discount, the price 


disappears and 
comes the list 
Il] take a wager at long odds that 
we all know more ways and means 
of increasing our 


yross margins 


(Continued on page 142) 
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Clinic 





a panel discussion by 


Howard W. Price 
Salt Loke Hardware Co. 
Salt Lake City, Utah 


Edward F. Pritzlaff 
John Pritzliat Hordware Co. 
Milwaukee, Wis. 


©. W. Ahi 
Hibbard, Spencer, Bartlett & 
Co. 


Evanston, |il, 


W. W. French, Jr. 
Moore-Handley Hardware Co. 
Birmingham, Ala. 


Quick deliveries 
by Edward F. Pritzlatt 





Quick delivery is a very impor- 
tant factor, but there are many 
other reasons a dealer picks out 
a particular distributor as his 
chief, or one of his chief sources 
of supply. 

This is the way I look at it: 

A dealer firat of all is looking 





for a distributor in whom he can 
have the utmost confidence; a dis- 
tributor who has a reputation for 
fair dealing and honesty, so that 
he knows he is getting as good a 
deal from this distributor as any 
other dealer is getting. 

The distributor, therefore, must 
have years of experience and a 
good financial position, so that he 
can provide an adequate inven- 
tory, an inventory that will take 
care of from 85 to 90 percent of 
the dealer’s requirements. 

Turnover is one of the most im- 
portant factors in a dealer’s suc- 
cess, and to enable him to get this 
turnover, he work 
with the distributor who can give 
him prompt service, who will not 
have too many mark-outs and will 
carry all the well-known nation- 
ally advertised 


must closely 


brands of mer- 


chandise. 

The distributor must have 
sound promotion and advertising 
plans. He have a good 
price service for the dealer. He 
should have salesmen who com- 
mand the confidence of the dealer 
and who are trained to help with 
merchandise display and sales 
promotions of all kinds. 

The dealer is distance conscious 


should 


for a number of good reasons. He 
wishes to have his orders filled 
and delivered promptly. He does 
not wish to pay too much freight. 

Therefore, the distributor 
should be located pretty nearly in 
the center of the territory he 
serves. 

The dealer also wishes to do 
business in as pleasant and agree 
able a manner as possible. He dis 
likes arguments and it is, there- 
fore, very important that the dis- 
tributor gives excellent service in 
prompt attention to complaints, 
letters and adjustments. 
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A dealer also likes to know the 
people he is doing business with 
and if management can meet the 
dealer frequently, they can expect 
the dealer to call for their assis- 
tance and important 
matters. 


advice on 


Price is very important to the 
dealer. He must be competitive 
and, therefore, must know that he 
is buying his merchandise at the 
right price. 

Our company issues a price ser- 
vice so the dealer at all times 
knows his cost and can also sell 
from the catalog items that he 
does not ordinarily stock. 

Now, all of the reasons stated 
are very self-apparent. There is 
(Continued on page 116) 


Full packages 
by O. W. Anhl 





In these days of low and inade- 
quate profits in the hardware in- 
dustry, both at the wholesale and 
retail level, it is certainly impor- 
tant that we wholesalers examine 
every facet of our business to de- 
termine 
distribution 
adopted. 


where more economical 


methods can be 


Selling of full package quanti- 
ties is one method that offers an 
opportunity for such an improve- 
ment. 

I am sure that you have visited 
modern wholesale grocery ware- 
houses where practically all the 
merchandise is filled in full case 
lots. 

Due to the intense competition 
that has existed in this field new 
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methods have been devised which 
have been much more efficient 
than the distribution methods that 
existed 15 or 20 years ago. 

pome of these concerns are op- 
erating at a markup of 2 to 3 per- 
cent, and can only exist with ex- 
tremely high volume handled in a 
very efficient manner. 

Certainly, we must admit in the 
wholesale hardware field that it 
is impractical to ship everything 
in full package containers. 

However, I do feel that consid- 
erable improvement can be made 
which will help us reduce operat- 
ing costs and, in turn, wil] furnish 
the merchandise to our dealer on 
a more economical basis. 

In our business two-thirds of 
the items that we ship are broken 
package items and necessitate 
packing. 

These items, however, because 
of their low value per line, ac- 
count for only 40 percent of our 
billing 
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In other words, one-third of the 
items that we ship are shipped in 
their original containers, and ac- 
count for approximately 60 per- 
cent of our dollar volume. 

We wholesalers exist only if we 
serve successful dealers. 

It would not be to our advan- 
tage to set up a distribution sys- 
tem which would not fulfill the 
needs of ourcustomers, even 
though such a plan might be more 
economical for us. 

However, I do feel that we 
should do everything we can to 
promote economical buying on the 
part of our customer, and to pass 
on to him the benefits which will 
accrue from these more economi- 
cal buying habits. 

If full package buying will pro 
mote more economical distribu- 
tion, then we should consider the 
elements which will develop a buy- 
ing pattern that can be used by 
the hardware 
his advantage. 


average dealer to 


Frank M, Hagerty, Johns-Manville 5 
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The full package should contain 
no more than the average dealer 
can buy. 

As a first step, it seems to me 
that we should analyze our full 
package lines to determine 
whether the packing furnished by 
the manufacturer is in units that 
the average dealer can buy. 

Certainly, we do not want to 
overstock our dealer. 

We have found that most manu- 
facturers are anxious to work with 
us, and we have been able to ob 
tain better packing on many lines 
the manu 
facturer and discussing the prob 


by sitting down with 


lem. 

Perhaps of even greater impor- 
tance is to analyze our broken 
package items and to work with 
them 


manufacturers to have 


packed in minimum quantities so 
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that the average dealer can order 
in full packages. 

Examples of such items are tin 
cups, Tunnel measures, wash boil- 
ers, gasoline cans, etc., all of 
which are being packed by our 
firm at the present time. 

l am confident that in our own 
organization that the gross profit 
involved on the sale of tin cups 
will hardly pay for the packing 
material, let alone all the other 
costs that accrue 

We have reviewed some of the 
items just mentioned with our 
manufacturers, and have con- 
vinced them to pack these items 


in reasonable quantities in ship- 
ping containers. 

Although we will receive a 
slightly smaller gross profit, | am 
confident that the new packing 
will be to our advantage. 

Frankly, we have found manu- 
facturers most cooperative in this 
regard. 

I think that a lot has already 
been accomplished by the whole 
sale hardware industry, but we 
shouldn't stop now 

Multiple pricing should be made 
available wherever possible to 
permit our dealer to utilize this 
method of buying when it is to his 
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advantage. 

In such a program as we are 
considering, it will be necessary 
to make available many items both 
ways, broken and full package. 

We all recognize it is just as 
easy to pick a carton containing 
four hammers as it is to select one 
hammer from our bin. 
four times 


Inasmuch as there is 


as much gross margin involved 
and less warehouse labor involved, 
then it seems to me entirely 


proper t give a better price W hen 


Adlantice City Convention Opens With President's Reception 


Manut: scturers Assn.., 


were the association president: 


NWHA, and Roger K. Becker of NASMD and their daughter. Also the ass: 
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and the Nationa! Asso 
rec eption tor the pres ients of the Oo ciaT ne 
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a dealer is in a position to buy 
iour hammers which are ina ship- 
ping carton. 

that 


Structure pe set up 


For this reason, | suggest 
a pricing 
which will 


the dealer for buying these more 


offer an incentive to 
economical units. 
Il am sure that we all avgree that 


if a dealer’s buying record indi 
cates that he is going to sell four 
of these hammers in the next 60 
days, It is much more economical 
for us to fill 


hammers than to fil! 


one order for four 
four orders 
for one hammer each. 
This 


offer a more favorable price on the 


saving will permit us to 


four-hammer purchase providing 


it does not interfere with a price 
structure set up by our manufac- 
turer 

In some cases, where the pricing 
structure of the manufacturer has 
been set up for full package ware- 
housing, it may be necessary to 


charge a penalty for breaking 


these packages inasmuch as the 
markup which has been allowed 
just isn’t broad enough to permit 
breaking this type merchandise. 

fee] 
much better to allow 
for full rather 
than a penalty for broken package 
buying, providing the markup 


However, I do that it Is 
Pa | concession 


package buying 


structure is sufficient to permit 
this concession. 
Markup should depend upon 


line value or size of transaction. 


In setting up such a plan of 
price concession for full package 
buying, it is important to remem- 
ber that many items are so low in 
that the ave 
markup realized is 


value rage dollar 
normally not 
enough to cover the ordinar y 
warehouse costs 

An item of large bulk with low 


value should be analyzed care- 
fully before giving any price con- 
cession for full package buying. 


On the other hand, the items of 


high value can be handled very 
economically. Even a low per- 
centage markup will be sufficient 


to cover our costs and provide a 
reasonable profit 

In our organization we have had 
such a program in effect for years 
and, has 


in our opinion, it paid 
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off quite satisfactorily. 

The point | would like to make 
is that this must not be a one-shot 
affair. 


buyers, 


It must be a program with 


sales managers, ware- 


house management and other in- 
terested personnel being fully sold 
on the objectives to be realized, 


that is. lower cost distribution. 


Frequency of calls 
by W. W. French, Jr. 





I think frequency of calls should 
be looked at from three points of 
view: 

1. The retailer 


2? The distributor salesman 


- 


3. The distributor 


Let’s say a fair estimate in the 
South is the 


one-half of 


average retailer 


spending one tore 
man’s time talking to salesmen. 


The 


tailer 


question is, does the re 


enough good 


these 


make buys 


checking all prices to pay 
this man? 


Would he be 


centrate his 


better off to con 


buying with a very 
small number of distributor sales 
month, 


men, calling say twice a 


and spending the extra time sell 
ing? 
If a 


all his buying with one or two dis 


retailer would concentrate 


tributors, would these distributors 


give him enough help and save 


him enough time to switch this 
buyer to being a seller? 

In my opinion the retailer would 
be much better off 


distributors. 


buying from 
fewer concentrating 
more on selling and higher inven 


tory turnover, and 


having fewer 
salesmen calling on him. 


Only the most ambitious and 
profit-minded dealers can put over 
a program like this because it is 
only human nature to listen to all 
salesmen calling. 

The same thinking is necessary 
for distributors. 

It is going to take some very 
accurate operations costs to per- 
suade a distributor he cannot af- 
ford the many calls and small or- 
ders. 

Frequency of calls from a dis- 
tributor salesman’s viewpoint 1s 
simply a question of how can he 
make the most 


We think just to make a reason- 


money 


able drawing account and ex 


penses a salesman must sell an 
nveraye of S100 per hour 

At this rate calling on six cus- 
tomers a day, 50 customers per 


week, 
per month he 


and working 4 1/3 weeks 


would have about 
$13,000 sales per month 
These averages must be stepped 


up to make up for closing days, 
holidays, vacations and other time 
off 
Salesmen have a real caliing 
problem, 
Much of it ia the 


(Continued on pade 


man 


116) 


sales 


Size of orders 
by Loward W., Pric e 





| believe we will all ayvree that 
it costs more to handle small or 
ders. 

An order means an invoice. Our 
investigation as to the cost of pro 
that 


same to 


ducing an invoice shows us 


it costa essentially the 
invoice for $20 aa it 


produce an 
$1000 


does for $500 or 
(Continnued on page 118) 
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A Sales Managers Forum 





a panel discussion by 


Jack Johnston 
Allison-Erwin Co. 
Charlotte, N. C. 


E. P. Hallock 


Calitornia Hardware Co. 


Los Angeles, Calif. 


W. R. Mize 

Blish, Mize & Silliman 
Hardware Co. 
Atchison, Kansas 





by Jack Johnston 


Admittedly, my views are bi- 
ased, because | believe that there 
is no need for presidents, vice- 
presidents, secretary - treasurers, 
fancy bookkeeping methods, ste- 
nographers or porters if there are 
no sales. 

Managing sales, if done intelli- 
gentiy, is a profession equal in 
skill and prestige to a surgeon, 
lawyer or scientist, and to become 
proficient there is a great deal to 
be learned. 

Because of the increasing mar- 
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keting demands of modern busi 
ness organizations, sales execu- 
tives have been catapulted into 
the very middle of all their com 
pany’s operations. 

The far-seeing, realistic, intelli- 
yent sales executive is the man of 
the hour. 

The greater part of the com 
pany’s operations revolve around 
his abilities in marketing the prod- 
ucts and services and in manag- 
ing the sales manpower of the 
business. 

Today is a day of marketing, 
rather than mere selling, and the 
title of sales manager is outdated. 

The aggressive sales manager 
today, is a sales executive, and 
instead of just sales management 
he is really marketing manage- 
ment. 

I would like to compliment every 
sales executive here today, for 
choosing this wonderful profes- 
sion, and at the same time express 
my views on armchair sales man 
agement. 

I am thoroughly convinced that 
the modern sales executive, today, 
must spend at least one-half of 
his working hours in the field: 

Working with the salesmen. 

Getting first-hand the problems 
of the retailers. 

Checking competition. 

In general, keeping his finger on 
the pulse of business. 

Sales managers who freeze be 
hind a desk are no more capable 
of directing sales than an old 
maid is capable of telling you how 
to rear your children. 

Let me say that analyzing re 
ports, inventories and other sales 
records are important, and both 
traveling and analyzing can be 
done if the sales executive budgets 
his time correctly. 

Sales executives should concen- 
trate on keeping dealers accounts 
in a liquid position. 
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| believe that every business 
represented here today could in- 
crease its volume 25 percent if 
your house could ship the accounts 
that are in arrears in payment of 


their bills. 


It is just as much the responsi- 
bility of the sales department to 
constantly work on this problem, 
as it is the credit department. 

Every salesman in the territory 
should be a diplomatic collector 
and it should be his responsibility 
to keep his accounts in a salable 
position. 

There is a trend towards com- 
pensating salesmen, not only on 
sales, but on Sales 
management's responsibility to its 


collection. 


firm is to constantly enjoy a close 
liaison with the credit department. 

Sales management has a re- 
sponsibility to protect its firm 
from unscrupulous and unprofit- 
able factory promotions. 

It is not my intention to step 
on any toes here today. However, 
lI have had many factory promo- 
tions cross my desk that were ex- 
tremely unsound and completely 
profitiess. 

It is my firm’s intention to co- 
operate with our sources of sup- 
ply but we do not intend to work 
for them without profit. We en- 
deavor to screen and discard any 
and all profitless promotions. 

Sales management should study 
carefully the markets that are be- 
ing served as to types of merchan- 
dise that are in demand and re- 
port their findings to the buyers, 
as a guide for their purchases. 

In these fast moving markets, 
sometimes our sales department 
and our buying department are 
not completely cognizant that 
horses are getting scarce and buy 
accordingly. 

The buyers must have a modern 
approach, they must be informed 
daily by sales management. 
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Sales 
carefully 


management must study 
and constantly, selling 
expense, and keep it to a 


mum. 


mini- 


It is no secret that margins have 
steadily declined and it is impor- 
tant that every cost of doing busi- 
ness should be reviewed. 

If a salesman’s selling cost is 
out of line, analyze the situation: 

Is it the territory? 

Too large or too small? 

Is it the salesman? 

Is he right for the job? 

Is it the sales manager? 

Is the salesman getting proper 
supervision? 

Somewhere there is an answer. 
Find it and correct the situation 

Sales management should be a 
strong factor in controlling inven 
tories by working closely with the 
department managers and buyers. 

If the sales manager is doing an 
intelligent job of 
dealers and their 


analyzing his 
inventories, he 
can be invaluable to the buying 
department. 


by E. P. Hallock 


It is a recognized fact that suc- 


cessful salesmen must have know 
how. 

Know how regarding the mer- 
chandise he seeks to sell and in 
addition, the know how of human 


relations. 


Successful salesmen must know 
a product, know its advantages, 
know its deficiencies and thus 


equipped with all this knowledge, 
they must know how to sell it. 

I am of the opinion that today 
more know how is required at the 
dealer salesmen level, especially so 
among the younger salesmen. 

Everything we do is incidental 


to the sale. All other activities, 
warehousing, engineering, credit, 
accounting, management and top 
brass are merely incidentals that 
assist in this one objective ... the 
sale. 

Remember this—selling is your 


most important product 
There is not a product in the 
world, whether from factory, from 
mine or farm, that is not the re- 
sult of know how. 
The salesman does 
make the goods. He 


not have to 
only has to 
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sales manager, Allison-Erwin Co. 


vice president and aeneral sale: 


Angeles, Callif., on right 


tell about them, how best to insure 
that his customer has adequate in- 
formation, information sufficient to 
effect the sale. 

There is one royal road to per- 
manent 
salesmen 


customers, namely, when 


have the know how to 
demonstrate their intent to protect 
the buyer's interest 
quality relationship. 

Most like to 
salesmen who have the know how. 

There 


tute for know how. 


in the price, 


dealers deal with 


never has been a substi- 


by W, R. Mize 


In companies such as ours, the 
hardware salesman, who has for 
years been a familiar and impor- 
tant figure on the American scene, 
is the foundation of our distribu 
tion system. 
the 
hardware wholesaler’s sales man- 


Defining the whole job of 
ager, therefore, is to a great ex 
tent a matter of defining his re 
sponsibilities to the 
salesman. 


hardware 


This man is the basis of our 
jobs as sales managers, and our 
responsibilities to him are great. 

Our first responsibility is in the 
selection of the man for sales 


training. 


Three Top tlight wholesaler sales offic iais participate in forum mn sales mon 
agement. Ww. R Mize, vice f resident saie' Blish Mive ®, S iiman Hardware 
Co.. Atchison. Kansas. on the lett: Jack Johnston. vice-president and general 
Charlotte N. ¢ n center: | P Hallo k, 

fornia Hardware Co., Los 


manaaer LO 





Linless a man has the inherent 


that 
create salesmanship, he is doomed 


qualities can be molded to 
io failure before he begins 
W hat, 


qualities in a 


innate 
lead t 


these 
that 


then, are 
man 
success in selling? 

There is, first, the quality of re 
sourcefulness. 

We have a salesman in our com 
pany, as an example, who travels 
in particularly good fishing coun 
try. 

One season he voluntarily de 
signed and built a clever sample 
case into which he mounted a wide 
tackle, 
suited to his territory. 

His clicked. He found 


it worthwhile to devote one week 


selection of especially 


acheme 


each year exclusively to the sale 
of fishing tackle 

records. Here is 
then, 


resourcefulness. 


Hiis sales set 
a salesman, who excels in 
Secondly, there is the quality of 
Handling a hardware ter- 
ritory efficiently is hard work. 

We are glad that one of our 
most successful salesmen is par- 
ticularly 


eneryy. 


well endowed with en- 
eryy 

lie keeps himself at the top of 
our sales force partly because he 
has the stamina to 


make more 
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calis per week than any other man the purchaser in his selection, we we need to train nim to use fis 


we have. all know their results would be natural abilities to best advantage 
With his surplus energy he yreater. in selling hardware 
vives extra service to his dealers. Enthusiasm is contagious, and Because there are literally thou- 
The day before a recent Christ- when a salesman is enthusiastic sands of items of merchandise in- 
mas. for instance, he arranged to about his product, tae purchaser volved in our industry. one of the 
collect orders for much needed becomes so too. primary concerns 1s product 
yift items that were placed too Fourth, there is the quality of knowledge. 
late to deliver by Christmas by having sincere interest in people The scope of merchandise also 
common carrier, He personally Unless a sales manager has the creates a cumbersome catalog 
delivered these orders, driving yood fortune to be clairvoyant, he Mastering it is a great task, and 
many miles to do so. is not likely to spot the qualities | must be a maior tactor in train 
If i obvious that not all people have mentioned without a thor ing 
by nature are equipped with the ough acquaintance with a man A salesman needs a thorough 
energy this top notch saleaman In our company we find that understanding of warehouse oper 
has. But when we see excessive men selected from our own ware ations 
energy in a man, we know that he house and office employees usually For instance, one not versed in 
has one of the qualities that can become our most successful sales such, often promises impossible 
lead him toward success in selling men feats of service to his dealers 
There 18, thirdly, the quality of This is because we have been These promises impossible ts ex 
enthusiasm able to determine with reasonable ecute., mean disap] ointed. dis 
We have all had experiences certainty that trey are rignt tem- gruntled customers. 
with lethargic. bored department peramentally for sales work long Selling is dealing with people 
store clerks. We have seen them hefore they receive a bit of train Training, therefore, should fur 
lose sales because of thetr com iniyv nish exposure to handling people 
plete disinterest Were they to Our second responsibility is to further understanding of them 
display enthusiasm for the prod training. Once we have found a because of the diversity of the 
uct, and enthusiasm in helping man With the qualities we desire requisites, practical experience 


George H. Halpin Chief-X of X-Club 





George H. Halpin, of Minnesota Mining & Mfa. Co. was named Chief-X of the Hardware-X Club at its 
annual luncheon, Oct. 9, succeeding Harold F. Seymour, of Columbian Vise & Mfg. Co. Past presidents 
of NWHA, AHMA and the Southern Wholesale Hardware Association were arnona the 33 members and 
guasts of the club at the luncheon. | 
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becomes the greatest 


therefore, 


Lteacnher. 

Qur greatest responsibility to 
salesmen is to develop in them a 
real sense of confidence in their 
house. 

No honest man can sell a prod- 
uct which he knows to be no good. 
And no honest man can sincerely 
sell for a hardware house in which 
he does not have faith. 

The integrity, the principles of 
trust and respect we use in our 
dealings determine to a great ex- 
tent how much confidence the 
salesman develops in his house. 


These 


speak are intangible, but they are 


principles of which | 
developed in tangible dealings. 

One step toward building confi- 
dence is to provide a salesman 
consistently with good merchan- 
dise, priced right. 

Another is to offer him a house 
with a reputation for fair deal- 
Inys and yood Values. 

Further, we must clearly define 
and regularly enforce our sales 
policies. 

When we are consistent in these 
things, a salesman gains a sense 
of trust and faith in his house. 

We need to have respect for the 


position of salesman 





Handling a hardware territory 
is not unlike operating a complete 
business in itself, and is truly a 
position of importance. 

Listening carefully to sales- 
men’s opinions and ideas, solicit- 
ing their advice in territory 
planning and in formulating polli- 
cies, shows respect for their abili- 
ties. 

We further express our respect 
for the position by our willing- 
ness to help solve its problems 
promptly. 

By these means we build a mu 
tual relationship that furthers 
confidence of the salesmen in their 
management. 

As do all people, a salesman 
seeks financial security. 

It is the responsibility of sales 
management to help him achieve 
this by providing him with an un 
complicated, easily understood and 
fair payment plan. 

It should produce comfortable 
income for him when he contrib 
utes his best efforts. 

It should provide incentive, yet 
not drive him beyond his limita 
tions in order to earn a vood lis 
ing. 
saleamen 


We owe our propel 


planning. We are responsible to 
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analyze territories and lay them 
out so that they know there is the 
potential to produce sufficiently. 

We must help salesmen in their 
relationship with customers 

By giving prompt service, quick 
adjustment of claims, and atten- 
tion to correspondence, We heip 
keep customers feeling favorably 
toward the house. 

Offering a house that helps win 
customers, not lose them, we vo 
another step toward building a 
man’s faith in his company 

These responsibilities lam men 
tioning are not new to you 

We all recognize them, but we 
are not always able to accom 
plish them. If we did, all our 
salesmen would be successful 

Sales management's responsibil 
ities to salesmen, taen, are pri 
marily in selecting the right man 
for the job, then adequately train 
ing him, and finally, through all 
our relations, building in him such 
a confidence in his company that 
he can sell it and its attributes 


without any question of doubt 


Sheet Metal Distribution Problems 





It has been called to my attention 
that there is an incomplete under- 
standing on the part of many hard- 
ware wholesalers as to the member- 
ship of the National Association of 
Sheet Metal Distributors. 

The constitution and by-laws of 
the sheet metal distributors pro- 
vides that membership is open to 
any firm or corporation engaged in 
the distribution and/or manufac- 
ture of sheet metal products, roof- 
ing, and kindred lines. 

Also, that active members of the 
National Wholesale Hardware As- 
sociation who are engaged in the 
distribution of sheet metal and 
kindred lines shall, by virtue of 
their membership in the National 
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Wholesale Hardware Association, 
be members of this organization. 

It is probably unnecessary that 
we remind ourselves that it is the 
metal lines that give hardware its 
name, and the metal lines, building 
materials and allied lines including 
tools and numerous other satellite 
items constitute a basic part of 
most hardware operations. 

For a long time social planners 
have insisted that wholesale dis- 
tribution is obsolete. 

Today the wholesaler equipped 
with adequate sales force and ware- 
house facilities, who is able to per- 
form essential services for the man- 
ufacturer and for the retailer, can 
operate efficiently and successfully, 





by Roger K. Becker 
President 

NASMD 

and Vice-President 
Ohio Valley Hdwe. Co 


Evansvil 





Cc, Ind. 
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but it is still necessary for him to 
fight the merchandising ideas of 
some of our impractical planners. 

| wish to make it absolutely clear 
that this is not true of all the prod- 
ucts which we handle. After a pe- 
riod of confusion, we have returned 
to a realistic price structure on gal- 
vanized sheets which recognizes the 
high cost of performing the func- 
tions of the warehouse distributor 
by the mill. 

We also note the realistic sched- 
ule on aluminum roofing which pro- 
vides adequate margin for the 
responsible and established whole- 
salier by the simple means of charg- 
ing proper extras for high cost 
services, if performed at the mill. 

On nails and wire products, there 
is still a job to be done. 

Steel mills are performing many 
functions of the wholesale distrib- 
utor without assessing proper item 
extras to compensate for the extra 
cost. 

Mills are shipping mixed carloads 
and truckloads to dealers, including 
numerous items in small quantities. 

The only way a mill can do this 
is to maintain a completely stocked 


warehouse, and ship from this 
warehouse. 

Not only does this lead to ship- 
ments to dealers who scrape to- 
gether as much as six or nine 
months sales to make up a carload 
or truckload, but it performs the 
functions of the stocking distrib- 
utor, who certainly is as efficient a 
warehouseman as a steel mill, with- 
out charge to the buyer. 

Thus, in effect, the wholesaler 
who is equipped to completely serve 
the retail trade is being called upon 
to subsidize excessive costs at the 
mill, which are incurred when the 
mill competes with the distributor 
for dealer business. 

I know that many mills are fully 
conscious of this problem, and hope 
that in the near future this may 
be remedied, with item extras based 
upon the quantity of an item on an 
order, and a functional allowance 
available only to wholesalers who 
earn it by the performing of the 
complete wholesale function. 

Merchant steel products are basic 
to our wholesale hardware and 
metal businesses, but the dimin- 
ished volume, accompanied by mar- 
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gins that do not cover overhead 
costs, has resulted in the established 
distributor, the logical, dependable 
source of supply of thousands of 
outlets, carrying only a token in- 
ventory as a service necessity, and 
expending his sales efforts on other 
lines. He certainly, as a distributor, 
cannot be interested in building 
his accounts up, only to lose them 
to mill competition. 

On asphalt roofing, | am sorry 
to say that the situation has never 
been worse. 

It is so bad that for the first time 
in our history your association has 
established an asphalt roofing com- 
mittee. 

As you know, under the present 
merchandising plan a roofing manu- 
facturer receives a higher price 
from the established stocking dis- 
tributor who buys a straight car- 
load or truckload of one item, than 
the price which he receives on a 
miscellaneous truckload of merchan- 
dise shipped direct to a dealer. 


Younger Hardware Wholesalers at Forty and Under Breakfast 


c 
sOMmMme * 


t the wholesale hardwore executives who ore stil! un: 


jer the 40-year mork at the Oct. 8 } 
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Under Breaktast tendered each yeor during the convention by the National Wholesale Hardware Associa 
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Are Direct Shipments An Effective Way 
Of Reducing Wholesale Operating Costs? 








by James P. Townley 
ey Metal & Hdwe. Co. 
Kansas City, Mo. 





Town 


You, Mr. Fellow Wholesaler, are 
cutting your nose off to spite your 
face! 

And to quote another old Chinese 
proverb, you, Mr. Manufacturer, 
because some of you have found 
one golden egg, are slowly but 
surely trying to kill the goose! 

As President Hildreth read off 
the long title to my speech, you 
wholesalers started thinking of the 
several advantages of direct ship- 
ments to our customers, how they 
reduced our overhead, how they in- 
crease our volume, and how can we 
get more of them. 

And you, Mr. Manufacturer, be- 
gan thinking of direct shipments, 
with lower margins of profit to 
wholesalers, as a means of increas- 
ing your sales with a resulting in- 
crease in your profits. 

Gentlemen, we are facing here 
another sales gimmick that is quite 
similar to the gimmick of allowing 
freight that we faced a few years 
ago. 

One or a few started that one, 
others followed to meet the compe- 
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“ .. we are fostering a condition that 


ultimately is neither healthy, wealthy 


or wise for ourselves, our dealers and 


’ 


customers...’ 


tition, then we were all forced into 
it, to the henefit of no one and the 
harm to all. 

If that gimmick cut off a piece 
of our nose to spite our face, this 
one would really take the rest of 
the nose and in many cases the 
whole head. 

Let’s take a look at why this is 
true. 

Basically, there are three major 
functions of wholesaling. 

The first of these, and I think it 
is the most important, is the func- 
tion of selling. 

There are some 11,910 whole- 
saler salesmen, Mr. Manufacturer, 
selling your products daily in every 
city, town and hamlet in this great 
country of ours. 

This great sales force, augment- 
ed and activated by your own, 
gives you the sales coverage that 
makes great volume possible. To do 
that job of selling completely and 
effectively, you must have these 
salesmen. 

Some wholesalers are trying to 
get by without performing this im- 
portant function, but that is a 
whole new subject into which I 
will resist the temptation to di- 
gress. 

A second major function of 
wholesaling is that of financing. 

This includes first of all the 
financing of manufacturers inven- 
tory by buying his products, tak- 
ing them into our warehouses in 
all parts of the nation for prompt 


and ready shipment to retail 
dealers. 

There is an investment of ap- 
proximately $422 million of in- 
ventory alone so located in the 
warehouses of wholesale hardware 
distributors. 

And it also includes the financing 
of retail dealer accounts in the ex- 
tension of open credit. 

The accounts receivable of these 
wholesale hardware distributors 
would run well in excess of $280 
million. 

Those two figures make a right 
sizable financing sum. 

The third major function of 
wholesaling is warehousing. This is 
the important function that I want 
to discuss with you today. 

This is the important function 
that some wholesalers are trying to 
do away with and some manufac- 
turers are aiding and abetting 
them, both to their own eventual 
disadvantage. 

When a trend develops, such as 
this trend of manufacturers ship- 
ping direct to dealers and billing 
through the wholesaler, it must be 
evaluated in the broad aspect of its 
ultimate conclusion: would it be 
good for the industry and the con- 
suming public if all hardware items 
were distributed in this manner. 

Should the wholesaler go out of 
the warehousing business and be- 
come a glorified broker rather than 
a wholesaler? 

Can he afford to give up one of 
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the three major functions he 
performs and expect to progress 
and be successful in supplying the 
value added by distribution’ 

Can the retail dealer afford to 
decrease his already too low turn- 
over figure, as he must do if he haz 
to buy in larger quantities shipped 
from the factory? 

(‘an he afford, for the few per- 
centage points saved, to accept the 
slow deliveries of shipments made 
by the manufacturer located many 
miles away? 

(‘an the consumer expect a man- 
ufacturer to maintain his present 
prices, absorbing the added cost of 
handling many small orders, the 
cost of warehousing, the cost of in- 
creasing substantially his finished 
goods inventory, his greater real 
estate investment? 

To all of these questions the 
answer is no—an emphatic no—to 
which I am sure everyone in this 
room will agree. 

Why is this trend growing? 

After all, what is fair for one 
is fair for all. There are even laws 
to that elfect. 

If you, Mr. Manufacturer, are 
shipping up to 60 percent of one 
wholesaler’s merchandise direct to 
his customers, and at no or little 
additional cost to the wholesaler, 
do you not expect to do the same 
for his competitor? 

And when you start doing it for 
one, won't competition make that 
practice grow until it is nation- 
wide? 

Are you killing a goose because 
of one lousy little golden egg? 

Mr. Manufacturer, don’t always 
do everything that your wholesalers 
ask you to do. 

We are short sighted, too. 

We often admire you for turn- 
ing us down, when we know that 
your policy in the overall picture is 
the right one. 

You can go to either extreme in 
your policy of shipping direct to 
your wholesalers’ customers, and 
either extreme is bad for us as a 
whole. 

It is only practical that we rely 
on you to ship direct for us the 
multitude of parts, accessories and 
special items that the majority of 
wholesalers, large and small, can’t 
be expected to carry as stock items. 

But shipping direct for us the 
merchandise that we should and do 
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carry in stock is a different matter. We have one other item to add. 
It leads to abuses, and in doing it If a hardware wholesaler were 
you must be prepared to do for al! doing $10,000,000 in annual sales, 
what you do for one. he would have approximately 
Now, let’s look at a few facts $2,000,000 invested in inventory. 
and figures. If he could get that $10 million 
What is to be gained by the in sales without any inventory by 
wholesaler in reducing his operat- having manufacturers ship every- 
ing costs by having the manufac- thing direct, and if he invested 
turers make direct shipments to his that $2 million he has in inventory 
customers? at 5 percent return, he would obtain 
Here are the total expense fig- another saving of 1 percent on 
ures that the average wholesaler sales. so make that overall saving 
incurs in the operation of his busi- a total of 6 percent in this hypo- 
ness taken from the 1955 overhead thetical case of a wholesaler oper- 
expense report of the National ating without any inventory. 
Wholesale Hardware Association. If, you, Mr. Wholesaler, offer any 
Let’s go down these expense more than 6 percent in selling a 
items and see what could be elimi- direct factory shipment, and you 
nated by having the manufacturer do not have any of the expenses 
ship direct. included in these five items, the 


Overhead Expense In Wholesale Hardware Distribution 


1955 averages, percent 
1. Management-officers, department managers, 


assistants and other executives 2.73 
2. Office salaries including all clerks, bookkeepers, 

stenographers and office employees 2.15 
3. General office expense, postage, stationery & 

supplies, telephone and telegraph, mainte- 

nance, & repairs, miscellaneous 81 
4. Legal and collection expense, auditing and ex- 

change, charity and donations 17 
5. Heat, light, water and power 15 
6. Repairs and depreciation on buildings, fix- 

tures and equipment 15 
7. Boxing and packing expense, trucking and 

drayage 1.19 


8. Store and warehouse salaries including order, 

packing and shipping clerks 2.78 
9. Advertising, catalogue, circulars, print shop 

wages aud expenses etc. entertainment of cus- 


tomers, etc. 44 
10. Salesmen’s remuneration and expense 4.50 
11. Rent and real estate charges, all insurance 96 


12. Taxes, licenses other than real estate & income 
& social security taxes & other employee ben- 


efits 90 
13. Interest on borrowed money 32 
14. Loss from bad debts 17 
15. Other miscellaneous expenses 28 

Total expense 17.54 

Items 6, 7, 8, 11, and 13 total extra discount you are giving is 
5.40. Lets call that 5 percent. I am coming out of your 2 percent net 
taking back the .40 of a percent profit, and the chances are you are 
because there would still be some taking the business at a loss. 
rent, real estate and interest on Now I ask you, Mr. Consumer and 
borrowed money even if we oper- Mr. Dealer, how long would you 
ated a brokerage business without expect to enjoy this 6 percent dis- 
any warehouse. count that you have earned from 
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this hypothetical wholesaler who 
carries no inventory and has passed 
the saving on to you? 

I believe our manulacturing 
friends would soon tell us, as soon 
as they added up the cost to them 
of: 

New 
place those of the wholesalers. 

Payroll 


warehouses. 


warehouse buildings to re- 


increases to man those 
goods 
wholesalers. 

The higher cost of handling thru 
office and many, many 
small orders instead of fewer large 
shipments. 


finished 
financed by the 


Investments in 
now 


warehouse 


The high cost of parcel post and 
LCL freight in shipping smal! quan- 
tities of 
of the 

And 


would 


merchandise to all parts 
country. 
that 
such as 
insurance, inventory taxes and the 
like. 

I would give them about 30 days 
to adjust 


numerous other items 


increase their costs 


upwards their prices to 
the wholesaler by as much or more 
than the 6 percent saving. 


Let’s be practical. 


This saving of 6 percent I have 


been talking about is predicated 
on a Wholesaler carrying no inven- 
tory what-so-ever, so he could elim- 
inate all of these 


overhead expense. 


items from his 
Needless to say none of us cou'd 
operate like that. We couldn't sur 
vive, operating our business as a 
broker. 
We are and muat 
carry inventory, so most of 


wholesalers 
these 
expenses are essential to our busi- 
ness. 

If the 
on, the only thing we really save 
in making an 
shipment is in 


other expenses continue 


occasional factory 
warehouse salarie 
and even there we could not elimin- 
ate enough people from the payroll 
to take full advantage 

Warehouse salaries only average 
2.78 percent in 1955. Call it 3 per- 
cent. That is not much of a saving 
in real cost when offset by poor ser- 
vice and overloading a dealer's in- 
ventory to get him to buy a factory 
shipment. 

These figures are based on 1955 


figures, and 1955 wasn’t so unusual, 
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of total 


Wware- 


either in the percentage 


expense or in the relation of 
house salaries to our sules 


You 


how 


might be interested to see 


these percentages compare 


every 5 years for the past 40 years 


Warehouse 


Year Total expense salaries 
LY5o 17.54 2.738 
1950 15.27 2.37 
1945 16.15 2.56 
1940 18.35 2.30 
1935 18.82 2.25 
1930 22.19 2.02 
1925 19.55 2.0 
1920 17.06 2.15 
1915 17.44 2.10 
You will notice that expenses in 
relation to sales were pretty good 
in the post World War If years, 


and pretty bad in the depression. 
The 


to sales 


ratio of warehouse salaries 


is surprisingly constant, 


The Ladies Attend Their Own Luncheon 
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The iacie had their ¢ wn er tertainment program at the A tTionti C ry conver tor There were hoard 
walk chair rides, dancing, and a special luncheon. At the head table, left to right, are Mrs. B. B 
Wood, Mrs. Le Demmier, Mrs. Charles Hildreth. the speaker John Mason Brown. Mre. Mark Lacey 
Mark Lacey, Mrs. Roger Becker, Mrs. W. W. French, Jr.. Mr Jonn Cairns. and Mrs. John Stile 
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considering the increase in wages 
that we all are paying. 

So all in all, 1955's figures are 
fairly applicable, year in and year 
out, in studying the possible cost 
reduction of factory shipments. 

I have been speaking as an indi- 
vidual wholesaler, not as a spokes- 
man for a group of wholesalers, 
nor an association of wholesalers. 

I ask each of you, both whole- 
saler and manufacturer, to ponder 
this question well: where do we go 
from here? 

Competition will not allow the 
status quo to remain as it is now. 

More and more wholesalers will 
be requesting manufacturers to 
ship direct for them because their 
competitor is having it done. Manu- 





facturers taking this business will 
find their costs increasing, and will 
raise their prices accordingly. 

Unless there is a differential in 
a wholesaler’s cost between stock 
and direct shipments, the wholesaler 
who buys only for stock will be 
helping to pay for the higher cost 
of direct shipments made through 
his competitor. 

You, Mr. Manufacturer, by fa- 
voring a few, and you Mr. Whole- 
saler by asking for favors are fos- 
tering a condition that ultimately 
is neither healthy, wealthy or wise 
for either of you, nor for the retail 
dealer, nor the consumer. Let us 
always remember that our business 
exist because we are wholesalers; 
that we serve three primary func- 
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tions, namely those of selling, fi- 
nancing and warehousing; and that 
we cannot expect to be paid ad- 
equately for our services unless we 
perform properly all three of those 
functions. 

Let us strive to perform those 
three functions as efficiently and 
economically as possible so that the 
value added by distribution is a 
true value, for that value, on top 
of the value added by manufacture, 
provides mass distribution at low 
consumer prices and is the backbone 
of our great economic system. 


Co-op Committee Report 








by Seth Marshall 
Duluth 


Chairman 
Committee on Cooperatives 


We have been in this fight for 
equal taxes for over 12 years and, 
with a few exceptions, each year 
we had good reason to believe that 
the coming Congress would recog- 
nize the justice of equal taxation 
and that we would win our battle. 

As you know, the co-ops have 
always claimed that they paid full 
taxes and, up to five years ago, we 
failed to take into account that we 
had a tremendous educationa! job 
to do to refute these statements. 


Too few people have had any 
realization that their federal in- 
come taxes were higher than they 
should be because the treasury 
was losing $1-billion a year in rev- 
enue because some 40,000 tax-ex- 
empt corporations paid little, if 
any, federal taxes. 

A very significant development 
has been the increasing activity 
of industry groups throughout 
the nation. A group of national 
trade associations is meeting in 
Chicago on Oct. 12 to develop 
ways and means to bring this 
issue to a decision in 1957. 

The total membership of these 
groups represents hundreds of 
thousands of small businessmen 
throughout the country. 

Some 50 other trade and civic 
organizations are getting into 
this fight in an aggressive manner. 
Never before have we had such 
widespread and significant sup- 
port. 

Our new motion picture, “The 
Senator's Daughter” is going on 
TV. It will have national show- 
ing; It will be sponsored by vari- 
ous trade associations: and will 

Our co-op committee had a 


meeting Sunday morning, together 
with the officers of our associa- 
tion, and, after that, the execu- 
tive committee of our association 
also had a meeting. 

Their recommendation is that 
every member of our association, 
whether in direct competition 
with our co-op competitors or not, 
realize the seriousness of tax-free 
competition; that we will never 
have a better opportunity of cor- 
recting this problem than now. 
We should support the National 
Tax Equality Association and the 
recommendations of the forth- 
coming industrial meeting in 
Chicago. This means we have got 
to have financial support, much 
more than we have had for the 
last two years, because this com- 
ing campaign, if we do the job 
right, is going to be expensive. 

Just as important are the con- 
tacts you can make with your con- 
gressmen and senators and the 
persuasion of your friends and 
employees to actively contact their 
congressmen and senators. We 
recommend that we use our sales 
force in the solicitation of cus- 
tomer letter writing to Congress. 
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How Fast Are We Going UP? 








by Burrows Morley 
Morley Brothers 


Saginaw, Mich. 


How fast are we going UP... 
of course the letter U and the let- 
ter P stand for Unit Pricing. 

How fast are we going unit pric- 
ing? As a matter of fact unit pric- 
ing is already here, in part if not 
whole. It will accelerate as rapidly 
as we collectively do something 
about it. 

But let’s review for a moment. 
Just what is unit pricing? Uuit 
pricing is a simple concept and it 
is simply ‘logical pricing from the 
dealer’s point of view’. 

It is pricing merchandise to the 
dealer by the unit which he com- 
monly sells to his customer and 
without a string of discounts. 

What does unit pricing do for 
the hardware dealer? 

It simplifies his checking in- 
voices, costing his goods, and mark- 
ing them up; saves him time and 
money. 

Hardware dealers like unit pric- 
ing, they want unit pricing and they 
are getting unit pricing. 

In fact, the hardware dealers are 
even pushing for another innova- 
tion. Four out of five of them would 
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... unit pricing, decimal packag- 


ing are on the march. A surprising 


amount of interest by manufacturers 


is evident in many letters on the sub- 


99 


SOOO. és 


like to receive merchandise from 

the manufacturer pre-priced. 
These dealers feel, and rightfully 

so, that we are in an ever growing 


age of self-service and impulse 
buying. 
Why are these things, while 


seemingly small, important to the 
hardware dealer today, 

Doesn't the answer lie in his 
operating figures? 

In 1955, the United States aver- 
age for 1109 retail hardware stores 
bears this out. Their average net 
profit on sales was 2.25 percent, 
their stock turnover 2.15. 

Like the hardware wholesaler, 
the hardware dealer is on thin ice, 
or to put it another way, his break 
even point is high. Of course, he’s 
interested and we are interested in 
anything that will simplify our 
work, reduce errors, save time, and 
save money. 

Perhaps you don’t think unit 
pricing will do that. 

Well, if you were one of those 
who honestly doubt it, may we sug- 
gest you try this for just one day 
in your own business. 

Count the number of invoices you 
process in one day. 

Count the number of operations 
needed to check each invoice. 

Then go back and see how many 
operations would be eliminated if 
all invoices were priced by the unit. 

Multiply this by the number of 
working days in the year. The re- 


sult is roughly the amount of need- 
less work you could eliminate. 

And think of the errors that 
creep in, in checking discounts 
when you perform twice as many 
operations as are needed. 

Wouldn't unit pricing save time 
and save money? 

Prove it to yourself. Your cus- 
tomer, the intelligent hardware 
dealer already knows this and he 
wants more unit pricing. 

Now, how are we distributors 
doing. 

Here are the results of a ques- 
tionnaire sent to the members of 
the National Wholesale Hardware 
Association based on 186 replies. 

Our thanks to all 186 for their 
interest and promptness in answer- 
ing. It is appreciated. 63 percent 
have adopted unit pricing in their 
latest catalog; 17 percent have par- 
tially adopted it; 5 percent have 
adopted it where the manufacturer 
has, so a total of 85 percent have 
adopted it in their latest catalog 
in some form or other 

This is how fast we are going 
up: 74 percent plan to use unit 
pricing in their next catalog; 12 
plan to use it partially; and 7 per- 
cent plan to use it where the man- 
ufacturer has. A total of 93 per- 
cent plan to use unit pricing in 
some form in their next catalog. 

How about our ‘mnanufacturer 
friends? 

Since our meeting a year ago, 
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galvanized metalware, files, bright 


wire, turnbuckles, eve bolts and 
“LU” bolts, chisels, punches, oilers, 
hammers, hatchets, sledges, hand 
saws, pruning saws, folding rules, 
machine and carriage bolts, are now 
priced by the each, by the hundred, 
or by the thousand, net. This is 
but a partial list; items that read- 
ily come to mind. There are many, 
many more, 

Our hats are off to you manufac- 
turers. We compliment you on the 
sympathetic ear you have given 
unit pricing and further that you 
have taken action and adopted it 

To other manufacturers who are 
contemplating adopting unit pric- 
ing, we invite your serious con- 
sideration of this change. By all 
means, let’s keep up the good work. 

Now, are there problems, objec- 
tions, or pitfalls? 

Of course there are some 
valid and some upon examination 
more imaginary than valid. Let’s 
examine a few, 

Here's one, ‘Unit pricing is bad 
because it will tend to decrease 
sales.” When merchandise is priced 
by the dozen, it’s easier to sell by 
the dozen. 

Aren't there really two answers 
to this? 

First, many distributors today 
have two prices to the dealer on 
merchandise: a full package price, 
and a broken package price, which 
is Slightly higher to help cover his 
packing cost. 

Second isn’t it possible that we 
may be doing the dealers and our- 
selves a disservice by trying to sell 
him dozens? 

Incidentally, we hardware dis- 
tributors can help by doing two 
things. 

Firat, have our buyers urge man- 
ufacturers to adopt unit pricing 
and keep right on urging until re- 
sults show. 

Second, have our buyers issue 
orders to manufacturers in units 
rather than dozens and grosses. 

Another objection is that some 
items do not readily lend them- 
selves to unit pricing. 

This also is true, but many of 
them can be worked out with the 
experience, knowledge and intelli- 
gence you possess if the desire is 
there. 





Chain is now priced by the foot 
because that is how the user buys 
it. 

We hope that manila rope will 
soon follow and be priced to the 
distributor and dealer by the foot. 

We realize there are sound his- 
torical reasons why rope is priced 
by the pound. Basic raw materials 
which go into rope are bought by 
the pound. 

Different grades of rope have 
varying amounts of manila. It is 
very difficult to make coils of rope 
in exactly 1200 foot or % coils in 
600 foot lengths. 

Labor costs are based on ‘pound 
production.’ 

Yes there are many complica- 
tions for a rope manufacturer in 
trying to shift his pricing from 
pounds to feet. 


But this fact remains. Has any- 
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one here ever heard of customers 
going into a hardware store and 
asking for 4 lb of % manila rope? 
No, they ask for 100 feet of % 
rope. That’s why we want simpli- 
fied net pricing. 

And lastly, of course, we have 
the human element. It is human 
nature to resist change. 

Manufacturers have been making 
out their price lists certain ways 
for years, so have distributors. 

We are inclined to get in a rut. 
We don’t relish the idea of chang- 
ing things. 

Whether you realize it or not, 
whether you agree with it or not, 
unit pricing is on the march, And 
following along is its twin brother 
decimal packaging. 
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More Steel For Tomorrows Needs 











by Norman W. Foy 
Republic Steel Corp. 
Cleveland, Ohio 


The second decade of great ex- 
pansion of the steel industry in 
this country poses special prob- 
lems. We have plans to cope with 
these problems. 

These from 
growing pains, a phrase which ap- 
plys to our booming economy in 
general, and the steel! 
specifically. 

Experts 


problems stem 


industry 


predict our present 
$400 billion-a-year economy may 
reach a half-trillion dollar mark 
before 1966. 

Our plans are simple. We are 
going to provide the steel the 
country needs if it is humanly pos- 
sible. We think it is. 

Steel companies are now adding 
some 15 million tons of new capac- 
ity to be completed in 1958. It is 
taken pretty much for granted 
that expansion will continue at a 
fairly high rate indefinitely. 

In 1956, alone, we will spend 
about one and one quarter billion 
dollars for modernization and ex- 
pansion. 

The industry is determined to 
keep abreast of the need for new 
and better steels as our technol- 
ogy grows more complex and ex- 
acting. 


Specifications that were good 
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enough a few years ago often will 
not satisfy today’s 
engineering. 


science and 


New alloys, better practice, im- 
proved controls are needed. Re- 
search is providing them. 

Instead of losing out to com- 
peting materials, steel is becoming 
more versatile every year. 

First, let’s look at capital costs. 

Everybody knows that construc- 
tion and equipment costs have 
skyrocketed since World War II. 

All industries have been hard 
hit, but steel has been hit particu- 
larly hard. 

To achieve a 40 percent increase 
in capacity during the past dec- 
ade, the steel industry had to 
raise its total capital investment 
110 percent! 

Second, the steel industry took a 
beating during the depression. 
After the prosperity of the ‘20s, 
the sharp drop in steel prices and 
the disappearance of steel divi- 
dends during the early ‘30s stood 
out dramatically. 

The result was a seriously de- 
pressed valuation of steel stocks 
on the market. This created a sit- 
uation unique in modern finance, 
a major industry that literally 
could not afford equity financing. 

Improved earnings of recent 
years have gone to restore confi- 
dence in steel stocks. 

Unless we further improve our 
earnings base, the difference will 
increase as we move into rising 
expansion costs in the future. 

This low valuation on stocks is 
the basic reason why the steel in- 
dustry has been unable to use 
equity financing. In industry as a 
whole during recent years, some 
20 percent of all corporate secur- 
ities offered for sale have been 
stocks. 

I can recall only one issue of 
steel stock in the postwar era, and 
it was not major. 

Instead, we have had to reinvest 


a disproportinate amount of our 
net earnings. We have made up 
the remainder of the rising cost of 
modernization and expansion by 
large-scale borrowing. 

All of these problems can be 
traced back to one basic fact: the 
earnings base of the steel industry 
has not been high enough. 

We have been working hard to 
improve our position for tomor- 
row’s high capital needs, but 
greater progress must be made. 

There are signs that conditions 
are beginning to improve. In 1955, 
for example, the steel industry's 
rate of return on book value of its 
net assets equalled the average of 
all manufacturing for the first 
time in over 30 years. 

This rise in earnings must con- 
tinue until we have established a 
base that will enable us to go out 
into the market and 
equity capital needed to finance 
future expansion. 


raise the 


The industry must continue to 
expand. It must do it in an orderly 
fashion, not in bursts of activity 
in times of crisis. 

The experience of the war years 
taught us the need for orderly 
growth. We want no more prior- 
ities, no more governmental con- 
trols. Once a priority system is set 
up in one area it spreads like a di- 
sease throughout the economy. 

There are shortages. The recent 
strike set us back. In some spots 
the demand has outstripped the 
expectation experts. 

But every steel company is 
working around the clock to catch 
up. With the cooperation of our 
customers we will do it. A little 
patience now will spare all of us 
the trouble and confusion of gov- 
ernment interference. 

One big factor in our favor will 
be three years of labor peace. This 
will help greatly to give us time to 
get our house in order for the ex- 
pansion job that lies ahead. 
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The Squeeze on Merchant Wire Products 








by John S. Stiles 
Morley-Murphy Co. 
Green Bay, Wis. 


Do you know of any wholesale 
hardware distributor who is satis- 
fied with the profit he made in 
19557? Or is complacent about what 
is ahead for our industry? 

One look at the statistics com- 
piled by our association will show 
you why most of us are so con- 
cerned about where we go from 
here. The squeeze is on. There’s 
no room for further shrinkage in 
an industry with a profit margin 
of leas than 2 percent. 

David Austin, a vice-president 
of the United States Steel Corp. 
said, “The major problem facing 
management today is not produc- 
tion, but distribution.” 

We of the wholesale hardware 
industry are quick to agree that 
truer words were never spoken. 

We are happy Mr. Austin recog- 
nizes the distribution problem, but 
it’s hard to understand why one of 
the major segments of the very in- 
dustry he represents has apparent- 
ly refused to admit that any such 
distribution problem exists. Why 
has it failed to take action that 


“« .. it seems as though the hardware 


distributors are playing Cinderella’s 


role in the distribution of merchant 


wire products...” 


would ease the situation? 

| refer, of course, to the distri- 
bution of merchant wire products. 

What has transpired that has 
caused more than one steel execu- 
tive to accuse our industry of lack 
of interest in the sale of merchant 
trade products? 

During the '30s, and on into the 
early '40s, practically all wholesale 
houses in our industry were ac- 
tively selling merchant wire 
products. 

In 1940 a keg of 8-penny com- 
mon nails cost the wholesaler $2.75 
at the mill. If he sold a carload 
to a retailer, he collected $2.90. 
This left him a tidy 15 cents per 
keg for his efforts, or slightly more 
than 5 percent. 

Not particularly generous com- 
pensation considering the sales, 
credit and collection functions 
which the distributor performed, 
but still sufficiently satisfactory so 
that both the distributor and his 
salesmen were interested in solicit- 
ing this business. 

On shipments into the distrib- 
utor’s warehouse, he received an 
additional consideration of 10 per- 
cent on extras which were then 
part of the nail price schedule. At 
that time, most mills seemed to be 
making a real effort to confine the 
wholesaler’s preferential allowance 
to firms genuinely engaged in the 


warehousing and distribution of 


wire products. 


After Pearl Harbor, the em- 
phasis changed from selling to 
buying. 

When the firing stopped, the 


mills were soon pouring out tremen- 
dous quantities of consumer steel 
products of all descriptions. But 
the war had bred inflation, and 
as the prices of all commodities 
rushed upward, merchant wire 
products were no exception. 

And so the keg of 8-penny com- 
mon nails, which cost $2.75 in 1940, 
now costs the distributor $9.34 at 
the mill, an increase of almost 300 
percent. But has the wholesaler’s 
allowance increased proportionate- 
ly? It has not! 

The allowance on the keg of &- 
penny nails, which was 15¢ in 1940, 
has been munificently increased to 
16¢ in 1956. This means that the 
wholesaler who sells a carload for 
direct shipment to a dealer makes 
less than 1.7 percent! 

This magnificent remuneration, 
which is less than the cash discount 
on the merchandise is to compen- 
sate the distributor for the selling 
time put in by his sales organiza- 
tion, the billing, bookkeeping and 
other expense incident to handling 
the order, and taking the credit 
risk involved. 

Think of the length of time in- 
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volved in soliciting and writing up 
an order for a 40,000 lb carload 
of nails for a total gross margin 
of $64! 

The sale of a few cases of shot- 
gun shells will bring a larger 
gross, and without using up most 
of the dealer’s available open line 
with your credit department, which 
so often happens with a carload of 
wire products. 

The situation is typical of all 
merchant wire products. Barbed- 
wire, for example, is even less 
favorable from the distributor's 
viewpoint, while the allowance on 
fencing is slightly more liberal. 

It’s smal! wonder that both the 
distributor and his salesmen have 
lost interest in the solicitation of 
carload and truckload business! 

We would all have been out of 
business long ago if other manu- 
facturing sources had followed the 
same pattern as the steel producers. 

The failure of mills to upgrade 
the functional a'wowance to ade- 
quately compensate the wholesaler 
surely isn’t these pro- 
ducers can’t afford it. Contrast the 
7 to 9 percent profit after taxes the 
major producers enjoy with the 
1.9 percent of the wholesaler. 

The distributor’s out-of-ware- 
house business certainly has not 
been helped by the policy of many 
producers in 


because 


recognizing practi- 
cally anyone as a distributor who 
has sufficient cash to buy a mixed 
carload of wire products. 

The steel companies have made 
it possible for curb-stoners, and 
short-line wholesalers to enter the 
business and football just a few of 
the rapid turnover items to the 
detriment of the hardware distrib- 
utor who maintains broad stocks 
and carries an inventory 

The result of this chain of events 
has been the loss of a major part 
of the efforts of over 500 hardware 
wholesalers and their 10,000 whole 
sale salesmen as a selling organ 
ization by the merchant wire prod 
ucts producers. 

Admittedly, the total volume of 
their products going into consump 
tion is probably no less because of 
this fact 

We suggest then, that our sup 
pliers give favorable consideration 
to a policy change involving three 
major points 
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First: The functional allowance 
should be increased to not less than 
6 percent on both warehouse and 
direct carload shipments. It should 
be extended only to those firms who 
really perform the wholesaling 
function. It should be extended only 
to those who carry a wide range 
of merchant wire products in ware- 
houses for resale, and maintain a 
sales organization actively solicit- 
ing this type of business. 

Second: The functional allow- 
ance should be expressed in terms 
of a percentage—not columns or 
a fixed dollar and cents amount. 

If another inflationary spiral 
were to carry the prices of these 
commodities higher, the whole- 
saler’s dollar margin would then 
increase proportionally. 

Third: Establish carefully con- 
structed schedules of item quantity 
differentials. 

These schedules would provide a 
higher price when any item was 


ordered in a smaller quantity than 
that established as reasonable and 
proper for a stocking warehouse 
distributor. 

One of the major producers has 
just announced a new pricing pro- 
gram, that includes order, com- 
modity, and item extras. I haven't 
had an opportunity to analyze and 
compare this new arrangement. 

At first glance, however, it ap- 
pears that while it is a step in the 
right direction, the differentials in- 
volved aren’t large enough to ma- 
terially better the 
picture. 


distributor's 


For example, there is no item 
extra applying where 1000 ib of a 
size is ordered. In my opinion, a 
program imposing an extra on any- 
thing less than 5000 Ib, would be 
for more realistic. 

Unfortunately, the new program 
of this producer entirely eliminates 
the distributor's functional allow- 
ance. Any industrial, lumber yard, 
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or curbstoner, who will order to 
meet the requirements of this 
schedule, now buys his wire prod- 
ucts at exactly the same price as 
the distributor. 

Il sincerely 


if this 


effect, we 


believe that 
achedule remains in 
wholesale hardware distributors 
are all through as a factor in the 
distribution of merchant wire prod- 
ucts. 

Under this new set-up there is 
additional profit for the producer 
on every shipment which carries 
these extra charges. Add this to 
the already ample profit margins 


the mills enjoy, and there is plenty 


of room to provide an equitable 
functional allowance for the whole- 
saler! 

As things stand at present, it 
seems as though the hardware dis- 
tributors are playing the Cinder- 
ella role in the distribution of mer- 
chant wire products, 

Of course, it’s the privilege of 
the mills to run their business as 
they think best, but here’s hoping 
they'll have a change of heart so 
that we, like Cinderalla, will be able 
to improve our lot substantially. 

if we, as an aren't 
able to do the job when given an 


industry, 


opportunity to do s0 on a reason- 
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able basis, then the manufacturers 


will be justified in seeking other 
channels. It’s a sure bet, 
however, that if the mills will take 


the steps necessary to remove the 


pretty 


squeeze, and reestablish our part- 
nership on a sound basis properly 
compensating us for our efforts, we 
wholesalers can demonstrate our 
ability to do an efficient job in the 
lowcost 


distribution of merchant 


wire products. 


Progress In Catalog Standardization 








by Richard F. Becker 
Ohio Valley Hardware Co. 


Evansville. Ind. 


| think we should honestly look 
at our catalog standardization in 
terms of progress for a very simple 
reason 

Progress is really the relation of 
where you are to where you were 
That's what we want to find out. 

jasically | am a saleaman, not a 
printing technician or really a cata 
loy man 

Refore | got into this business of 
catalog standardization, I expect 
that like most salesmen my analysis 
of a catalog was made by the pound 
and not by the perfection of its 
half tones 
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* ,. the major problem which we have 


as an industry is that too few of our 


executives know anything about the 


advertising, catalog problem. . .” 


Perhaps then you'll excuse me if 
| pull out an old approach which | 
am sure is familiar to all of you in 
sales instruction and try to apply 
it as a measuring stick for progress 
in the catalog field. 

| am thinking of the time tried 
four steps to a sale theory char 
acterized by the letters AIDA. 

These 


of progress and 


represent the four steps 


while originally 


they were used in selling, they 
really apply to progress in any field 

The first step-—A 
Attention 


tracted to make a start. 


represents al 
tention. must be at 
The second——I-——represents inter 
est. Interest must follow attention 
or we have failed 
The third—D 
which we must create. 
The fourth A 


tion. our real objective. 


represents desire 
represents ac 


The four steps in progress are 


attention. interest, desire, and 


action. When you have reached the 
top step, you have finished the task. 

We tell salesmen that their first 
job in making a sale is to determine 
what step the prospect is on at the 
start, since if he is already on step 
three of desire, and you are on step 
one trying to get his attention, you 
are just not going to make contact. 

Applying this to our catalog 
progress, where on the steps were 
we a year ago? 

As ani 


climbed to the top ending in action 


organization, we had 
at our last convention. An organi 
zation, however, cannot act as such 
This must be done by the individ 
ual members. The important thing 
is where they were, individually. 
Here | 


.OmMme 


would like to give you 


conclusions which | have 


reached based on my experiences 


this past year 


In all honesty, the major problem 
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which we have as an industry is th 
fact that too few of our executives 
know anything about the advertis 
ing and catalog problem. 

They realize the need and possi 
bility for improvement, but jus! 
don’t understand what we are talk 
ing about when we talk about the 
savings possible in pre-set copy and 
illustrations for offset reproduction. 

We are taking a language they 
just don't understand. This situa 
tion we must correct if our prog 
ress is to be at a rate to meet our 
requirements 

During the past year, in a num 
ber of instances, I have discussed 
with sales and advertising men ou 
program, only to have them tell me 
that thev have tried to sell manage 
ment on the need for this material, 
but simply haven't been able to get 
management to understand 

It is significant that we have had 
nothing but the finest help from 
the advertising agencies who do see 
immediately what we could accom 
plish by our program. 

What progress have we made? 

We have a number of our fine 
manufacturing friends who are now 
offering us material of the kind we 
want. This certainly is real prog 
ress, and we are deeply apprecia 
tive. 

We should above all things show 
vur appreciation by asking for and 
using this material which they are 
so kindly furnishing 

Many others are interested and 
nave in process now programs to 
supply us. 

Some of our members who fee!) 
we have made little progress are 
judging by the 
pleted 


amount of com 
material they see, not the 
amount which is in preparation 

What progress can be made? 

This Is dependent upon now rood 
an educational program we provide 
and how thoroughly both whole 
saler and manufacturer understand 
what we are trying to do 

In every case, to my knowledge. 


fairly dis 


cussed. there has been enthusiasti 


neen 


where this has 


support 

We are the ones to see that the 
steps are climbed 

We must attract the attention. 
create the interest, develop the de 
sire, spur the action 


Already we have gone part way 
let’s finish the job 
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ecretary s Report 








by Thomas A. Fernley, Jr. 
Executive Secretary 


NWHA 


(Nxrcerpts from the report of five 


executive secretary to the 62nd 


annual convention) 


Progress has been made in the 


solution of many of the probleme 


which were facing our members a 
year ayy. 

Much attention has been given 
to improved operations in both the 
office and warehouse 

The trend in net profits, while 
not yet adequate, is in the right 
direction. 

Manufacturers are more cogni- 
zant and understanding of the 
wholesaler’s functions and his basic 
expenses, 

Retailers are increasingly aware 
of the benefits of wholesalers ser- 
vices and many trade and business 
carried articles 


magazines have 


and advertisements acquainting 


readers with the economics of 
wholesaling. 
attention 


to all phases of our operations are 


Continued study and 


important and will be carried on, 
but the fact that we are moving 


in the right direction should be 


very encouraging. 
received 


Expressions we have 
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indicate that members are most 
appreciative of the action taken by 
some manufacturers in either 
allowing full freight or selling on 
a delivered basis. 

Fishing tackle is now being sold 
on this basis by some 
facturers. 

Where this is not the case, many 
members have opened correspond- 
ence with their suppliers. 

Qur members took an average 
of 2 percent cash discount on over 
90 percent of their purchases in 
1955 according to the figures re- 
ported in our preliminary over- 
head expense figures. This is an 
increase over the amount received 
in 19654. 

Furthermore, the amount re- 
ceived was greater than the cash 
discount taken by customers for 
the second year in a row. 

The net profit picture focuses 
attention on the real need for the 
2 percent premium for cash as, 
without it, operating results would 
indeed be negligible. 

Many members are exercising 
their right as individuals to direct 
attention to the importance of the 
2 percent cash discount—where 
manufacturers do not allow it. 

Often suppliers are unacquainted 
with its function and the fact that 
the wholesaler must allow it to 
obtain prompt payment from the 
retailer. 

Even though the dollar sales 
volume of members is at an all 
time high, their net profit has 
shown an alarming decrease over 
the past six years. 

By invitation of Secretary of 
Commerce Sinclair Weeks, your 
executive secretary serves with 50 
other representatives of distribu- 
tion and service organizations as a 
member of the National Distribu- 
tion Council. This group is in the 
nature of an advisory committee 

Among the two more important 
projects of interest to our members 
are the council’s emphasis on the 
term value added by distribution in 
place of cost of distribution. 

The functions and services of the 
wholesaler and retailer are vita! to 
the consumption of merchandise 
and failure to recognize their value 
tends to depreciate the wholesaler’s 
and retailer’s important position in 
our economy. 

The other council objective is to 


manu- 
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obtain the cooperation of the DVe- 
partment of Health, Education and 
Welfare in providing high school 
and college students with knowl- 
edge and appreciation of the whole- 
saler and retailer. 

It is felt that all students, re- 
gardiess of their chosen vocations, 
should be thoroughly acquainted 
with our distribution system. 

Their action was rescinded short- 
ly thereafter, and had it not been 
for the letters received from our 
members, we are certain that this 
would not have come about as 
quickly. 

During the past two years, our 
association has been indeed fortun- 
ate to have had such able guidance 
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from Pres. Charles L. Hildreth. 

Working closely with him, we can 
attest to the time, thought and 
interest he has taken in the asso- 
ciation affairs. He has traveled 
quite extensively on official busi- 
ness and his wise counsel was al- 
ways available. 

To him, and to our other officers, 
the executive committee, advisory 
board and our standing and special 
committees, we wish to express 
sincere thanks and appreciation, on 
behalf of all of our members. 


Business Outlook and Hardware 





by Jules Backman 
New York University 
New York City 


While further modest increases 
in prices seem probable, we are 
not at the beginning of a new 
major inflationary spree. 

The wholesale and retail price 
indexes have risen four percent 
and two percent respectively dur- 
ing the past year. 

But more significant is the fact 
that the sensitive wholesale price 
index, which usually responds vig- 
orously to inflationary stimuli, has 
increased less than two percent in 
the past year. 

The pressure on prices has re- 
flected wage increases in excess 
of gains in productivity and the 
large scale borrowing by consum- 
ers and business. 

The expansionary and negative 
factors in the national economy 
appear to about offset each other. 
The outlook is for a continuation 
of the general level of business 
activity at about recent levels. 

Despite the introduction of new 
models later in the 
year, I anticipate no new upsurge 
in the economy in terms of phys- 
ical volume. 


automobile 


The upward surge in business 
spending for plant and equipment 
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is the most potent expansionary 
force expected to operate in the 
second half of 1956. 

Other favorable factors include 
an increasing volume of non-resi- 
dential construction and contin- 
ued expansion of state and local 
government expenditures. 

The creeping advance of indus- 
trial prices has been given a push 
because prices are being increased 
to pay for higher wage costs in 
several important industries. 

These rising prices stimulate 
advance ordering and some inven- 
tory building and hence, add to 
the expansion in the economy. 

Sales of retail hardware stores 
have been at an annual rate of 
$2.9 billion thus far in 1956. This 
was 5.9 percent greater than the 
sales volume in 1955. The increase 
in hardware sales has been some- 
what greater than the increase in 
total retail sales. 

Retail hardware sales, and those 
of hardware wholesalers should 
show little change from current 
levels, after allowing for seasonal! 
factors, for the remainder of 1956 
and in the early part of 1957. 

While there undoubtedly will be 
setbacks in the economy, the long- 
er term outlook is for retail hard- 
ware dealers and hardware whole- 
salers to share in the expanding 
volume anticipated for the entire 
economy. 
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Keep in step with the times... 
with modern Pittsburgh Upen-Vision Store Fronts! 





American people are very up-to-date in the way 
they live. They like modern homes, modern dress 
and modern cars. And they are attracted by stores 
and other places of business which have a modern 
atmosphere. Take this lumber and building supply 
dealer, The Jenkins-Essex Company, Inc., Eliza- 
bethtown, Kentucky. Its modern, open-vision 
Pittsburgh Store fF ront.is a real asset and attention- 
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Much of the business done in the average 5 and 
10 cent store is impulse-selling. People are at- 
tracted by some merchandise displayed in a win- 
dow and are drawn right inside. For this reason, an 
attractive, up-to-date front is especially important. 
Harvey's Dime Stores, La Porte, Indiana, have 
plenty of room to display a variety of merchandise 
in their big show windows—glazed with Pittsburgh 
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getter. Good display is given to all the merchandise 
with the big Pittsburgh Polished Plate Glass Win 
dows. Other Pittsburgh Products, including Car. 
rara” Structural Glass, Pittco™ Store Front Metal 
and Herculite” Plate Glass Doors, complete this 
attractive and customer-appealing installation, 
Architect: Thomas J. Nolan & Sons, Louisville. 


Kentucky. 
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Polished Plate Glass set in Pittco Store 
Metal. Carrara Structural Glass and 


Front 
Tubelite® 
Doorways are used to complete this eye-appealing 
open-vision store. Architect: Ken Fryar, Michigan 
City, Indiana. 

For Pittsburgh Store 
Fronts, just mail the coupon and we'll send you a 
free copy of our Store Front Booklet. 


more information on 






----- 





Pittsburgh Plate Glass Company 
Room 6371, 632 Fort Duquesne Bivd 
| Pittsburgh 22, Po 
| Without obligation on my part, 
please send me a FREE copy of 
| your modernization booklet. “Hou 
| To Give Your Store The Look 
| That Sells.” 
| Nome 
PAINTS + GLASS + CHEMICALS + BRUSHES + PLASTICS « FIBER GLASS 
| Address 
PITTSBURGH ae Se 7 a oe ae COMPANY | 
City State 


IN CANADA: CANADIAN PITTSBURGH 
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Asphalt Roofing Report 








by A. B. Lewis 

Palmer-Donavin Mfg. Co. 
Columbus, Ohio 

Chairman 

NASMD Asphalt Roofing Com- 
mittee 


Asphalt’s acceptance has grown 
to the point where 85 percent of 
all roofs are covered with asphalt 
products. 

In 1955 production of asphalt 
roofings amounted to 62,600,000 
squares, enough to make the in- 
dustry more than a _ $1-billion 
business at the retail level. 

Our concern today is the gen- 
eral problem of distribution which 
confronts the manufacturer and 
the wholesaler, and particularly 
the new association-sponsored 
merchandising policy announced 
in February, 1956. 

The committee appointed by our 
association to study this merchan- 
dising policy desires to bring you 
a constructive report and not a 
negative one. 

Sixty-one members sent in as- 
sociation questionnaires. Ten 
members reported they are “no 
longer in the roofing business.” 

Fifty-one or 83.6 percent rated 
the present roofing distribution 
policies of manufacturers “poor to 
very poor.” 


Only eight or 13 percent rated 
the policy “good.” 

The effect on sales was reported 
as follows: 


Same Decrease increase 

Warehouse 
sales 28% 64% 6.5% 
Direct sales 44% 35% 18. % 
Dollar value 3% 60%. 20. % 


It is no doubt significant that 
64 percent report a decrease in 
warehouse sales and 60 percent 
report a decrease in dollar value 
of sales. 

Direct sales presents a slightly 
different picture in that while 18 
percent report an increase, 44 
percent and 35 percent report no 
change and a decrease, respec- 
tively. 

These results are no doubt in- 
fluenced by the degree to which 
the policy is being followed. 

In other words, do these figures 
represent the true results of the 
new policy? 

In answer to the question “Is 
the new policy being followed?” 
28 answered “no” and 27 answered 
“ves.”” The fact that 28 members 
reported that the policy is not 
being observed, is an indication of 
its inherent inadequacy. 

Sixty-four percent of the 61 
members were opposed to the stop- 
over provision and the same num- 
ber were against the plan of al- 
lowing pickups. 

Even more significant are the 
opinions concerning the func- 
tional discount. 

While the figures quoted here 
deal primarily with the Asphalt 
roofing industry, problems of dis- 
tribution are common to distribu- 
tors regardiess of the type of 
products. 

Members of our committee have 
observed many instances where 
retailers have set themselves up 
as distributors, where lumber 
yards have used their roofing set 
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up as a wedge toward wholesale 
transactions in other lines. 

A few of the faults or objec- 
tions of the new policy which have 
been brought to our attention are 
as follows: 

A. The main weakness of the 
old policy, lack of proper classi- 
fication of trade, has not been cor- 
rected. 

B. Functional 
been eliminated. 


discounts have 

(. Dealers or resellers are able 
to buy at the same price as a dis- 
tributor. 

D. The distributor is forced to 
live up to very rigid qualifications, 
but there are no qualifications 
whatever for a roofer and other 
resellers. 

EK. Stop-over truckload ship- 
ments, with up to three consignees 
in the load are permitted. 

F. Shipments direct to projects 
open the way to cheating by both 
the manufacturer and resellers. 

G. Makes it impossible for the 
distributors to keep the rank and 
file of good customers competitive 
pricewise. Consequently we lose 
business. 

H. Maintains or increases the 
opportunities for conniving of 
over-zealous manufacturers. 

I. Breeds dissatisfaction with 
the distributors because of the 
prices they must charge to cover 
operational expenses and profit. 
Result-—ill will instead of good 
will. 

Your committee believes that. 
the distributor has a vital role in 
the asphalt roofing industry. 

The manufacturer and the 
wholesaler have a mutual interest 
in the solution of these problems. 

Lack of understanding and co- 
operation by any one group does 
not benefit the 
whole. 


industry as a 


We are suggesting that an ad- 
visory committee be formed. This 
committee to consist of represen- 
tative members of the National 
Association of Sheet Metal Dis- 
tributors, meeting with members 
from the manufacturers associa- 
tion. 
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of bright wire hardware 





Bolts, Eye Hooks, Curtain Rod 

Bolts, Swing Hooks, Fire Pail 

Bolts, “U” Hooks, Gate 

Braces, Screen Door Hooks, Hammock 

Eyes, Screw Hooks, Porch Swing 

Eyes, Storm Window Hooks, Rope Binding 

Hangers, Screen Hooks, “S” 

Hooks, Ceiling Hooks, Screw 

Hooks, Clothesline Hooks, Shoulder 

Hooks, Coat & Hat Pins, Cotter 

Hooks, Convex Pins, Shower Curtain 

) apigage Hooks, Cornice Rings, Hitching 

Colorful, 3-way display, only 16” x 20” in size, Hooks, Cup Turnbuckles 


holds 216 Pic-Pak units of the 36 most wanted 
items. Pic-Paks are fast movers at 15¢ each. 


BUY FROM YOUR HARDWARE WHOLESALER 





DIE-CUT , 
HANGING 7 


HALLE 


Ae 


Three color, 10” x 13%” metal display panels avail- 
able with Eye Bolts, “U” Bolts and Turnbuckles. 


FRICTION SLIDE 





HINDLEY MANUFACTURING COMPANY. 
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Value Added by Distribution 








by H. L. Cramer 
Westinghouse Electric Corp. 
Pittsburgh, Pa. 


The real value of products is 
not established until they are 
placed in use. Then there is value 
added by distribution. 

We are all confronted with the 
problem of how, in the future, we 
shall be able to get to the buyer 
an increasing torrent of merchan- 
dise threugh channels of distribu- 
tion that are geared to present 
production rates. 

Let's take a look at one of the 
forward steps that manufacturers 
are taking to meet this growing 
demand of customers. It is the 
important production step of auto- 
mation. 

J] can assure you automation is 
not accomplished by wishful think- 
ing about cost reduction. On oc- 
casion, it creates unbelievably 
tough and expensive problems for 
a manufacturer. 

Now American industry is ready 
to use these new tools of automa- 
tion. More than 1000 companies 
are making automation equipment. 

The value of this equipment may 
reach $4 billion dollars this year. 

In distribution, similar forward 
steps and other revolutionary new 
ideas must be put into effect, if 
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“... as sales channels are flooded with 


increasing production, distributors 


grow in importance through adding 


value to products by putting them in 


9 


use . . Py 


the nation’s sales channels are to 
cope with the flood of products 
from our automated assembly lines 
ror this growing market. 

For the incessant stream of 
mass-produced items that flow 
from our production lines, we must 
rely on distributors and wholesal- 
ers to cover every nook and cranny 
of our market. 

I suggest that perhaps the one 
single thing that can lift you above 
competition is knowledge. 

If there were three distributors 
in town and they all handled prod- 
ucts of equal quality, from equa! 
warehouses, with equal delivery, 
which one would get the business? 

Competition is very apt to level 
off quality of product, credit func- 
tion, delivery and warehouse, and 
amiability of supplier. 

But one great area for jumping 
up above the competitive, margin- 
squeezing level is, knowledge. 

Can your business be increased 
by a program of training? 

What should the training pro- 
gram consist of? 

Knowledge and training are the 
first important steps you must 
take in keeping up with automa- 
tion. And at the same time, you 
must continue your essential pro- 
grams to cope with distribution 
problems of the atomic era; the 
Buck Rogers future that is almost 
a reality now. 

The benefits of lower production 
costs through automation will be 


largely lost if distribution costs 
go up as production costs go down. 

I acknowledge that you have a 
profit margin problem. 

Since World War II we have 
had the most prosperous peace 
time years in history. 

Yet the manufacturer's net 
profit percentages after taxes have 
been the lowest in history. 

On average, they were about 342 
percent of sales. That is only a 
fraction of what they were in the 
last pre-war boom period in the 
1920's, or in any other previous 
period of prosperity. 

| understand that it is still 
about twice as big as wholesaler 
hardware distributors 
1955. 

Costs of labor and materials 
are rising constantly. A manufac- 
turer cannot 


made in 


increase his sales 
prices to fully compensate for the 
increased costs if he wants to stay 
in business. 

He tries to offset the rising costs 
by making more and better prod- 
ucts more efficiently. 

In order to do this, he needs 
bigger and better plants. These 
plants are becoming more expen- 
sive. He finds it more and more 
difficult to finance them on a 
shrinking profit margin. 

Like the manufacturer, distrib- 
utors will try to offset the cost 
squeeze through more efficient op- 
erations and by handling a larger 
volume at lower unit cost. 
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} Heres a Seoret 


... that is guaranteed to 
sell more hardware for you! 


Most cabinet hardware sales are made on impulse. 
Ajax display boards make impulse sales easy, 

Ajax dealers boost sales up to 600% with them. 
They are FREE...except for net cost of hardware. 
You can get them from your jobber. 


You can have a free catalog by writing. 











HARDWARE OF PRESTIGES 





AJAX HARDWARE SALES COMPANY 
4355 Valley Bivd, Los Angeles 32, California 
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Quick Deliveries 


(Continued from page 86) 


nothing new in this whole pro- 
gram and every distributor will 
figure that he fills the bill. 

However, a dealer will make 
some comparisons and will defi- 
nitely decide that Distributor A 
does things better than Distribu- 
tor B. 

To make sure, Distributor A 
ties the dealer in to his particular 
aphere of activity with a plan to 
meet the dealer's particular needs. 

In order to give the dealer the 
greatest advantage in price and 
service, the distributor must func- 
tion on the most economic plane. 

Therefore, every distributor's 
plan aims at passing on to the 
dealer part of the economies ef- 
fected by such a plan. 

Of greatest importance is in- 
crease in volume from the dealer 
and buying, on the dealer's part, 
in full package lots. 

In our company we have made 
a survey of all our accounts and 
we found that we had 440 ac- 
counts on our books that in the 
first six months of last year give 
us $600 or less in volume. 

We wrote these accounts; 325 
of them hardware; 60 industrial 
and 14 floor covering accounts, 
telling them the amounts of their 
purchases for the first six months 
and asking them if these amounts 
could be increased and, if not, that 
we desired to close the account be- 
cause it was too expensive for us 
to service them. 

We received replies from 35 
dealers who were surprised that 
their purchases had been so low 
and who assured us that they stil! 
wanted us to serve them and 
would give us more business. 

Two letters were received from 
dealers who took violent exception 
to our writing them. 

The rest of the dealers did not 
respond and so their accounts 
were closed. 

For the first six months of this 
year our number of orders was 
slightly ahead of the same period 
of last year, in spite of the fact 
that we closed out 899 accounts. 

The dollar volume of the aver- 


age order increased 14.8 percent 
and much of this increase is, un- 
doubtedly, due to the fact that we 
were eliminating a considerable 
number of very small orders. 


You can realize that, in elimi- 
nating many of these small orders, 
a considerable saving was made. 


We, in our plan, share this sav- 
ing with the dealer in various 
ways. We prepay freight on prac- 
tically all merchandise. We have 
a rebate plan based on volume. 

The only requirement we do 
have is that the dealer discounts 
his invoices three times a month. 


We have been greatly encour- 
aged by the success of our plan. 


Frequency of Calls 


(Continued from page 89) 


ager’s fault in letting them spend 
too much time on low potential 
accounts. 

In my thinking, however, it is 
the size of the individual order 
rather than the total of the cus- 
tomer’s business that determines 
whether it is profitable to the 
salesman and distributor. 

There is also a problem the 
salesman makes for himself in 
rushing wildly from one customer 
to another in order to pick up the 
few items on the dealer’s want 
book which he will not have to 
sell, 

This usually results in smaller 
orders and higher selling costs, 
adding to the overall cost of dis- 
tribution. 

We came across this situation 
in the case of one of our city men. 
He had 46 accounts. Three ac- 
counts gave him 25 percent of his 
business, or $43,337; 11 more gave 
him 48 percent of his business, or 
$83,861; and eight more gave him 
14 percent of his total business, 
or $24,904. These 22 customers 
gave him 87 percent of his total 
business, or $152,102. 

There is no doubt in my mind 
this man would be better off con- 
centrating his efforts with those 
friends who would give him busi- 
ness. 

If he is a good salesman, able 
to help his customers, they would 
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also benefit from getting more of 
his time and thinking. 

How often can the distributor 
afford to call on a customer? 

What percentage of the gross 
profit can you afford for outside 
selling? 

What percentage for inside, in- 
cluding sales management and 
sales promotion? 

The total selling cost probably 
comes to between 30 and 33 1/3 
percent of the gross profit in a 
normal year. 

Larger orders would cut distri- 
bution costs tremendously. 

We have spent much time on 
this small order problem and it 
looks to us as though we lose 
money on the average orders un- 
der $50. 

It is rather disturbing to us, 
and should be to retailers, that in 
the distributor’s home town where 
he gives the best service he most 
probably makes the least money. 

Here are figures on the monthly 
business of two typical city sales- 
men: 

No. one, total business, $17,000. 

Written personally, 139 orders, 
$13,390. 

Phoned in, 88 orders, $3,530. 

An average of $40 on the orders 
phoned in on which we not only 
lost money in the handling but 
paid in effect two sales commis- 
sions, one to the salesman, an- 
other to the desk man. 

No. two, total business, $16,243. 

Written personally, 132 orders, 
$11,703. 

Phoned in, 133 orders, $4,540. 

An average of $34 on the phoned 
orders. 

Here are the figures on another 
customer. 

This customer in one month 
gave us 60 orders, a total of ap- 
proximately $1000. The salesman 
got six of these for about $100 
each, or $600. Forty-four orders 
were phoned us and averaged 
$9.75 each. 

We estimate it costs us $9 to 
run an order through our busi- 
ness. 


Most of these orders were de- 
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They may Appear the Same, but... 
merican is the name! 






easier to READ... easier to SELL... 
because American’s color-coded labels because you can move a larger volume 
make identification simple size, of fasteners in these easy-to-handle 
type, style and material are readable at packages, cut down service time, boost 
a glance. profits. 
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AMERICAN SCREW CO. - WILLIMANTIC, CONN. 
NORRISTOWN, PA. . CHICAGO, ILL. . DETROIT, MICH. 
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CBurpose 


SCREW ANCHORS 


PERMANENT — RUSTPROOF 
ANCHORS FAST IN WALLBOARD, 
TILE, PLASTER, MASONRY, 
METAL, WOOD, ETC. 


12 ANCHORS 

MOUNTED ON AN AT- 

TRACTIVE TWO-COLOR CARD — 
CLEAR-SKINNED PACKAGED — 
MOISTURE TIGHT — DUST FREE 
Result iss PROVED SELLING POWER 







ATTRACTIVE 

TWO COLOR 
COUNTER 
DISPLAY 


ALSO AVAILABLE IN BULK 
COUNTER DISPLAY BOX... 
SIX ANCHORS TO A STRIP 


TO PUT THIS NEW U.S.E. PRO- 
DUCTsTO WORK FOR YOU, 
CALL YOUR DISTRIBUTOR OR 
WRITE TO 


U. S. EXPANSION BOLT CO. 
YORK, PA. DEPT. HA-10 























livered by our trucks in the city 
which is most expensive. 

There needs to be some meeting 
of the minds between distributors 
and retailers as to how much 
small order service ig necessary 
for the retailer and how much the 
distributor can give at today’s 
close margins. 

There is no disposition on my 
part to try to dodge the fact that 
the distributor’s function is to 
give service. 

I doubt, however, if many dis- 
tributors can give as much as they 
are now giving and stay healthy. 

Still the smaller retailer must 
be supplied with goods to sell and 
l hope we can figure out how to 
do it. 

Probably the best solution now 
known is for the retailer to con- 
centrate his buying more with 
those distributors who can and 
will give him service from a com- 
plete inventory, merchandising 
helps, time payments and other 
things necessary to enable him to 
compete with the chains. 


Size of Orders 


(Continued from page 89) 


I believe there is reasonable 
agreement that the relative cost 
would be the same whether by 
typewritten method, photo process, 
or machine accounting. 

Then it would follow that to in- 
voice an equal dollar volume of 
small transactions, say $1000, it 
would require many 
voices. 

On the basis of this analogy, 50 
to 1 of $20 transactions to make 
the $1000 total. 

It follows then that we have to 
handle 50 more shipping orders, 
50 more labels, 50 more cartons. 

A greater amount of warehouse- 
men’s time would be involved to 
fill, pack, and check these orders 
because there is more than a likely 
possibility that the quantities 
specified on most small orders wil! 
require breaking cartons. 

If these small orders are to be 
shipped freight, there will be more 
bills of lading to prepare and 
handle. 


more in- 
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Or, if we were to deliver 50 
separate $20 transactions by our 
own trucks as compared to one 
$1000 transaction, the increased 
cost would be essentially 50 times 
greater. 

Then there would be 50 more 
posting entries and 50 more trans- 
actions to be analyzed statisti- 
cally. 

It would be difficult to evaluate 
any appreciable cost difference in 
handling two orders or transac- 
tions, one for $250 and the other 
for $400, but looking at the situa- 
tion in perspective and consider- 
ing the number of small orders it 
requires to make up a $1000 bill- 
ing, the greater cost of handling 
these many additional orders be- 
comes increasingly obvious. 

The big question is, can a whole- 
saler eliminate small orders? 

There are small orders for big 
volume customers, and for small 
volume customers alike. 

Our investigations into the pos- 
sible methods that might be 
adopted to reduce the number of 
smal! orders led us into an analy- 
sis of our salesmen’s progress re- 
ports. 

This report shows the dollar 
purchase of each customer as- 
signed to that salesman. 

The first progress report we 
analyzed was for one of our sales- 
men in metropolitan Salt Lake 
City. He had assigned to him 77 
customers. 

We analyzed the purchases of 
these customers by total dollar 
volume and we reasoned a two 
year average would be a better 
guide than one year’s purchases. 

Here is what we found: 

Percentage under $300, 35 per- 
cent. 

Percentage from $300 to $1000, 
17 percent. 

There were 40 accounts in- 
volved in this group which repre- 
sented 52 percent of the total 
accounts assigned. 

Two year total volume of 40 cus- 
tomers was only $17,900. 

Average yearly sales, calculated, 
under $9000. 

These facts 
tling. 

If someone had told me that 
more than half of this one sales- 


were rather star- 
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iT COSTS NC MORE 
TO USE THE BEST? 


It costs no more to use the best . . . it costs 
no more to use Reading — a great name in 







All Standard 
Sizes Available 






door closers for 40 years. 


Reading is the closer with all the features. It can 
be used for either right or left closing. A dual 
valve permits fast or slow action, with an extra feature | READ | ING 
for positive closing. It comes with varied brackets | row 

and has hold-open and fusible-link features to 
suit every condition. And a template sheet is 
furnished to insure proper application. 


The high quality of materials and workmanship 
meets all government specifications: FF-H-121C 


If it's Reading, it must be good! 


APPROVED BY UNDERWRITERS LABORATORIES, INC 








— “LITTLE #0 READING DOOR CLOSER 
MIGHTY! BROTHER" 


ame tse Oe . a reasonably priced smaller door closer 





Reading line of to 
. , for lighter wood or aluminum doors, screen doors, storm doors, com- 


bination doors, etc. Same construction, workmanship and operation as 


. quality, heavy duty 
—* door closers. our larger closers. 


® Reversible for either right or left-hand doors © Same heavy clock- 
type spring as used on all famous Reading liquid door closers ® 
Beautiful silver bronze finish © Inexpensive, sturdy, long lasting. 


READING GENERAL TYPE 


air controlled storm and screen door closer 


Trouble-free, with all the newest simplified features. Smooth 
action. Positive adjustment. Aluminum or duco tan finish. 





Other sizes available to suit all types of doors. Write for 


SEND FOR FREE CATALOG literature. 


Vianufactured 


HARDWARE PRODUCTS 


INCORPORATED 


806-812 North 6th Street e Reading, Pennsylvania 
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FIRST IN SALES! 


PERK-UP 





PROFITS 
with America’s 
Most Wanted 
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BOXES 


STYLE-SETTERS BY 


Deming 


WITH SENSATIONAL NEW. 


“RAIN-PRUF” Design 


individually Packaged in eye-catching 
J-color Dispicy Box. 


CHECK THESE TERRIFIC SALES FEATURES: 


Cast Aluminum—won't rust! Completely rain- 
proof, Takes long envelopes. Heavy magatine 
wee, Ingenious louvre design keeps out rain 

ots moll be viewed. Space for name 
Newest? styles. 


Fieur 
de iis 
Design 







plate. 


Ranch Design 


CREST THREE DIMENSIONAL 





Attractively 
Gilt Boxed 


Manufactured by 
Remington, these 
rustproof Aluminum Post & Stake Markers 
offer the largest selection of attractive figures 
designed for every home or landscaping. 
Sensationally priced! | 

ALSO AVAILABLE—Crest-O-Lite Reflecting 
Letters & Numbers with pressure-sensitive od. 
hesive backing. | 

ORDER FROM YOUR JOBBER 

or write today for latest cote! 
Many other style-setting designs available. 


REMINGTON nanoware co., ine. 


102 GREENWICH ST.. NEW YORK 6, WN. Y. 
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ond price sheet 


man’s accounts produced less than 
$9000 total business in an average 
year, | would have seriously 
doubted him. Even in the face of 
the facts it is hard to believe. 

We then researched the pur- 
chases of the accounts. 

We wanted to know what rela- 
tion there existed between smal! 
transactions and the size of the 
customer’s account. 

Putting it another way, how 
many transactions does it require 
to handle a given volume of busi- 
ness for small volume customers 
and for larger volume customers” 
What is the average billing value 
of these transactions? 

We wanted to know too what 
percentage of the orders were en- 
tered by the salesman personally, 
and the method of delivery of the 
goods, whether it was shipped 
through the will-call department 
or by city delivery. 

We found that it required 430 
separate and individual transac- 
tions for $8,972.67 aggregate vol- 
ume from these 40 customers. 

We analyzed another one of this 
salesman’s customers in metro- 
politan Salt Lake City who gave 
us approximately the same volume 
in a year’s time as did the 40 small 
customers all together. We sold 
this one account $8350 in 1955. 


We analyzed a much larger cus- 
tomer. This account gave us a vol- 
ume in excess of $22,000 in 1955. 

So as to get a broader perspec- 
tive of the problem we analyzed 
another salesman’s accounts in a 
more sparsely populated area. In 
this case most of the merchandise 
was shipped. 

The net of this small order anal- 
ysis is simply this: 

For the Salt Lake City Area, 
the mean average value of the 
transactions to serve customers 
whose annual purchases are under 
$1000 is $20.86. 

The average transaction for a 
single customer doing $8000 with 
us in 1955 was $23.72. 

The average transaction for a 
single customer doing $22,000 in 
1955 was $60.27. 

The findings in the two terri- 
tories, the city and the country, 
were somewhat different. 

The percentage of small ac- 





Atlantic City Convention 





counts as compared to the total 
of all accounts assigned to the 
salesman located in a rural area 
ran about the same as the Salt 
Lake City territory. 

However, in the outlying area 
the average size of the transac- 
tion ran larger. 

For the more sparsely populated 
area the average value of all 
transactions for customers whose 
annual purchases are under $1000 
average $52.38. 

This has shown that the aver- 
age transaction is small. But we 
must not overlook the great sig- 
nificance in the difference between 
an average of say $20 per transac- 
tion and an average of $60. 

In the case of the two accounts 
in Salt Lake City, one giving us 
$8350 and the other more than 
22.000, our analysis clearly 
shows that it cost us as much in 
operating costs to serve the $8300 
account as it did the one giving 
us in excess of $22,000, 352 trans- 
actions to the smaller 
compared to 378 transactions to 
the larger account. 


account 


Our analysis shows there isn’t 
much difference in the average 
size of transactions to hardware 
retail accounts under the $9000 
bracket. But double the size of 
the account and you have a much 
more profitable account. 

The thousands of small trans- 
actions handled in a wholesale 
hardware operation require more 
employees and, we believe, is one 
of the reasons why the 
wholesaler’s cost of operation is 
high and their profit inadequate. 


basic 


Wholesale hardware firms have 
held themselves out as service in- 
stitutions. 

One of the explanations we 
make to the question is the middle 
man necessary and can his func- 
tion be eliminated is to the effect 
that the wholesaler serves an im- 
portant economic function in the 
distribution of goods. 

The wholesaler performs a func- 
tion that neither the factory nor 
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i) 
popular BASSICK plate casters 








Series “61 (inexpensive but rugged) 
with 244” and 3” “Biron” sintered iron 
wheels for rough service in shops or 
garages. 


Here are the casters for a new and growing 
market! Bassick 2'2” and 3” casters (small 
truck casters) have normally been sold in 
bulk. 

The increasing demand of the “Do-it- 
Yourself” era for larger casters has made 
it natural for the Bassick Co. to put some 
of its more popular items in very strong, 
heavy duty, clearly labeled boxes. This 
new packaging will enable the Dealer to 
easily serve this market for profitable addi- 








Series “70” (swivel and Series “71” (rigid 
for home utility carts, portable tables, stands. 3” 





Va set per box). Lighter duty casters 
lam. soft rubber tread wheels 1” wide. 
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MAKING MORE KINDS OF CASTERS §=©6 MAKING CASTERS OO WORT 


Series "68" “Diamond-Arrow”™ with 24" and 
3” soft rubber tread wheels for home, school, 
store and institutional use. 





packaged for easy handling 


tional business. 

Put a sample of one of these casters on 
display—a set in your window and you will 
develop business. 

There are many uses on dollies, portable 
tables, racks, tools, utility carts and the 
hundreds of things home craftsmen are 
building these days. Ask your distributor 
for Bassick packaged truck casters. THE 
BASSICK COMPANY, Bridgeport 2, Conn. 
In Canada; Belleville, Ont. v 
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CUSTOMERS 
BUY 
VAPOCAN 


the pre-sold 
home-freezing 
container 











1% PINT 
sare lid fits all 3 #708 


Fast-selling Vapocan’s 1957 
impact promotion is pre-selling 





your home-freezing market: 


ADVERTISING—PUBLICITY IN 


MAGAZINES + RADIO 
NEWSPAPERS + TY 


For your share of this 
sales-booming market, 
feature VAPOCAN on 
the new, FREE self. 
merchandising display- 
shipper. Also FREE — 
home-freezing booklets 
for your customers. 






































Call your distributor, or write 


CONTAINER CORPORATION 
OF AMERICA **5; 


1301 W. 34th Street, Chicago 9, Illinois 


































the retailer can economically per- 
form for themselves. 

Further, wholesalers have rather 
consistently recommended to re- 
tailers that they buy in smaller 
quantities from their local sources 
of supply and thereby attain a 
better turnover. 

To this extent, wholesalers have 
stimulated the small order prob- 
lem. 

Many wholesalers have added 
fuel to the fire by eliminating 
broken package prices. 

Some wholesalers have few, if 
any, restrictions as to the quan- 
tity of merchandise they will sell. 

Some wholesalers, regardless of 
the cost of repacking, will sell any 
part of a carton or standard pack- 
age quantity. 

It appears to us that wholesal- 
ers can look to a continuation of 
the basic problem of handling an 
excessive number of small trans- 
actions until they change their 
present methods of operation. 

The question is what improve- 
ments or corrections can be made? 

It is our hope that hardware 
wholesalers generally will make a 
sober investigation of their own 
business practices in this regard. 

While hardware wholesalers 
may not completely eliminate the 
small order problem, yet our in- 
vestigations have pointed toward, 
first, a reduction in the number 
of small orders; second, and of 
equal importance, a reduction in 
the cost of handling small orders 
to make them more profitable to 
handle. 

It occurs to us that small ac- 
counts classified as having very 
limited sales potential can be elim- 
inated. 

Before taking such action it 
would be advisable to move cau- 
tiously. 

Little accounts have a way of 
growing into big ones. 

Then it also follows that just 
because we are not selling them a 
greater volume does not mean 
that some other supplier is not 
selling them. 

We concluded that the potential 
of each small volume customer's 
account has to be very carefully 
considered. 

It is our opinion that limited 





potential customers cost us money 
and can be profitably eliminated. 
This job we feel should be done 
by personal contact. 

We believe the small volume 
customers should be divided into 
three classes: 

1. Accounts with 
sales potential. 

2. Accounts who buy occasion- 
ally, but do not necessarily re- 
quire a salesman’s attention. 


very limited 


*? 


4. Accounts which have satis- 
potential and which we 
desire to develop. 


factory 


It occurs to us that customers 
of limited potential volume who 
buy occasionally, the second 
group, should be placed in a mis- 
cellaneous classification where no 
sales contact by salesmen will be 
made and no commissions will be 
paid. These convenience accounts 
could be handled on a strictly cash 
basis. 

Further, it occurs to us that no 
sales commissions should be paid 
to a salesman, regardless of class 
of account, if the transaction is 
under $5. 

These would reduce the 
cost of handling a great number 
of smal] transactions and make 
them more profitable for the hard- 
ware wholesaler to handle. 


steps 


Every wholesaler must do what 
he can to sell more merchandise 
in full cartons or case quantities. 
If the quantity of the factory pack 
has been wisely considered then 
many of these items should be of- 
fered on the basis of 
sold. 


none less 

Where it is necessary or advis- 
able to repackage items then there 
should be adequate price differen- 
tial to pay for the extra costs and 
service. 

Here again a careful analysis 
of the costs involved in breaking 
a factory package and repackag- 
ing small quantities for safe ship- 
ment will pay big dividends. 

We recently did this in our 
housewares department and even 
though we have price differentials 
for full and broken package quan- 
tities. In most instances the few 
cents per unit difference would 
not actually pay the repacking 
cost. 
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OUTSTANDING! 


ULTRAMODERN 





CAN OPENER) *™ Kee. 


Less than a year old and already the 
hottest seller in the famous Dazey line! 
And no wonder! With a super honed 
cutting wheel, easy-turn handle and 
wide choice of glowing modern colors, 
Canaramic is built for a lifetime of 
service. Available with or without 
Magnetic Lid-Lifter. 


Models from *4.95. 


NEW! 


"ty 
t 


SENIOR 


CAN OPENER 


with “Easy-Off” washable Cutting Wheel 


For a brand new twist in can opener sales 
it’s the Super Senior with the “Easy-Off” 
Washable Wheel. A flick of the finger and 
the cutting wheel can be removed for easy 
cleaning! Comes chrome trimmed in brilliant 
Dazey colors—red, yellow, white and all- 
chrome—with or without permanent magnetic 
Lid-Lifter. Retails for as low as $3.95. 





. © aS a e..; 
STEP 1: Push holding key to right, STEP 2: Washable Cutting Wheel 
turn key toward you. slides off for easy washing. 


See your DAZEY DISTRIBUTOR or write direct 
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DAZEY 
MIX-ER-ATOR 


It aerates -mixes -blends- 
whips-purees—does all 
mixing jobs in seconds! 
One-quart jar is corru- 
gated for safe handling. 
Complete with removable 
pouring lip. It’s a snap to 
clean. Priced right at a 


low, low *2.49. 


The name 





THEY’LL ALWAYS STOP 


"Derey”’ 


equivalent to the mark “St 
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COMPLETELY [Presidents Address 
A D J T S A B 1 E (Continued from page 81) 
it is for this reason that the dis- 

_tributor is a bulwark of both de- 

/Mmocracy and free enterprise. 

Same rail used “as for platform | The distributor, more than any 

Gtethy and cacy etinete So SS tape of any giteh. other agency, is working to keep 
oo Aub delet more people independent economi 

cally. I do not mean to infer that he 

is doing this idealistically or be 

cause he believes it would help de 

mocracy. 

/ | He probably has never thought 

of it from that angle but, neverthe 


, | 
less, the fact is—he is doing it. His 
own economic survival depends on 
LOW, LOW, LOW 












: 
etait | 
: 


his doing it and doing it well. 
Down through the ages, man’s 
greatest struggle next to survival! 
has been for freedom and indepen 
dence, and obviously, I mean both 


political and economic, for without 
of i we ed Sandie aie” construction economic freedom political freedom 
cannot exist. 


ONLY THREE BASIC PARTS 
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——mmmenn 1, 4 of 6 foot Adjustable Thinkers aid freedom 
ly Cis Railing Section used “as is” — ae ae 
ar sn platforms, stents to pitch emocracy has been compared to 
h, of steps. i keg of beer: froth on the top, 
2. Universal Pre-Drilied Newel | dregs at the bottom and the good 
| Post used for end, corner, step | beer in between. 

or intermediate post, | There is more truth than litera 
Ey agin gn eng | ture in this comparison but to put 
etc, Adjusts to any angle—any | '* another way, students of govern 











direction. Bolts furnished. | ment have pointed out that democ 


racy does not work without a pre 
o - : ‘ ; 
dominant middle class. 


| Switzerland is probably a classic 


example of successful democracy 
selis itself P , 


with this made of three nationalities: 


NSTRATION DISPLAY | French, German and Italian; two 


| strong religious groups, Protes- 
This full size Actual | . sd vitae 





up 
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De . ‘ 
ca tants and Catholics. 


They are without any raw re 






Installation Display | 
sells Versa Railing | 
FAST by demonstrat. 


F ing Its sources of importance, but the 
bs SIMPLICITY have the longest record of peace. 
ia ADJUSTABILITY prosperity and good government of 
ah RIGIDITY any country in Europe. 

BEAUTY Why? 

ECONOMY ; 


They have neither great wealth 
nor great poverty. They do have a 
predominantly middle class popula- 
tion with a high degree of indepen- 
dence, both political and economic. 

If we can agree that democracy 


Display is Free with your first order of Versa 
Railing, a enough railing for approxi. 
mately four installations, also complete adver- 
tising and merchandising program FREE! 

SEND COUPON FOR COMPLETE DETAILS 


Versa-Products Company 


LOD! 5, Ohic and freedom depend upon an inde- 
cette: Ohi th ee ete Gt 6 me | PORE class of people being in the 
Versa-Railing introductory offer. majority and that free enterprise 
NAME flourishes best in a democracy, |! 
ADDRESS think we can also agree that both 
city . a have reached their peak in the 


United States. 
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Apart from acts of violence such 
as war, of which dangerous possi 
bilities nearly all are cognizant, is 
our present fortunate status of de- 
mocracy and free enterprise 
America in jeopardy? 


in 


I believe it is from three sources. 
The first We 
have in the past two years seen 
such a wave of mergers and con 


is big business. 


solidations at an accelerated pace 
which has been unequaled for a 
long time. 

The trend is obvious and rapid. 

Look into any industrial or finan 
cial field you wish; 
banking, amusement, 
ing, chemical, etc. 


automotive, 
merchandis 


The reasons for this are varied 
and complicated—such as tax ad 
vantages, self-preservation, greater 
efficiency, ability to stand up to big 
labor, the necessity for huge adver- 
tising promotion expenses which 
can be spread over many articles 
instead of just a few, better financ- 
ing possibilities, etc. 

I would like to point here 
that I'm a rugged individualist 
from the rockbound coast of Maine, 
one of the two states that never 
succumbed to the lure of the New 
Deal. 

I'm a rabid anti-New Dealer. 

I loathed the policy of the New 
Deal in making business the scape- 
goat and whipping boy for political 
purposes to keep them in power. So, 
I’m not making a New Deal or a 
political talk. 


out 


Maybe mergers are good 

Perhaps the continuation of this 
trend toward mergers is not only 
inevitable but perhaps it can be 
argued honestly that it is in the 
long run beneficial to the greatest 
number. 

If getting the greatest amount 
of consumer goods to the greatest 
number of people at the cheapest 
possible price were the only cri- 
terion to be used, it might be so. 

I believe there are other consid- 
erations of equal or greater impor- 
tance. 


I believe the greater the concen- 
tration of economic power, the less 
independence there is in the ma- 


(Continued on page 132) 
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We’re telling 
MORE MILLIONS 
this year.... 





Yes — Flexscreen national advertising will reach more 
millions this year — in magazines like Better Homes 
& Gardens, American Home, House Beautiful, House 
& Garden, Living and Hohday! Highlighted by full 
color pages, Flexscreen advertising will influence more 
people than ever before to “Picture their fireplace — 
with Flexscreen”’... 


And to 
complete your profit picture— 


SELL THESE COMPLETE 


Glevsercon? ENSEMBLES! 


Flexscreen offers 20 new promotional ensembles to 
sell in every price range. Flexscreens, andirons, firesets 
and other matching accessories — carefully selected 
ensembles backed by a complete promotional “pack- 
age”’ to help you sell. Just 3 of the many fast-selling 
Flexscreen ensembles are shown here — you're sure 
to find the right ensembles — at the right prices — to 
sell and satisfy every customer! Why should you ac- 
cept /ess than Flexscreen quality? 


See your FLEXSCREEN MAN... 


get the full story on how you can participate in our 
SOth Anniversary Promotion! Or write us for details. 


BENNETT-IRELAND, INC. 1054 NORTH ST. NORWICH, WN. Y. 


The name your customers look for... 


a ere EX 47 +)... the products you can trust 
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NOW ...six models retailing to $14.95 


Arvin 


plus top value promotional models! 
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Style 2900 © Lady Arvin Deluxe. Finger-tip Style 2535 © Arvin 12-height adjustable. Style 2520 « Arvin Economy Adjustable. 


adjustability to any height from 22” to 36”. Instant adjustment to 12 different heights Top-flight promotional model. Easy ad- 
Turquoise enamel top, chrome-plated legs from 24° to 36". Turquoise enamel finish justment to 11 different heights between 
and feet. throughout. 25” and 35". Colorful display appeal with 
Style 2800 @ Lady Arvin. Same as above, Style 2635 @¢ Deluxe model of above. bright yellow top, turquoise legs and feet. 


eacept turquoise enamel throughout. Chrome-plated legs and feet, turquoise 
enamel top. 


LADY ARVIN 
PADS AND COVERS 


EXCLUSIVE FEATURES! 


e Covers are silicone treated and aluminized to 
resist scorch, reflect heat, speed ironing and 
wipe clean ... or Sanforized for complete 
shrink-proof washability .. . colors: gold, alu- 
minum, white. 


© Hold-Fast elastic cinch strap, and elastic bind- 
ing all around, anchor cover firmly in place 
won't bulge or bunch, slip or slide-—-fits right 
SPECIFICALLY DESIGNED ans stays ignt. 


¢ Feltray or cotton waffle-weave oe have tai- 


TO CUSTOM-FIT ALL ARVIN lored pockets at each end to hoid them securely 








in position .. . Deluxe models are cushioned 
IRONING TABLES! with Foam Plastic or Goodyear Foam Rubber 
/ . .,. . assuring extra resilience and smoothness, 
. superior porosity and absorbency. 

Myle 2200 © Arvin Stenderd (non-adjust- Furniture & Housewares Division ¢ ive pads and five covers . . . individually 
able). Largest selling, nationally adver- Arvin INDUSTRIES. Inc packaged in sets or covers alone. . . priced to 
tised all-metal ironing table. Turquoise : ~—, Smt, retail from $1.98 to $3.98 for sets, 98 cents to 

enamel finish. Columbus, Indiana $2.98 for covers only. 


Also, two non-adjuatable promotional models, 
priced for volume sales. 


See Arvin Ironing Tables, Dining Furniture, Outdoor Furniture in our permanent showrooms: 


NEW YORK: SPACE 721 CHICAGO: SPACE 522 


One Park Avenue American Furniture Mart 
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EXPLANATORY NOTE OF PRICES 


(2240 lbs.) 


quoted per gross ton). 


would need to be consulted. 


Items i, 2, 3, 4 and 6 represent dollars per gross ton 
Item 5 represents dollars per net CWT (formerly 


Items 7 to 19 represent dollars per hundred pounds. 
Item 20 represents discounts from price list which 
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PRINCIPAL IRON, STEEL, WIRE AND METALS ssn 


Used in the manufacture of Hardware & Kindred Lines 
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permission to publish this chart. 
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market. 


These two markets were caused by the Steel Corp. 


maintaining the prices suggested in Washington in 


March, 1919, while the outside market was regulated to a considerable extent by the law of supply and demand. 


Attention is particularly called to the long price movements starting in April, 
July, 1917, to points that were peak ones on most items until recently. 


with or fixed by the Government on a majority of these items 


the Armistice. 


Then there was a “marking time” 


1915, advancing steadily until 
In November, 1917, prices were agreed 


The strong market continued until the signing of 


or gradual easing off until late 1919, when the market began 
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mst | as || at || | es | tt ar] as || aut | ms ae | a i | ta | | nt |S | se | a | Sms | as | tn | a | ts | ds | te | a | tc | soe Paarl elena mene 
1 | Pig Iron, Basic........ Youngstown | |) 98,00 | 14.60 | 14.96 | 16.88 | 12.37 | 16.45 | 13.00 | 12.60 | 32.00 |e» $496) 32 00 | 26.76 | 34.30 | 48.60 | 24.90 | 31.00 | 19.26 | 17.11 | 17.00 | 18.60 | 13.60 | 17.00 | 23.60 | 19.60 | 20.60 | 22.60 | 23.60*| 23.60*| 23.60*| 26.25*| 28.00° | 36.00 | 43.60 | 46.00 | 46.00 | 62.00 64.60 66.00 
2 Foundry Pig Iron, No, 2. _.» Chieago 21.00 15.60 23.00 13.60 | 26.60 | 17.60 | 16.60 | 19.00 14.00 18.48 14.44 13.60 | 35.65 Ped $3.50 27.25 37.30 46.76 28.41 32.61 21.26 | 20.11 18. 60 20.00 "16.60 17.60 24.00 20.00 21.00 23.00 24.00° 24..00° 24..00° 26.76" 28.50* | 36.00 | 43.00 | 46.60 | 46.60 | 62.60*| 66.00° 66.60 
3 | Bessemer Pig Iron Pittsburgh | 28.75 | 14.00 | 21.76 12.85 | 23.86 | 16.90 | 16.40 | 19.90 | 16.15 | 18.16 | 14.90 | 14.66 | 37.66 [Hi 95! 36 15 | 27.96 | 36.30 | 60.46 | 29.96 | 32.77 | 20.38 | 18.00 | 19.26 | 20.76 | 15.00 | 18.00 | 24.60 | 20.60 | 21.60 | 23.60 | 24.60°| 24.60°| 24.60°| 26.26*| 29.00° | $6.60 | 44.00 | 47.00 | 47.00  63.00* 66.60° 67.00 
"4 | Steet Billets, Bessemer... Pittsburgh | 36.00 | 17.60 | 29.00 | 19.60 | 29.60 | 27.00 | 26.00 | 27.00 | 19.60 | 28.40 | 20.17 | 19.60 | 70.00 |, Hwhs || 7% | 38.60 | 38.601| 60.00 | 36.66 | 46.71 | $5.00 | 33.00 | 33.00 | 36.00 | 26.00 | 26.00 | 37.00 | 34.00 | 34.00 | 34.00 | 34.00*| $4.00°| 34.00*| 36.00 | 39.00* | SM | 61.00 | 61.00 | 63.00 | 64.00* 69.00° 62.00 
6 | Wire Rods... Pittsburgh |  —-_| 83.00 35.60 26.00 | 39.00 | 33.00 | 33.00 | 33.00 | 24.60 | 30.00 | 25.25 | 25.00 20.00 |, Hi §,,| 87.00 52.00 | 62.001] $19 | 46.26 | 60.00 | 45.00 | 43.00 | 42.00 | 42.00 | 36.00 | 36.00 | 47.00 | 43.00 | 43.00 | 2.00| 2.00*| 2.00%} 2.00%} 2.16%) 2.30°| 8" | 5.619] 3.40, 9.86 | 4.60% 4.996" 4.020 
6 | Heavy Steel Scrap Chicago | 16.60! 9.00 | 18.60 | 10.00 | 17.60 | 11.60 | 12.60 | 16.60 | 10.60 | 12.75 | 9.76 | 9.15 | 24.25 | 95.50 | 28.75 | 16.06 | 21.66 | 24.61 | 17.44 | 22.38 | 14.26 | 12.60 | 13.60 | 16.00 | 6.00 | 10.00 | 16.60 | 10.60 | 13.26 | 17.60 | 19.76*| 19.76*| 18.76°| 18.76°| 19.75 | 89%" | 41.75 | 24.60 | 40.00 42.60 41.60 90.00 
1 | Merchant Steel Bars... . . Pittsburgh 2.60 1.10 1.60 1.30 1.60 1.40 1.20 1.48 | 1.16 1.40 1.18 | 1.20 | 3.26 |, Hike 2.90 2.36 2.36 | 52 | 2.00 | 2.6734] 2.00 | 1.78| 1.90 | 1.90 | 1.60| 1.60) 2.46| 2.26| 2.16| 2.10) 2.16% 2.16° 2.16" 226° 2.60°| 2.900; +3"! 3.35 | 3.45 | 3.70% 3.96" 4.16 
8 | Tank Plates .. Pittsburgh | 2.76) 1.10/ 1.76) 1.40) 1.70 | 1.60) 1.30) 1.66) 1.15) 1.60] 1.18 | 1.20 | 4.36 [Mish 1990) 3.95) 2.66 2.651) $35 | 2.00) 2.60/ 1.90/ 1.78| 1.90) 1.90) 1.60/ 1.60| 2.46) 2.10) 2.10) 2.10) 2.10% 2.10* 2.10*| 2.26% 2. 60° 3.00 | 3.40| 3.40| 3.60) 4.70% 3.90" 4.10 
~ ® | Structural Material Pittsburgh | 2.96 | 1.45 | 1.86| 1.40] 1.70| 1.60| 1.90| 1.66/ 1.25| 1.60] 1.18| 1.20| 3.60| MWS) 3.00| 2.45| 2.461 3% | 2.00 | 2.4734) 2.00, 1.78| 1.90| 1.90| 1.60| 1.60| 2.46/ 2.10| 2.10| 2.10| 2.10% 2.10°| 2.10% 2.10) 2.36°| 2.80| 3.26| 3.26| 3.40| 3.66 3.80" 4) 
10 Stee! Sheets, No. 24 Black Pittsburgh 3.00 2.76 2.40 1.16 2.26 2.16 2.00 2.10 1.68 | 2.07 1.63 | 1.66 | 4.65 [yi a 4.76 | 4.10| 4.101] $18. 3.10 | ) 2.86 | 3.00) 2.66 2.86 | 2.00| 2.26| 3.16 3.08 3.06 3.00 | 3.00% 3.00% 3.00° 3.10° 3.326%) 3.95 4.16 | 4.16 | 4.66 | 6.00% 6.126 6.3 
11 | Steet Sheets, No. 24Galv. Pittsburgh} | | — | 2.60 3.10, 3.06 | 2.76| 3.00 2.40| 2.7 | 2.97 | 2.90| 6.60 ih itm] 6.76 | 6.20 | 6.201] §%,,| 3.86 | 4.8235] 3.00 | 3.06) 9.40 | 3.60 | 2.60 | 2.86 | 3.80 3.60 3.60 | 3.60 3.60% 3.60% 3.60% 3.70 3.90°| “PE*  6.80| 6.00| 6.61, 7.91" 7.960" 7.0) 
12 | Barb Wire—Galv Pittsburgh | 9.26 | 2.80| 2.60 / 2.05| 2.45 | 2.40| 2.40/ 2.16| 1.86 | 2.16| 1.06 / 2.16| 4.05 |,,Mwh4,) 4.96| 4.10| 4.10| {1 | 3.35| 3.80| 3.96| 3.20| 9.26) 3.20| 2.36| 2.60| 3.40| 3.20/| 3.10| 3.40| 3.40% 3.40% 3.40" $.60° cehes.| 4:00| 6.21| 6.91| 6.20| 7.03% 7.36° 
i3 Wire Nails, 20/d. Pittsburgh | 2.66) 2.20) 1.90 1.60 2.00 | 1.96 | 1.96 1.86 | 1.66) 1.76 | 1.65 | 1.66 ty he 8.60) 3.25) 3.26t) 3 | 2.70 | 3.00!) 2.66 | 2.60 | 2.66) 2.46 1.86 | 2.10) 2.75 2.46 | 2.26 | 2.40. 2.40*| 2.40%) 2.40° 2.76" Ech. Sse lea, Las 6.06 | 6.06 | 6.13 | 6.63*| 6.97° 
14 | Cut Nails, 20/4 Pittsburgh | 2.40 1.96 | 2.06| 1.60] 2.06| 1.76| 1.80| 1.80| 1.60| 1.70| 1.65| 1.65 | 3.60 |, HE.) 4.00) 4.25| 6.70, 6.86| 3.00| 3.25| 2.80, 2.80| 2.70| 2.70| 2.60| 2.65| 3.60| 3.60| 3.60| 3.86) 3.86° 3.86*| 3.86% 3.86% 6.06°| 6.80 6.756| 6.75| 7.16| 7.16" 6.36: 
15 | Copper, Ingot New York | 18.60 | 16.76 | 11.66 | 12.75 | 23.00 12.67)4| 13 13.00 | 13.93 | 14.26 | 16.90 | 12.68 | 17.10 | 36.75 | 28.90 | 23.60 | 16.01 | 18.48 | 18.08 | 14.46 | 17.16 | 14.187) 13.06 | 14.96 | 18.03 | 6.26%) 9.00 | 14.00 | 9.00 | 10.00 | 11.60 12.00) 12. 00" 12.00°| 12.00° 12.00° |21.62)./23.6214| 17.76 | 24.60 | 24.60 24.60 
16. | Spelter — Zinc St. Louis | 6.36 4.0855 6.25 | 6.00] 6.65| 4.35 | 4.66 6.00| 6.10| 7.06 | 6.45 | 11.26 | 10.65| 6.65| 7.14| 6.20| 8.39 7.16 | 7.13) 7.36| 7.423 6.23 | 6.26 | 6.78 2.99% 4.90% 6.76 | 4.60| 4.89 | 6.24 | 8.26° 8.26° 8.26° 8.26° 8.20° 11.06 15.00 | 10.28 | 17.60 | 19.60 | 13.50 
AT | Lend—Pigs St, Louis | 4.60 | 4.8254) 4.10] 4.20] 6.15 | 4.40 | 3.8254) 4.60| 4.45| 4.20| 3.74| 4.11| 9.63| 10.65| 6.70| 6.00| 6.89| 8.251 6.98| 6.06) 8.622, 6.05| 6.29| 6.69 | 3.02% 4.60| 6.66| 4.60| 4.86| 4.66| 6.70% 6.36" 6.36°| 6.36°| 8.10° | 18.10 19.60 | 14.9261 15.80 | 19.00 | 16.80 
18 Tia— Pigs. New York 32.00 90.75 26.00 | 27.86 | 42.70 27.20 | 28.65 | 32.74 44.50 60.45 |Hich $5.00 47.98 | 64.36 62.60 High 67 .00 | 64.81 | 44.65 | $7.70 | 45.93 68.923 61.49 | 48.07 | 45.38 2. 345] 44 73%/66. 62'4| 43.00 | 48.90 | 64.67 | 62. ee" 62. 00* 62.00° 62.00° 62.00" 80.00 103.00 103.00 103.00 103.00 121.375 
19 Tin Plate Pittsburgh | 4.66| 4.66| 4.00) 3.30/ 3.90| 3.70| 3.45| 3.60| 3.40| 3.60| 3.60| 3.20| 8.00, "$% | 7.75| 7.00| 7.001 {% | 4.75| 6.74| 6.60| 6.60 6.26 | 5.25 | 4.26 | 4.66 | 6.36 | | 6.35 | 6.00 | 6.00, 5.00" 6.00" 6.00° 6.00° 600°} 6.75 6.80| 7.76| 7.60| 8.70% 8.70 
"0 | Steet Pipes ............ Pittsburgh | | 10% | 67% | T8}4%| 76% | 14% | 79% | 78% | B1% | BO% | 80% | BO% | 00% | 42% “| tne | ersene| orrec) HR | sor | 8% | eam | o% | 2% | eam | TA = 0834%| 6814%| 68447 08357." 08359," 084%" 16834%"| 661579 68%» 087% | 49% | 46147 4114% "97149" 
Col. No, 1 2 3 4 6 6 T 8 9 10 il 12 13 14 15 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 31 32 33 34 Ss #3) hChCOe 38 a a a 
« New discounts are an average applying to sizes %” to 3” black steel pipe. * Denotes ceiling prices 
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ge presents herewith the revised 1956 edition of the Table of Market 
Wire and other Metals Used in Hardware Manufacture. The editors 
r appreciation to Oliver Brothers, Inc., compilers of this data, for 





Table of Values of 
PRINCIPAL IRON, STEEL, WIRE AND METALS 


Used in the manufacture of Hardware & Kindred Lines 
From 1899 to 1956 


Sigegiy Nore: Prices under the heading “March 21, 1919,” and those marked by dagger (+), represent the 
U. S&S. Steel Corp.’s prices (to which they adhered strictly) and which prior to NRA were customarily fol- 
lowed by the independent mills. Two sets of prices are shown for Sept., 1920 on the chart because of the two 
markets prevailing on certain steel items. In such instances the upper price in each individual box indicates 
the one adopted by the U. S. Steel Corp. and the other price indicates figures that were secured in the open 
market. These two markets were caused by the Steel Corp. maintaining the prices suggested in Washington in 
March, 1919, while the outside market was regulated to a considerable extent by the law of supply and demand. 








The March, 


Attention is particularly called to the long price movements starting in April, 1915, advancing steadily until 
July, 1917, to points that were peak ones on most items until recently. In November, 1917, prices were agreed 
with or fixed by the Government on a majority of these items. The strong market continued until the signing of 
the Armistice. Then there was a “marking time” or gradual easing off until late 1919, when the market began 


modified. 


trator or later by OPA. 
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19253, 


43 


to September, 


44 


46 


advancing again by leaps and bounds until July, 1920. This was the turning point of the greatest inflationary 
movement we have yet witnessed, which was followed by the Post-War deflation culminating early in 1922. Per 
haps more remarkable, however, was the steady recession in prices from April, 
production was steadily mounting, together with profits, to record heights. 


1933, figures represent the period of the culmination of the banking crisis. 
1933, are the first Steel Code prices under the NRA filed Aug. 29 of that year. The June, 1938, figures reflect the 
drastic price cuts announced near the end of that month when the basing point system was broadened by the ad 
dition of many new market centers, and differentials in price at the various basing points were eliminated or 


1929. when 


Those for August, 


The 1941 to 1946 prices marked (*) are based on ceiling prices established by Government Price Adminis. 
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Sept. 6 | Oct. 2 
1 1902 
16.60 | 23.00 
14.00 | 21.76 
17.60 | 29.00 
$3.00 | 36.60 
9.00 | 18.50 
1.10) 1.60 
1.10| 1.76 
1.46) 1.86 
2.76 | 2.40 
2.80 | 2.60 
2.20| 1.90 
1.96 | 2.06 
16.76 | 11.66 
4.0215, 6.26 
4.3214, 4.10 
30.76 | 26.00 
4.65 | 4.00 
10% | 67% 





Oct. 1 |Dec. 22 
1904 | 1906 
23.00 
13.60 | 26.60 
12.86 | 23.86 
19.50 | 29.60 
26.00 | 39.00 
10.00 | 17.60 
1.30 | 1.60 
1.40 | 1.70 
1.40} 1.70 
1.756 | 2.26 
2.60} 3.10 
2.05 | 2.46 
1.60 | 2.00 
1.60 | 2.06 
12.75 | 23.00 
6.00 | 6.66 
4.20| 6.15 
27.86 | 42.70 
3.30 | 3.90 
1834%| 16% 
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14% 




































































































































































































































































































































1008 | do10 | “soia | fous | tots | 2818 | 4007 fa aon [anes | cous | Sams | Some | Seed | Sees | eee | Sams | Sexy | Mes | Some | Ge | tees | tees | tees | Sos | Sees | Sets Paseo Sent 20 “teas | 1049 “i a oom 20 “tos | 1064 | 1068 1066 | ‘Since’ 

| | | | | 1899 
14.96 | 16.88 | 12.37 | 16.45 | 13.00 | 12.60 | 32.00 |it's 448 39 00 | 26.76 | 34.30 | 48.60 | 24.90 | 31.00 | 19.26 | 17.11 | 17.00 | 18.60 | 13.60 | 17.00 | 23.60 | 19.60 | 20.60 | 22.60 | 23.50*| 23.60*| 23.50*| 26.25*| 28.00° | 36.00 | | 43.60 | 46.00 | 46.00 | 62.00 64.60 | 66.00 | 66.00 | 68.50 62.50 A». i915 
16.60 | 19.00 | 14 00 18.48 | 14.44 | 13.60 | 36.66 |, Heh | 33.60 | 27.95 | 37.90 | 46.76 | 28.41 | 32.61 21.26 20.11 | 18.60 | 20.00 | 16.60 | 17.60 | 24.00 | 20.00 | 21.00 | 23.00 | 24.00°| 24.00°| 24.00*| 25.75*| 28.50* | 36.00 | 43.00 | 46.60 | 46.60 | 62.60° 65.00*| 66.60 | 66.60 | 69.00 63.00 Aw. 1915 
16.40 19.90 16. 516 18.16 14.90 14.66 37.65 [ich S98) 36.16 27.96 35.30 50.46 29.96 $2.77 20.38 18.00 | 19.26 | 20. .16 | 15.00 18.00 24.60 20.60 | 21.50 23.60 | 24.60° 24.60°| 2 24. 50° 26.25*| 29. 00* 36.60 | 44.00 | 47.00 | 47.00 63.00° 65. 60° 67 .00 67.00 | 69.60 63.60 “«', i904 
25.00 | 27.00 | 19.60 | 28.40 | 20.17 | 19.60 | 70.00 rr 7 | 38.60 | 38.601| 60.00 | 36.66 | 46.71 | 35.00 | 33.00 | $3.00 | 36.00 | 26.00 | 26.00 | 37.00 | 34.00 | 34.00 | 34.00 | 34.00% 34.00*| 34.00% 36.00 | 39. 00 $20 | 61.00 | 61.00 | 63.00 | 64.00% 69.00% 62.00 | 64.00 | 68.60 | 74.00 Seri 1900 
0 |. ||. | a |. | ww | ne] | wo | |e. | wc |e | 00 || conse || erm | a.o| sao | 4| a} a | aan] awr[ "RF so 240| am] can] cory comet] sa 60 PG 
12.60 | 16.60 | 10.60 | 12.76 | 9.76 | 9.16 | 24.26 | 95,60 | 28.75 | 16.06 | 21.66 | 24.81 | 17.44 | 22.38 | 14.26 | 12.60 | 13.60 | 16.00 | 6.00 | 10.00 | 16.60 | 10.60 | 13.26 | 17.60 | 19.76% 19.76*) 18.76*| 18.76*) 19.76% | “Spey? | 41.76 24.60 | 40.00 42.60 41.60 | 30.00 | 29.00 | 42.00 67.00 Mu. i9m 
1.20| 1.48 | 1.16] 1.40] 1.18] 1.90] 3.26 | WORE) 2.90 / 9.96| 2.96| $35 | 2.00| 2.6734] 2.00| 1.78| 1.90| 1.90| 1.60| 1.00| 2.46| 2.26) 2.16 | 2.10 2.15*| 2.15*| 2.16*| 2.26% 2.60°| 2.90| 338% 3.36 | 3.45 | 3.70% 3.96° 4.16| 4.90] 4.66 6.076 ‘=v. 190 
1.30 | 1.66 1.16 1.60 1.18 1.20 <3 [i ne 8 $.26| 2.66| 2.651, 8 | 2.00| 2.60| 1.90| 1.78| 1.90| 1.90 1.60 1.60 2.46 2.10 | 2.10 2.10 | 2.10° 2.10*| 2.10° 2.96%] 2.60° 3.00 | 3.40| 3.40| 3.60| 3.70° 3.90% 4.10| 4.295 | 4.60 4.65 | S*¥,1900 
1.30 | 1.65 | 1.26] 1.60| 1.18| 1.20] 3.60 |, WG) 9 $.00| 2.45| 2.461 31% | 2.00 | 2.4734) 2.00| 1.78| 1.90| 1.90| 1.60| 1.60| 2.45! 2.10| 2.10| 2.10| 2.10% 2.10% 2.10% 2.10% 2.35°| 2.80| 3.26| 3.26| 3.40| 3.66% 3.86% 4.10| 4.26| 4.60 6.00 pf," 
2.00| 2.10| 1.68| 2.07| 1.63| 1.66 1a hs SH} 4.75| 4.10| 4.101] $18. / 3.10| 3.73| 2.65| 3.00| 2.65| 2.66 /| 2.00| 2.26| 3.15| 3.05| 3.06| 3.00| 3.00% 3.00% 3.00% 3.10% 3.326%) 3.96| 4.15| 4.18 | 4.65 | 6.00% 6.126* 6.375| 6.65| 6.12 6.36 “7,5 
2.76 | 3.00| 2.40] 2.97] 2.27| 2.90 oe 6.75 | 6.20| 6.201] $2 | 3.86 4.8234) 3.80 3.86 | 3.40| 3.60| 2.60| 2.86| 3.80| 3.60 3.60 | 3.50 | 3.60*| 3.60% 3.60% 3.70°| 3.90°| ‘95% | 6.80| 6.80| 6.61| 7.31*| 7.366% 7.616| 7.69| 7.60 8.62 | /4,\" 
2.40| 2.16| 1.86) 2.16 1.96 | 2.16 “4.06 |, HE) 4.35] 4.10) 4.20] $8 | 3.35| 3.00] 3.35| 3.20) 3.25| 3.20| 2.35| 2.60) 3.40| 3.20 3.10 | 3.40 | 3.40°| 3.40° 3.40 3.004, 4.60 | 6.21 | 6.31 | 6.20| 7.03% 7.36° 7.65| 6.15| 8.65 9.76 9! 
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Polyethy lene pac kages tor 
‘Banner terrycloth auto 
seat and outdoor furni- 
ture covers are designed 
and pr duced by Wrap- 
ture, Inc., Flushing 4, 
New York 


‘one reason dealers 


prefer polyethylene 





packaging Ls 


“That means clean merchandise, with soilage markdowns virtually 
eliminated,’ reports Harry Schulman, purchasing agent, Banner 


Manufacturing Co., Inc., Brooklyn, N.Y. “Polyethylene bags are 









stronger and less expensive don t break open on shelves or with 
a lot of customer handling, And, incidentally, housewives like to 
re-use our bags so much, we don't seal them tight any more.” 
Every retailer can add sales by featuring merchandise packaged 
in film made of Bakexire Brand Polyethylene. And that builds 
business for manufacturers, too, Talk to your packaging supplier 
or write for our “Soft Goods Packaging booklet to Dept RY-77. 


ay It pays to package 
in film made of 
BAKELITE 


SR AND 


Polyethylene Plastic 







BAKELITE COMPANY, 4 Division of Union ( arbide and Carbon ¢ orporation UCC 4) East 42nd Street, New York lI7, N.Y. 


in term BAK Litt and thre re foil Svimbol ire reqwiste rec tr cle marks ot { (tC 
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Model P6521 BR 


Best Seller 


Here's PINCOR’S 21” deluxe reel- 
type mower equipped with a 
Briggs & Stratton engine. Like all 
Pincor reel-type mowers, this 
model is all-steel with the finest 
cutting reel and knife available. 
Recoil starter and deluxe tires are 
standard equipment. 


oe $778 


{.0.b. factory. inci. F.E.T, 





with this TRANSPARENT 


“ONC 


@ EYE-APPEALING 

® BUY-APPEALING 

® PREPRICED 2 FOR 15 
Step up unit sales with the self-serv- 
ice “Can't-Miss” 2 PAC. This con- 
venient, transparent package is a 
proven, “sure-fire” traffic stopper. 

















McGILL METAL PRODUCTS CO 





jority of people and therein lies a 
threat to democracy. 

l'ree people will not be pushed 
around or dictated to. 

Most fair minded people will ad 
mit that the growth of the labo: 
unions Was the answer of a fre 
people to the arbitrary abuse of 
great powers by big business. 

Today, perhaps most fair minded 
people may agree the pendulum has 
swung too far the other way and 
that perhaps the merger movement 
is the answer to the arbitrary 
abuse of great power by the labo: 
unions. 

As far as John Doe, who is Mr 
Democracy, is concerned, he doesn’t 
wish to be pushed around by eithe: 
group. He still wants his indepen 
dence and his freedom. 


We elect politicans 


If John Doe is to be a modern 
day feudal serf, he doesn’t care a 
darn whether he is a serf of big 
business or big labor. 

lie does not intend to be a serf 
to anyone and to the best of his 
ability he 


he do? 


won't be, so what will 


big business and its counterpart, 
big labor, are extending to him the 
right hand of fellowship in So 
cialism. 

As long as John Doe has the 
right of franchise, he has an an 
swer to big business and he will 
exercise it. 

He can’t elect his employer but 
he can elect his politicians. 

That is where big business ; 
vulnerable. They have very few 
votes and John Doe has lots of 
them. 

If John Doe has to choose be 
tween being a serf of big business 
or a partner in Socialism, he will 
choose the latter. 

Only so long as John Doe keeps 
his independence will democracy 
and free enterprise survive. 

How does John Doe feel about all 


; 


this bigness 7 

Following a lead article in Tim: 
in November, 1955, on General Mo 
tors, | noted the following week in 
letters to Time one which read, 
“Let's not get starry eyed ove) 
General Motors. It will be a dark 
day indeed when there is no choice 





in automobiles except between on 
General Motors product and an 
other.” 

| feel sure there are thousands of 
John Does who feel the same as the 
writer of that letter. 

In Prudden’s Digest dated Aug 
28, 1956, quoting an automobile 
dealer of long standing, and from 
New Jersey, who has been a deale: 
since 1915, he says, “Again as with 
Standard Oil, Mr. Heimlich believes 
that eventually each of the big 
three will have to be split up with 
each line of cars set up as an indi- 
vidual corporation entity to operate 
within the framework of anti-trust 
laws. 

“Then, and then only, will we 
have true competition as to style, 
design, and construction of auto 
mobiles.” 

In addition, he opinions that the 
retail automobile dealers will by 
law be free to sell and service ve 
hicles of all makes——only then will 
the independents be able to enjoy 
distribution. 

Are some other big companie 
like G. E. trying to emulate Gen 
eral Motors? 

If so, I think there is troubl 
ahead for them. 

In the July 30, 
Time magazine in the business sec 


1956, issue of 


tion there is a report which reads 
as follows: 

“General Motors is too big for 
the good of American businessmen 
who must deal with it, and too big 


for the good of the country.” 


You can be too good 

These strong words came thi 
week from the respected American 
Institute of Management after a 
three months study of General Mo 
tors’ published figures. 

The report found that Genera! 
Motors’ bigness is bad because it is 
too efficient. It has managed to dis- 
prove the theory that bigness auto 
matically brings diminishing re 
turns. 

The report paid high tribute to 
General Motors in several respects 
but on balance it delivered a vel 
dict against Genera! Motors. 

Three years ago, the same Inst! 
tute defended big business. 


Debating the pro and con of huge 
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.. that’s the number of 
families who will see Wheeling’s | 
big new advertising this fall! | 


And that means sales, sales, sales! Sales on every | 
Wheeling product you carry! Sales like never before! 


Couple this with Wheeling’s warehouse same-day 
service and you have a top-notch sales combination. 


Top products...powerful adver- 
tising...prompt service...they 
all add up to more sales for you! 


Advertised in 
Get on the Wheeling BRAND.- Saturday Evening Post 
wagon. Contact the Wheeling October 6th 


warehouse or sales office near- 
est you. 


IN FULL COLOR! 


WHEELING CORRUGATING COMPANY, WHEELING, WEST VIRGINIA 
Worehesses Boston, Buffalo Chicago Columbus Detroit, Kansas City, Louisville, Minneapolis, New Orieans, New York, Philadephia, Richmond, St. Louis. Seles @Mees: Atienta Houston. 
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corporations in general, A.I.M 
said: “Their skill, research and 
gargantuan productive § capacity 
may well have tipped the scales t 
retention of our freedom. But the: 
must not become destructive to that 
freedom by gaining so much mo 
nopoly as to restrict freedom of 
choice, gain undue political powe) 
or even too large a share of the 
national product.” 

Is big business digging its own 
grave by its greed for power? 

We have seen the pattern before 
as big business gets bigger, it cer 
tainly is an invitation to more con 
trol by the only agency big enough 
to provide it—namely, big govern 
ment. 


Be alert to big labor 


The more our economy i8 con 
trolled by government, which is 
already too big, the nearer we come 
to Socialism and that brings us to 
the second threat to democracy and 
freedom—namely big government 

Most businessmen do not want 
bigger government and more bu 

OUR KNIVES reaucracy as the answer. 

The cure is worse than the dis 
ease ! 

I am not going to spend time 

WALI SCRAPERS here discussing big government 
and government in business. You 
have heard, and will hear, plenty 
about that from both sides in the 


LINOLEUM current political campaign. 
’ I would, however, like to pass t: 
KNIVES the third threat to our freedom and 
democracy about which I am afraid 
vou won't hear much in the current 
campaign, because of political cow 
ardice. 
f I am referring to big labor. 
or sales I would like to quote from a bul 
letin of the National Small Busi 
for profits nessmens Association Vol. 19, 
No. 5, of May 1956—‘Union Boss 
dels customer Threatens Small Business.’ 
satisfaction The warning of increased pres 
sure by organized labor to wipe out 


emall business has been sounded by 


for quick 


i igiehaan 


the seeming boss of the largest 
union in the country. James R 
Hoffa, who dominates the Interna 
tional Teamsters Union and prob 
ably will become its president when 
Dave Beck steps down, recently 
outlined his version of the future 
with the statement that “The fu- 
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World’s 


Devoe Vinyl Wonder-Tones—the 
ideal paint for winter work in- 
dcors. Most folks wait for outdoor 
weather to do even the inside paint 
jobs. They still think paints are 
srnelly and take days to dry. This 
paint changes all that! 


It’s odorless . . . no need to keep 
all the windows open. It dries in 20 
minutes ... no sealing off rooms 
while they dry out. It goes on so 
easily any gal or guy can do a good 
job. So this great new paint is being 
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DEVOE © 


202 years of Paint Leadership 














fastest paint 
guarantees expert results 


Winter advertised 


Your customers will see the adver- 
tising in magazines and newspapers. 
They'll be reminded to get their 
paint from you. We furnish you 
with blow-ups of the advertisements 
and a special hard-selling display to 
tie in with it. We even give you 
newspaper mats for your own local 
advertising ... everything you need 
to boost your winter paint volume. 
Fill out the coupon now and mail it 
to Devoe for all information. 


| bevoe 


Dept 





Name 
Store 
City 
Zone 


1956 


HiA 


") Please send me all 
Wonder-Tones and the 


) I’m interested in the Devoe 
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~ oy 
x 
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& Ravynolds Co.. Ine 


106, Louisville, Kentucky 


information on 
winter promotion 


available 


Dealer Franchises 


Address 


State 


MA.104 
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in the new 


EAGLE 
NIGHT 
LATCH 


vy 










Put this brand new traffic builder EAGLE NO. 3500 BL... Rugged 


on your counter ond watch it pile up the dependability characterizes this cast iron 
sales! Extremely colorful, compact and latch with top 5 pin tumbler security. Aftrac- 
attractive. Strictly a self-service, self-selling tive BRASS LACQUER special heat 
item. Designed to help you cash in on treated finish provides long-wearing char- 
the home craftsman morket. Sturdy pack- acteristics. Two brass, milled and embossed 
oge—easily set up on your counter. Really keys with each lock. APPLICATION—For 
designed for the “all thumbs” customer. doors 1'4" to 3” thick. Reversible for doors 


includes template and instruction sheet. of either hand. Backset of lock-2%". 


ORDER TODAY from your jobber or write direct to 


Nile 


THE EAGLE LOCK & SCREW CO. 


Subsidiary of Bowser, Inc. 
TERRYVILLE, CONNECTICUT 
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ture of labor management relations 
is big labor and big business. There 
is no room for the small business or 
the small union. We have reached 
the saturation point. Now we have 
to organize what doesn’t belong to 
us to stay In business,” he said. 

He conceded that some businesses 
have gone under because of union 
demands, but he asserted that “The 
little guy is going out of business 
union or no union.” 

Hoffa’s views were recently pre- 
sented to the United States Senate 
by Senator Barry Goldwater of 
Arizona with the warning that 
those who think it can’t happen 
here should give it their attention. 

This concentration and abuse of 
power in the hands of a few labor 
CZars is just as much, if not more, 
of a threat to our freedom as the 
excessive concentration of indus 
trial power in the hands of a few 
corporations. 


It isn't in platforms 

| believe all of us have known of 
ome heartbreaking struggles with 
our own members in the past year 
with some vicious union practice 
that a few years ago would have 
seemed impossible of happening in 
America, but we have found it can 
happen here. 

It is happening here! 

Did you ask for whom the bell 
tolls? 

It tolls for thee whether such an 
experience has been yours yet, or 
not, 

Did you see anything in either 
party platform calling for a federal 
investigation by Congress, or the 
Administration (or both), of rack 
eteering in labor unions? 

The prevalence of union rack 
eteering is conceded by responsible 
union leaders. It has been docu 
mented over and over in place after 
place. 

Both parties are afraid to risk 
offense to labor but the disservice 
to both labor and the country is to 
ignore this cancerous growth. 

Does it not seem strange that 
this great and proud country in its 
youth made history by spending 
millions for defense but not one 
cent for tribute when there was 
piracy on the high seas but now we 
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“A Good Line to Handle” 


GRIFFIN 


HINGES 






4 


al 
Cat. 2BB197 


Template Butts, Button Tips 
with permanently attached Learings 









Builder's Special 
at. 3540 


Wrought Steel Butts 
Cat. ZH240 


You'll find the trade saying “‘Let’s handle 
Griffin Hardware because Griffin gives good 
service, they back up their products, they 
never cut their quality . and most im- 
portant the customers like the products.” 


Display them and you'll sell them—Griffin 
any 


Hinges ... order by the carton... in 
selections your customers want. 


NEW VISIPAKS = Order by the 


carton of individual carded items 


GRIFFIN 


“since 1899" 
MANUFACTURING CO. 
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LIGHTEN Customer 
YOUR Requests 
HOUSEWORK with Quick 


oe he Turnover of 


Small Stock 


A reminder to every 
customer in your store 
to take home Fault- 
less Casters and 
Glides. It rings u 

extra sales with no ef. 
fort. Takes the guess- 
work out of what to 
buy. Every item is a 
“best-seller” based on 
national retail a 


Removable Glide 
sells itself by effort- 
less motion over 
floor surfaces. 


Removable Caster 
demonstrates easy 


swiveling . . no : . 

webhio . . « owe rience and popular 
cision workman- consumer demand. 
ship. 


FREE DISPLAY with DEAL 


3-color, enameled wood counter display 
designed to increase your Caster Turnover and 
Multiply Profits from a small counter area! 


Order the Faultless 50/50 Deal from your Jobber 


FAULTLESS CASTER CORPORATION EVANS 


fice At ’ La Le ee a 


i Rapids, Migi pert diarap 
> iadeiphia Portland 


Seattle 5 











NEW 


195/ 






Model 619 4R 





ae Ss 


A brand new 19” powered by 
PINCOR'S latest, a new light- 
weight vertical shaft four-cycle 
2% H.P. engine, Especially de- 
sirable for the medium sized 
suburban lawn. Deluxe die-cast 
rotary with off-set wheel. Recoil 
starter and leaf mulcher standard 


equipment, 
Dealer Cost 5 A 5" 


1.0.b, factory. inci. F.E.T, 





PIONEER Gen-E-Motor Corp 


5641 West Dickens Avenue, Chicago 39, Illinois 


NOT TO THE BUTCHER 
NOT TO THE BAKER 
NOR THE CANDLE-STICK 
MAKER 


But to hardware stores—your hard- 
wore store. 

Every ad we've ever run—and there 
have been millions of them—has 
specifically directed customers to 
hardware stores for their Water 
Masters. 

We will continue to send these cus- 
tomers to your store. Stock Water 
Master tank balls, and enjoy these 
easy, frequent sales. 


Get THE 
GENUINE 


WATER 
MASTER 


The Hardware Man's 


TOILET TANK BALL 
America’s Largest Seller 
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spend millions for tribute to thugs 
and racketeers and a pittance to 
challenge them. 


Must Victor Riesel, a friend of 
honest labor, have lost his sight in 
vain for lack of moral courage on 
the part of our government? 

Senator Irving Ives of New 
York, in connection with his Reso- 
lution 5304 for a Senate study of 
labor racketeering, said “Congress 
is the only forum in the land with 
the power to expose fully the extent 
to which racketeers have pene 
trated organized labor in the 
United States and to take correc- 
tive action.” 


Honest labor needs help 


Other resolutions were also in- 
troduced calling for congressional! 
action but Congress adjourned 
without action. 

It is probable that these pro- 
posals will be reintroduced in the 
new Congress but their chances for 
success is directly proportionate to 
the support they get from the 
voters. That means you and me. 

Honest labor needs our help. 

Are we going to give it to them 
or stand silent while the racketeers 
complete their conquest? 

I would like to summarize this 
situation by quoting from Dorothy 
Thompson, one of our national col- 
umnists who still deals with ideas 
instead of degenerating into a gos- 
sip monger for shekels. 

In speaking of our economy some 
time ago, she made the following 
observation: 

“Our economy has become a mix- 
ture of state and private socialism 
with the state away out in the lead. 


“Big business, like big labor, has 
geared itself to the continuation of 
this condition. 


“The only economic sufferers 
from this state business-labor ‘dy- 
namism’ are people with fixed in- 
comes, small business to whom the 
state’s largesse does not trickle 
down; small farmers and low in- 
come consumers, especially salaried 
middle people who 
raise their wages by strikes 
these count decreasingly. 


class cannot 


but 


“The whole trend is toward cen- 


tralization and collusion between 





the bigs big government, big 
business and big labor.” 
She goes on to conclude with 


these words: 

“I don’t like it because whether 
people know it, or not, it inexorably 
prejudices personal liberty in the 
evolving leviathan of a corporate 
society; drives willy-nilly towards 
war, but it is the twentieth century 
pattern emerging everywhere un- 
der various names and nothing, and 
nobody in sight, is going to stop it.” 

In this situation rests a real chal- 
lenge for the distributor. 

We cannot turn the clock back if 
we would. 

We cannot the wheel of 
progress, though we may wonder 
sometimes if change isn’t confused 
with progress. 

We don't 
Vermont farmer who 
his 90th birthday and a summe: 
boarder stopping in to congratulate 
him, “Well, Grandsire, 
must have seen a lot of changes in 
your ninety years.” 


stop 


like the 


celebrating 


want to be 


said, you 


“Yep,” said Grandsire, “and, by 
God, I want you to know that I’ve 
been agin’ every damn one of 
them.” 

But we, as distributors, have as 
much if not more of a challenge 
than our forebears in pioneer days. 


Let’s not abdicate our position, 
or our horizons. 


Let's help each other 

Our objective is not only to keep 
our own independence but to help 
hundreds of thousands of others to 
keep theirs. 

If we don’t help those thousands 
of independent businessmen stay in 
business then not only do we fail 
ourselves, but what is more impor- 
tant, we fail our country and speed 
it on its way toward Socialism or 
Fascism. 

If we are alert to changes that 
must inevitably come and adapt 
ourselves to them, always seeking 
to do a better job, I believe we may 
find co-operation and help from un- 
expected places. I mean from both 
big business and big government. 

Nobody is going to subsidize us 
and we don’t want it but if we can 
find ways to increase our efficiency, 
we are in greater demand. 
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Superbly accurate... the Savage 


/ 


This fall Savage presents a rugged, 
dependable performer chambered for the 


world s most popular deer cartridge / 
ine Savage 440) if} 4() $s) CA if Yr This j 
bolt action repeater— noted for its extreme en écheh canes 
agUCuracry=— nas a‘ ompietely new stock agazine pt 
of streamlined design with medium-high rear sight with click 4} 
' mee” fl ° 2 aad ment af 1 for y 
comb and trim lines for steady holding ae er sight 
and tine nalance 
, . : 
For year- round shooting, the Savage 340 /| 
is also chambered for the popular $52.75 (retail) j 
varmint cartridges—.222 Remington / _ 
and .22 Hornet—5-shot repeater, 
drilled and tapped for pe mounts 
only $52.75 (retail) pe ed manutact 
methods including ex 
Also available in Deluxe Model 340-S fag tN orp Al y 
b ve @ rerie | ‘ jfi CY. 
with hooded front and ivage receiver 
sights checkered pistol grip an 
fore-end sling screw eyes 
for carrying strap $65./5 (retail). 
Mw, , gn mh 
STOCK the fastest sell ng r fles stock of selected walt 
gun 
DISPLAY he world-—-Sevege, 
yt ye nd FOX, 
SELL a svevrt anoe,. 





TRACE MGR 
SAVAGE + STEVENS + FOX FIREARMS 


. 
* 


© \VAGE ARMS CORPORATION CHICOPEE FALL MASS, 
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Cash in NOW on the coming cold weather 






@ HEAT TAPE KITS 
for pipes 


Heat Tape Kits b Sell winter -long 
come in’ sizes, | protection against 

freeze-ups in a 

single package! 
EASY-HEAT Tape Kit wraps quick- 
ly around pipes—plugs into any A.C. 
or L).C. 110-volt outlet. Includes pre- 
spaced, sewn-on Heat Cable, plus two 
coverings of Insulating Outer Wrap 
and friction tape. 

EASY-HEAT Cable Kits melt roof 
ice; protect eaves, downspouts, All 
wire by Welcraft — leading heater 
wire manufacturer for appliance in 
dustry. Kite come in colorful individ 
ual cartons, Line up now with EASY- 
HEAT, Kasay profits! 


Dealers: Ask your jobber 


for EASY-HEAT, 
or-write direct. Free eaves, 


to prevent frozen pipes! 


NSSYSSYYAIYII Sy yyy 
@ HEAT CABLE KITS 


for eaves, downspovis, etc. 


WA Sssyysysyy vn 


F 
_ 
+ 
> GUARANTEED 
4 
2 


2 


Heat Cable Kits come in 8 sizes. 





acrdereoe gutters and 
LCRAEY > , downspouts 
<oa., of i¢ e! 


_. New Carlisle, indiana 


a 


arin om ™* LASe* 


" 
t oe Kure 
x FOF war , maT ANP ow 


. aTresS 
4 GoRe 
WwoRLo 


50 MILLION ads like this 


in the nation’s leading farm 
magazines help you sell baits 
containing warfarin 


Be sure the bait you stock has 
wartarin on the label! 
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Lower costs of distribution are 
just as much a problem to the big 
manulacturer as thev are to th: 
mall distributor. 

| believe, there is a very large 
amount of enlightened self interest 
in big business that is thinking 
along the lines I have expressed 

or example, I have referred to 
General Motors as one of the giant 
and I believe some of their leade: 
are more worried about some of 
these trends than we are and 
with some of the most enlightened 
leaders in government—witness the 
attitude of Attorney Genera! 
Brownell and the anti-trust depart 
ment 

There has been much activity; 
and concern for s,OmMme of these 
mergers and trends 

Last vear in the Senate, Paul 
Douglass said, “Destroy the inde 
pendent businessman and we end 
up in greater and greater concen 
tration of industry. 


Keep businessmen free 


“When one reviews the history 
of the regimes of Hitler, Mussolini, 
Stalin, and in fact most Kuropean 
nations, we find that when inde 
pendent business is destroyed, it 
almost certainly ends up in dicta 
torship.” 

We, as distributors, should not 
spend time, brainpower, and efforts 
complaining that somebody is big 
yer than we are but rather in 
smartening up ourselves and find 
ing ways to do our job better 

Our ability to survive as distrib 
utors and to continue to serve oul 
country literally as a bulwark of 
democracy and freedom is limited 
only by our ingenuity and our ef 
forts to meet a challenge of present 
day problems instead of tilting at 
the windmills of yesteryear. 

Do not misunderstand me. 

I'm not arguing against growth, 
change, even big business as such 

l am arguing for the necessity 
from our country’s welfare of keep 
ing businessmen independent and 
pointing out the particular oppor 
tunity and responsibility of dis 
tributors to help do that 

To borrow the title of a speech 
given by Jack Lacey, president of 
the Hardware Manufacturers’ As 


1956 





_ 


wey | 
0 ew oe re eee 


pact? 
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Look at the DEMING record when you want the best set-up 
on pumps and water systems. 


@ SPECIALIZATION: For more than 75 years, the Deming 
Company has specialized exclusively in the manufacture 
of top quality pumps. 


@ DEMING PUMP SCHOOLS: Practical courses in pump 
construction and application provide the best of factory 
training for salesmen of Deming Distributors and Dealers. 
@ FIELD CO-OPERATION: When aid in the solution of 
pump problems is required, Deming factory representatives 
are prepared to help salesmen handling the Deming line. 
@ COMPLETE LINE: Unlimited sales opportunities are 
provided by the complete Deming line, which includes all 
types in a full range of sizes and capacities. 

@ SALES AIDS: Direct-by-mail, store and road signs, 
window displays, demonstrator outfits, newspaper mats, 
radio commercial scripts, and national advertising help to 
promote sales for Deming Distributors and Deglers. 










































PACKAGED NAILS! In concluding my report, I would 
like to thank the members of ou 
YN ” ike te lan ine ie : of oul 
Various committees who have so 
graciously accepted various assign- 


ee 


. +» Complete stock, 
yet only 1114” x 12” 


' sociation, recently let us as distrib 
H ndiest best-selling utors face the future “not with 
4 alarm but with action.”’ 








ments during my term of office and 
to express my appreciation to the 

















Fernley office for their steadfast 
support and guidance. 


Gross Margin 


savers (Continued trom page So 


than we know methods of sig 
nificantly reducing our overhead 
expense. 

We have ample evidence that this 
industry can survive only on the 
basis of a reasonable return to its 
owners. 

It will have to return from this 
convention, resolved to devote its 
brains and experience to the project 
of increasing its gross margins, 
rather than to spend its time and 
effort on rose colored ways of re- 
ducing it for the sake of addi- 


tional volume that has not been 
| yvealized. 


One of mankind’s most inspiring 


i 
, ee 


. self-service means 
fast turnover 


challenges is the use of adversity 
as a spectacular aid to success 
rather than to concede to it as a 
handicap. 

It is my earnest hope that we 
will use our present adversity as 
the necessary spark to regain the 
profitable status to which this in- 






Exclusively Atlas! 
Atlas Packaged Nails 
are stacked like tooth- 
picks, not poured, into 
each sleeve box 

take 50% less space 
then ether brands. 
Actual size 3'2" x 3”. 


| dustry is entitled for the service 
that it performs 


Customers Who Bring In 





Customers Get Rewards 





How do you say “thank you” to 


Atias leads the held, puts you out in front, with these "54 Pounder” Pac kaged 
Nail Departments, one each for common, finishing and box nails. Each 
display-type carton contains 36 well-marked individual sleeve-type boxes, name of a big-ticket item prospect 
totalling 54 pounds, of your best-selling sizes. Designed to catch the eye, when you make the sale? 

and make ‘em buy. Order today. 


a customer who gives you the 


Some dealers promise no re- 
ward for such help but give the 


person who provides the lead some 
useful gift. 
TACK Other dealers give customers 
CORP money for the name of each pros- 
- 
Sa 





pect to whom they make a sale 


FAIRNAVEN, MASS. © HENDERSON, KY. | (°° mount varies, according to 


the value of the appliance. 
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(LOCK CASE HOLI 
2va"” DIA 


+ 


THE ALL NEW 


| Sunray DeLuxe py WESLOCK 











Ww MR «a 
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De Luxe 
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Mr Baird shows (J eri yect (J 








space heater and felis her the 


sfory of its. low cost operation, 


$30,000 in bottle 











gas 


and appliances 


Bottle gas service leads to big-ticket gas equipment sales 


Bottle gas delivery service is used by many 
hardware dealers to interest more people in the 
purchase of replacement big-ticket items and 
equipment they do not already have. 

Hanson Hardware Co. of Newport, Me., pro- 
vides bottle gas service, services gas appliances 
and sells and installs gas furnaces, ranges and 
water heaters. Some of its customers pick up 
their own gas replenishments at the store with 
many impulse sales of a wide variety of mer- 
chandise resulting. 

Fred Baird, who with his son-in-law, James 
Woodson, owns and operates the business, re- 
ports that sales of gas appliances and bottle 
gas total $30,000 in a year. 

Interest in bottle gas has resulted in the firm 
selling the idea of gas furnaces to more than 
50 homes in recent years. The two partners 
have talked gas appliance use and its benefits 
and cleanliness to many customers who visit 
the store to seek other merchandise. 

Good snow removal service on the highways 





of Maine has resulted in many lodges, refresh 
ment stands, motels and other businesses re 
maining in operation 12 months of the year. 

An important aid in the sale of bottle gas for 
heating, cooking and water heating has been 
the records the firm keeps of actual uses of this 
fuel by customers throughout its area. Messrs. 
Woodson and Baird can tell prospective gas 
heat users the cost of heating homes of various 
sizes and types from actual customer records 
They can, for example, cite instances of house 
heating costs running from $25 to $30 per 
month for homes of varied sizes. 

The bottle gas truck driver checks on the 
requirements of each user every week. 

In addition to sale and installation of space 
heaters and furnaces, the firm services both 
domestic and commercial bottle gas accounts 
During the winter months a smaller territory 
is serviced than in the warmer seasons. 

The firm advertises its gas service and appli- 


ances seasonally in a local newspaper. 
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The Engineer from Continental Screw Co. ... 


| 


\ 
... guarantees you 24-hour service 
on all 17 types of self-tapping screws 


Having trouble getting deliveries? 
























Talk to the Engineer from Continental Only Continental Engi 
ontinental offers you the largest inventory Are Required To Have This Training 
( of tapping screws in the country. And this Each engineer at Continental is required to undergo thorough 
: : ' experience producing ground thread taps and gages, with their 
is backed by the most complete line of tapping exacting screw thread dimensions, This special training is 
; passed on to you-—at no extra cost, 
screws. Only Continental makes all 17 types of 





thread-forming and thread-cutting screws. It is 
part of their 2,118,000 screw styles and sizes 
available for 24-hour delivery. 

This vast inventory, combined with Conti- 
nental’s top position in the design and produc- 





tion of special fasteners, guarantees you faster 
service and a top-quality product. 


It will pay you to discuss your needs with You Can Always Count on Continental 


Continental. Their design engineers and pro- Continental Screw Co. 
duction specialists offer you the benefits of Manufacturers of Holtite Fastenings 


over 50 year©rs experience and know-how, New Bedford. Massachusetts, U.S.A. 
, i adate 
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NEW 


1957 






Model 617 E2 





a 
Best Seller 


A hot leader that can pull in cus- 
tomers . smart new off-set 
wheel styling... lightweight . . 
3600 RPM % H.P. Pioneer electric 
motor... complete oe on-off 
switch and overload relay. 


Dealer Cost 19" 


1.0.b. factory. inci, F.E.T 








PIONEER ey i t Motor Corp 


5641 West Dickens Avenus, Chicago 38, Illinois 











PROP UP 


with haunt fall 
CLOTHES PROPS 


Want More 
Volume? - 
SURE YOU DO! 


Want more profii, too? 


wing Will 
— 
Then you want KANT. > i's 
FALLI Every women 
who's suffered the \\ », 


SALES 





eC 







“fallen wash" problem 
@ prospect! Virtually 
unlimited sales poten. 
tial the yeer ‘round! 
Add this quality prod- 
vct to your line todey! 


* 11's patented! 


LOCKS 10 


ORDINARY 
CLOTHESPIN 



















SUGGESTED - — 
ree PRICE ‘ anwusTane 
>) FROM 4 FT. 
JOBBERS - | 
& DEALERS FR curt sup 
WANTED _ = 


Still Available DIRECTION 


PARROW> PRODUCTS 
Kiverdate ‘tation P.O. Hox $7 
DAYTON 5S, OHIO ca 
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Ideas for an advertising 


record file 


Some hardware dealers keep 
scrap books in which they file both 
ads and local news clippings of 
the same weeks. The news clip- 
pings sometimes show the dealer 
why a specific sale or promotion 
succeeded or failed. 

Ray Fleak of Fleak Hardware 
in Webster City, lowa, keeps a file 
of this type. Next to ad clips for 
week of the 11 years in 
which he has advertised are pasted 
clippings of local news items for 
the same weeks. 

Mr. Fleak says, “Sometimes the 
clippings report bad 
weather, disastrous fires or other 
conditions which affect traffic in 
town. 


every 


news 


They help us recall why a 


Ray F leak wilh One % 





t his 15 f ombination ad ond news 


sale was or was not successful, 


and guide our plans for the fu- 


ture.” 

In addition to ads in the local 
newspaper, Mr. Fleak advertises 
in a weekly shoppers guide. 
of his ads in both media are filed 
in his scrap books. 

Fleak Hardware’s ads used in 
cooperation with other merchants 
are also filed in his scrap books. 
These include ads used to boom 
business on slow days. During the 
past year, Mr. Fleak and other 
advertised “Screwy 
Part of the copy 
in each participant’s ads offered 
one item at a very low figure to 
pull heavy store traffic. 


Copies 


merchants 
Tuesday” sales 


story clipping tile books. 
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SEE HOW THEY SELL! 


... THE DRAMATICALLY RESTYLED UNIVERSAL Line 
SPRAYERS, DUSTERS AND ALLIED PRODUCTS FOR HOME AND COMMERCIAL USE 




















You'll make more sales for more 
profit in ‘57 with UNIVERSAL. 
There's a superior product for 
every customer need in this com 
plete line. Write for colorful, free 
Universal catalog and informa- 
tion on jobber opportunities. 


See Us in Booths 757 and 758 
at the Hardware Show 














Pump gun sprayers 
models 


























eer 










- . eae ———— —s = 
— re trata _ 
—— nm 
4 
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= . a 
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Striking new office structure adjacent to expanded production 
facilities, symbolizes Universal s continvoys progress “ an 
© Boon Street Saranac, Michigan 
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COIL 


CHAIN 


PROOF 


| CHAIN 


now packed in 


metal 


TAY-PAILS 


to make your sales 


faster, easier, 


more profitable! 


The “old stand-bys” —famous TM BBB and Proof 


Coil Chain—are now packed 


rugged, meta! 
‘Tay-Pails to assure fast, easy, in-and-out handling 


... effective mass displays, plus quick turnover 


and profits for you! 


Tay-Pails may be used as 


a sales premium—they have many secondary 


uses. Order sizes %%", Ya", %e" 
in Tay-Pails today! 


TM CHAIN DISPLAY STAND 


and %”" 


pac ked 


promotes self-service sales 


A strong, store-trafic stopper—the new 


™ Chain Display Stand, 
leverage chain cutter, 


with long- 
is a self-service 


chain department in itself, And it occu- 


pies less than two square feet of floor 


space! Holds seven reels. Put the TM 
Chain Display Stand to work in your 
store and start reaping chain sales 
profits right away. 


Tavior MAE 


hain «- 


G 


Marnie 


TAYLOR CHAIN CO 


na 


indiana 


ona Fret 
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~~ Washing fon 
NEWS and Views 


(‘Continued from page AL 





Family Income Is Up 6 Pct 
in 1955, Averages $4,400 


The average American family 


had an income last year of $4,400, 
according to the (‘ensus sureau. 
and most incomes have continued 


1956. 
According to the 


upward in 


yovernment, 


family incomes in 1955 vained an 
average of 6 percent over 1954, 
with most of the increase going 
into more purchasing power. That 
is because prices during the period 
were fairly stable, according to the 
Consumer Price Index. 

Of the nation’s 43 million fam 
ilies, about 18 million, or two-fifths, 


received incomes of $5,000 or more 
One-fifth of the 
million, 


71 


families, or 7 
S$? OOD 


) ne 


had incomes under 
lhe other 18 million 
2 ,000- 


families were 


in the to $5,000-bracket. 


Factory Workers’ Average 
Pay Reaches $2 Per Hour 


The average pay of factory work- 


ers reached a new record high in 


september, tne government reports 


Average hourly wages reached $2 


for the first time in history, while 
average weekly earnings set a rec- 
ord of $81, according to the Labor 


Dept. 


The two figures beat the 


records 


set in mid-August when average 
hourly earnings were $1.98 and 
average weekly salaries were 


$79.79 


Soil Bank Payment Checks 
To Farm Areas Delayed 


Hardware dealers in farm areas 


may find their business lagging a 
little with the lag in mailing of 
soil bank checks to farmers. 


The Agriculture 
that 


been 


Dept. 


farmers 


reports 
payments to have 
running behind because of a 


shortage of subsidy certificates 


Only 7 percent of the total due had 

been mailed by Sept. 28 
This makes the 

checks paid out 


O87 ,.213 


total of subsidy 
amount to $18, 
(Resume reading on page 11) 
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3-in-1 GARDEN HOSE VALVE 





ae x 


THE SAMS VALVE bal hebatad > ee 





DEALERS 
TRY IT YOURSELF! SEND FOR SAMPLE— NOW! 


if you want to try before you buy, then send 
us 50¢ to cover cost of individual handling 
and postage, and we will send you a sample 
Sqeezflo 3-in-1 Garden Hose Valve. You'll see 
for yourself what a profitable item it will be to 
you. A coupon will be included with your sam- 
ple that will entitle you to a credit of the 50¢ on 
your next order for one dozen or more Sqeezflo 
valves. 


WHOLESALERS: Write about profitable sales plan. 
Sqeezfio Vaive Division - Roth Rubber Company 


75 East Wacker Drive, Chicago 1, Miinois 
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WATER CONTROL 
from complete on to complete off and 
anywhere in between—locks in position 
desired or automatically shuts off! 


FOR EASY USE | 
only one hand required for complete con- 
trol—squeerze lever fits under palm—thumb 
controls lock! 


OPERATING PRINCIPLE 

no flow restriction—valve operates like 
modern faucets, closes with water pressure, 
Tested over 500,000 times witheut @ leak! 


MATERIALS 

made of new, tough, unbreakable plastic— 
can't rust, bend or crack from use —"*feels” 
comfortable to skin! . 


PROFIT 

$1.95 suggested list price You make $7.60 
a dozen! Packed 12 to eye-catching, die- 
cut, colorful display carton, ,. dealer price 


$15.60. be 


75 E. Wacker Dr., Chicage 1. 


(CO Please send a sample of Sqeezflo, | understand the 50¢ 
enclosed will be refunded on my first order of 12 or more. 


1 RI ae eS | a MOURNE IE See 
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Convention Calendar 


1956 1957 








of ' ts conventions shows conferences 
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More trappers prefer Victor animal 
traps than any other brand, And more 
trappers buy Victor than all other 
brands combined, Here are three rea- 
sons why 





Ne. 1 VG Vieter with delayed action guard 
is the trap selected by thousands of 
muskrat trappers to catch and hold their 
‘rata. Also ideal for trapping skunk and 
mink. 





; 

’ 
Ne. 2 Victor single jaw, coil spring trap 
was designed by and for successful fox 


trappers. Sturdy, quick in action, it has 
exceptional holding power. 





No. 1 JG Victor Step Loss trap is compact 

can be set anywhere Used extensively 

by professional trappers who depend on 
ite holding power to prevent loas. 


Order these and other Victor 
styles used by trappers in your 
erea from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. + Pascagoula, Miss. 
Berkeley, Cal. « Niegere Falls, Canada 
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Convention Check List — 
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National Garden Supply Dealer National Housewares Exhibit, Jan. 17 
Shows, Nov. 18-20, at Navy Pier, 24, at Navy pier and Drill Hall, 
hotel headquarters, Morrison Hotel, Chicago. Sponsored by the National 
Chicago, Ill.; and Jan. 13-15, at Housewares Mfrs. Assn., 1140 Mer 
. : : ' ° e, ‘ 
Kingsbridge Armory; hotel head chandise Mart, Chicago 54; Dolph 
quarters, Concourse Plaza Hotel, 7Zapfel, executive secretary. 
New York, N. Y. Sponsored by 
Garden Supply Merchandiser Mag National Sporting Goods Assn. Con- 
' . . . + 7 
azine, Baltimore, Md. vention and Show, Feb. 3-7, at 
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Me DEALER / 





























AUTOMATIC SHUT-OFF — | 


<yyts WE 


— 
AND HERE’S WHY! 


® MAGIC LOCK 

® TRIGGER ACTION 
® CHROME PLATED FINISH 
® 100% RUST PROOF 
@ LIFETIME GUARANTEE 





A. W. FRANCIS CO. - BOX 266 - SOMERSET, PENNA. 
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Model P5518 R 


Best Seller 


This Pincor reel-type mower has 
all the deluxe features. Recoil 
starter, adjustable cutting height, 
big diamond tread tires and a 
PINCOR 1.6 H.P. engine with re- 
coil starter. 


ey Tu 


1.o.b. factory. inci, F.E.T, 





PIONEER Gen-E-Motor Corp 


5641 West Dickens Avenue, Chicago 39 Illinois 





times ieee tae: 


for 
DYKEM 
STEEL BLUE’? 


Dies and 


Popular package &-o2. can fitted with 
Hakelite cap holding soft-hair brush 
for applying right at bench; metal eur 
face ready for ayout in a few minutes 
The dark blue background makes the 
ascribed lines show up in sharp relief, 
prevents metal glare. Increases effi 
ciency and accuracy 


Write bor full inbermation 
THE DYKEM COMPANY 
Established 1920 
23058 Nerth 1ith St. «+ 8. Lewis 6, Me 
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Hotel Morrison, Chicago. Spon 
ored by the Nationa! Sporting 
(,0008 Assn., 716 Rush St., Chicago 
11, Lil, 


Regional Events 


Ace Hardware Corp., Chicago, 33rd 
Annual Convention and Exhibit, 
Feb, 11-13, at Conrad Hilton Hotel, 
(hicago. Arthur Krausman, con 
vention manage! 

American Hardware Supply Co., 


Pittsburgh, Annual Merchandi 
hai and Stockholders’ Meeting, 
jain, 28-29, at company office and 


11 Terminal Way, Pitts 
burgh 19, Pa. 


y irehou ‘—. 


(otter & Co., Chicago, Spring Future 
Order Merchandise Show, Oct. 28 
$1, in company office 

36 KE. Illinois 
“ ‘ 

(.ift Shows: Washington, Hotel Wil 
lard, Jan. 27-30; Chicago, LaSalle 
Hotel and Palmer House, Feb. 3-14; 


and war 


house. St., Chicago, 


New York, Hotel New Yorker and 
New York Trade Show Buildinyw. 
Feb. 24-March 1: Boston, Hote! 
Statler, March 4-8; Philadelphia, 
liotel Benjamin Franklin, March 
17-20. George F. Little Manage 
ment, 220 Fifth Ave... New York 1] 
except Chicago Show which is con 


ducted by Eastern Mfrs. & Impor 


ers Exhibit, Inc., George F. Little, 
managing director. 

Hardware Wholesalers Ine. Fort 
Wayne, Ind., 10th annual conven 


tion and stockholders’ meeting, Oct 


Nel 


25-25, at company warehouse, 
on Rd., Fort Wayne 


Hibbard, Spencer, Bartlett & Co.. 
201 W. Howard St... Evanston, II! 
lth Annual Merchandise Show & 


{ onvention, Jan 1 1v, at company 


warehouse 


lanney, Semple, Hill & Co., 22-26 
Second Bt South. Minneapolis l. 
ith Annual Retailers’ Conferen 
and Spring Market. Jan 14-16 


Meetings at Hotel Leamington, ex 

hibite at North Star Bldg. 

Cur Own Hardware Co., Minneapol: 
Annual Stockholders’ Meeting ani 
Merchandise Show, Feb. 11-13, at 
company offices and warehouse, 61% 
N. Third St., Minneapolis 


Wisco Hardware 


dealet 


W is.. 


and Sale 


( o., 
of Madison, 


rere handising 


OWhned 
wholesaler annua 
schoo! 
Jan 


Show, 28.29, at company head 


quarters, 15 S. Brearly, Madison 
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State Events 


Retail Hardware Assen. Con 
Feb. 10-12, 1957 
State Coliseum, hot 


Whitley & Jefferson 


\labama 
vention. Sessio 


and exnibit at 
headquarters 


Davis Hlotels Vontgomery, Charles 
Giles, 409 N. 23rd St., Birming 
nam 3. 


Arkansas Retail Hardware Assn. Con 


vention, Feb. 17-18, 1957. Sessions 
and exhibit at Robinson Audito 
rium, hotel headquarters Marion 
Hotel, Little Rock. J. Wayne Tis- 
dale. 908 Rector Bldg., Little Roc! 


California Retail Hardware Assn 
Convention, Feb. 10-13, 1957. Ses 
ions, exhibit and hotel headqua 
Le} at Fairmont Hotel, San Fran 
CISCO Kruever B. Jacobsen, 122 


Ninth St... San 


Francisco 3 


Assn. Conven 


PFessions arn 


(Connecticut Hardware 
tion. Feb. 6. 1957 
hotel headquarters at Statler Hote! 
Hartford Ned tussell, Har 


Hardware. Southport 


Vlorida & Georgia Ketail Hardware 
Asesns. Joint Convention, March 14 
19, 1957 Hote! 
George Washington Hotel, Jacksor 

Filia. W. W. Howell, P. O 

1000, 1640 Plant Ave 


neadquarters at 


ville, 
Drawel 


W AVCTOSS 


(,a 


Hardware Assn. of the Carolinas Con- 
vention, Feb. 19-21, 195% 
exhibit at Radio 
torium, hotel headquarters 
otte Hotel, Charlotte, N. 
Kaelke, 


|: 
Kox H215. { 


Sessior 
Audi 
(ha 

Mart 

P. 0) 


and (ity 


director, 


N. ¢ 


manavinx 
hariotte 7, 
(on 


Hardware Assn. 


Trade 


Illinois Retail 


vention & Show, Jan. 6-2, 


1957 Sessions and hotel headqua) 
ters at Pere Marquette Hotel, ex 
hibit at Armory, Peoria Willia 
F, Ewert, 1194 Merchandise Mart, 
f hicavo 54 

Indiana Retail Hardware Assn. Con- 
vention, Jan. 29-31, 1957. Sessio 
and exhibit at Morat Temple, hote! 
headquarters Sheraton-Lincoln Ho 


Sheely , wo ; 


tel, Indianapolis. W. J 
N Pennsylivat ia St Indianapolis i 
Intermountain Assen. of Hardware & 
Implement Dealers Convention, Ja: 

- 


20-22, 1957 Sessions and hote! 
headquarters at Hotel Utah. Salt 
Lake City, Utah Leon L. Week 

208 Continental Bank Bidg.. Boise. 


Idaho 


Retail Hardware Assen. Conven 


tion and lowa Hardware & Appli 


low a 


ance Buyers Show, Feb. 5-8, 195 
Se ions and exhibit at New Vet 
eran Memorial Auditorium, hot: 


headquarters Hotel Savery, D 
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tomorrow ses 
\ will he buy 
\ from you? 


As you read this advertisement a half-million of the best 
letel f sri mers ir the AV rid cre rece iving the if personal copies 


of the fabulous Goldblatt catalog. 


The y¥ are going ‘© read it with interes st just os other gener- 
ations of iourne ymen ar d contractors in the trowel trodes 
hove been readir q Goldblatt talogs for more than 70 years. 
Durir } these years the Goldblatt name has come to be synony- 
mous wit quality inn the lc cond «¢ experiences of nearly 
ever n who yv rks with trowels mosons, cemen?t fin- 
ishers, plasterers, tile setters, tuck pointers and dry-wall 
op} iors Thy y KI Ww 1nd his fan s catal g s the only 
single source ever published that lists pictures de- 
5 d f es ever . | } ond piece of equip- 
ment they will ever need their work. It's a virtual encyclo- 
pedia * trowel trade ise MAagy y of these tools ore available 
‘ vhere else i world 
Your Customers Read It 

Cc} we that thre  f r trowel trade customers 
wo « e in your store |! ea well-tl nbed Goldblatt cata- 
log ot} ne They ré iit. They know the its . They know 
the ty and specifications. They are pre-sold before they 
come in your store. They ore pre-sold on Goldblatt! 

You Can Get This Business! 
A few of thes: en will ler direct from the catalog but 
very few! Nine tiny t of ten the catalog stimulates sales 
only tor the | cal - Ver 
And no wonder if a Goldblatt dealer is handy! Your prices 
ore exactly the same as thos the catalog ond the buyer 

postage bot! wovs. if y ! k the item, he saves 
time, too. And remember, y im sell any tool or piece of 
equipment in the cataiog at a profit! 


Be Sure You Have Your Copy 
Handy When Customers Come In! 


Write for the Goldblatt Dealer 
Plan Today! 


Idblatt /tool co. o.. 7 





















940 Walnut Street, Kansas City, Mo. 





Rush me my pers nol copy of the Goldblatt 





Cataloe dealer’: swrice list ond full details 
~U : AG, ’ ; 4 





| understand there is no cost or obligation 









Nome : . —-—. 






Store Non © 


& Address , Zone 
Jato \ cn : Stote 
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=< 
SUPER > 
|W? Sa 


HAND TOOL 


for Making Safe 
ELECTRICAL CONNECTIONS 


without Solder or Tape 


A sensational new tool that turns any novice into 
an expert for making electrical connections. We are 
giving the Hardware Trade the first chance for retail 
distribution, are advertising the SUPER CHAMP 
nationally, and guaranteeing the sale. If the initial 
small order with counter display is not sold within 
the specified time, tools are returnable. 


CUTS WIRE—STRIPS WIRE—CRIMPS already 
INSULATED TERMINALS and CONNECTORS— 
SHEARS STOVE BOLTS and MACHINE SCREWS 


Here is the multi-purpose tool that is a complete 
electrical workshop in one tool! Four big selling 
features plus the Big Guarantee Deal! Only the 
SUPER CHAMP ‘Tool makes a clean cut through 
insulation and conductor, Strips any wire size 22-10 
and prepares the wire for the best possible crimp 
Shears threaded bolta and machine screws cleanly, 
no burrs to file, no damaged threads. Four tools in 
one, and with the already INSULATED ‘Terminals 
and Connectors, your customers will have everything 
needed for a perfect connection 


MAIL COUPON for 


Discounts and Deal 


EXCLUSIVELY SOLD BY 


AMERICAN PAMCOR, INC. 


181 Hillerest Avenve, Hevertown, Pa. 


A Wholly Owned Subsidiary of 
Avwcratt Marne Prod te. ine 


, SS ae ae eee eeoan 





AMERICAN PAMCOR, INC. 
181 Hillcrest Avenue, Dept. AO 
Havertown, Pa 


We are interested. tend us dealer discounts and 
details of your GUARANTEE Deal for CHAMP Teel 


Name 
Address 
City a SS 


— - ~ ERIS ame 








—EE | 








Gardex 
gives you 


more 
ways 


0 
move 


more 


garden 


tools 


154 





Self-Liquidating Displays! Colorfu! 
attention getting, compact take minimum 
oor space. New “Self-Liquidating” Plan pays 
cost of most of these displays. Ask your 
jobber or write direct for profitmaking details 


Mo. 770. 


The “Midget” 
Tool Merchandiser 
that created a 
whole new 
market! 





Me. 760. 


Lightweight Tool 
Floor Display 
Opens a vast, 
untapped market 
for lighter 
weight tools 








Me. 960. Greatest development in long 
handied tools. A complete department in a 
few square feet 


Meo. 955. 


Finest rack ever 
for a limited 
display Holds 
twice as many 
tools as the 
ordinary rack 





Me. 777. 


Combination 
Lightweight Floral 
and Midget | ool 
Display Big 
selier in 

ttle space 





EAALY ORDER DISCOUNT 


Your jobber is authorized to allow # discount of 
5% for placing your order before December 15 


GARDEX nc. 


401 N. Cerrell, Michigen City 10, Ind. 











Convention Calendar 





(Continued) 


Moines. Philip R. Jacobson, Mason 


City. 


Kentucky Retail Hardware Assn. Con- 
vention, Feb. 19-21, 1957. Sessions, 
exhibit and hotel headquarters at 


Kentucky Hotel, Louisville. Ed 
ward Keiley, 501 Republic Bidg., 


Louisville 2. 


Louisiana Retail Hardware Assn. Con- 
vention, March 31-April 1, 1957. 
Sessions, exhibit and hotel head- 
quarters at Roosevelt Hotel, New 
Orleans. David O. Mansfield, P. O 
Box 1696, Jackson 5, Miss. 


Michigan Retail Hardware Asen. Con- 
vention, Feb. 24-27, 1957. Hote!) 
headquarters at Statler Hotel, ses 
sions at hotel and Eight Mile 
Armory, exhibit at Armory, Detroit 
Harold W. Schumacher, 1916 Mich 
igan National Tower, Lansing ® 


Minnesota Retail Hardware Assn. 
Convention, Jan. 2-24, 1957. Ses- 
sions and hotel headquarters at 


Curtis Hotel, exhibit at Minneapolis 
Auditorium, Minneapolis, C. J 
Christopher, 3033 Excelsior Blvd.., 
Minneapolis 4. 


Asan 
1957. Ses 


Mississippi Retail Hardware 

Convention, Feb, 24-25. 
exhibit and hotel headquatr 
ters at Heidelburg Hotel, Jacksor 
David O. Mansfield, P. O. Box 1696. 
Jackson 5. 


sions, 


Missouri Retail Hardware Assn. Con 
vention, Feb. 19-21, 1957. 
exhibit and hotel headquarters at 
Sheraton-Jefferson Hotel, St. Louis 
Harry Scherer, 2340 Hampton St.., 
St. Louis 10. 


Session 


Montana Hardware & Implement 
Assen. Convention. Oct. 25-27, 1956 
Sessions and hotel headquarters at 
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~~ 
fy 
~~ 
ver heor of the pointed desert 
W e “/ @ sold thee ry the point. 
©) Hardware Age 95G 
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VIiLi 


the insect wire screening 
your customers prefer 


Every year, more and more hardware dealers insist on 
“OPAL Insect Wire Screening . . . no substitute accepted.” 
This is because their customers want OPAL, and only 
OPAL, the wire screening that is marked and measured 
for their convenience and protection. OPAL, too, mecas 
quality with no premium in price, whether it’s Aluminum, 
Galvanized, or Bronze. 


IN ADDITION OPAL Se reening offers you the original 
multi-strand re-inforced edge. This adds rigidity, makes the 
screening lie flat, provides extra-strong tacking edge. OPAL 
qualit) screening complies fully with the Commercial 
Standard CS1I38-55 of the United States Bureau of 


Standards and kederal Specification RR-5-—Ildla 


IRE CLOTH COMPANY YORK - PENNSYLVA 
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(Convention Calendar 


(Continued ) And Now. ee 


Hotel tainbow, (;reat Falls. Nor 
man O. Blevins, P. O. Box 1152, 
Helena. 








Mountain States Hardware & Imple- | the Star 
ment Assen. Convention, Jan. 22-24, | of the 
1957. Sessions and hotel headqua: Sh 

: : ow 
ters at Cosmopolitan Hotel, Denver, | 


; (Colo. I rancis WwW. Reich. ,? {). Box 


hd ” 
73, Boulder, Colo. 
Model P622 BR : mua KED RUSSELL 
Nebraska Retail Hardware Assn. Con- LINE OF 
Best Seller vention, Feb. 12-14, 1957. Sessio 
Audi 


and exhibit at Omaha City 
Big 22” deluxe rotary mower, has torium; hotel headquarters, Fon p lj T T y K N Vy ' S$ 
front grass spray and off-set wheel. tenelle Hotel, Omaha. C. A. MeCoy 
Powered by a 2% ALP. Briggs 825 Insurance Bldg., Lincoln 8. 
& Stratton lightweight engine. a n d . ( ra A P 7 i 5 
Equipped with recoil starter, Lo- 
Tone muffler and leaf mulcher as New England Hardware Dealers Assn. 
standard, free of extra cost. ( onvention, eb 20-22, 1957. Se 
sions and hotel headquarters at 
areaiadnciinns *H5” Statler Hotel, exhibit at hotel and 
First Corps Cadet Armory, Boston 
Mass. A. C. MacHardy, 185 Dart 


f.o.b. factory. inci. F.E.T ; 
mouth St., Boston, 16. 


, 


New York State Retail Hardware 
Assn. Convention, Feb. 4-6, 1957. 





Sessions and hotel headquarters at 
Hotel Statler, exhibit at Memoria! 


, Auditorium, Buffalo. Nicholas H Here they are — the stars of the Hard- 
PIONEER Gen-E-Motor Corp. Kiley, Hills Bldg., Syracuse 2. ware Show — the revolutionary new 
of “Red” Russell 





line putty knives 
5641 West Dickens Avenue Chireen 79. thine!’s , and scrapers. Dealers raved ; avec 
North Coast Retail Hardware Assn pam see ed and raved 
. : ag peed about these “red” hot items. 
aad Convention, Feb, 3-5, 1957. Hot 
f headquarters New Washington Ho Look at these 


el, sessions and e ib at Senato 
MR. PHXZ WORRIES Avditeriuen, Seattle, Wash. Martin | SEVER-SEEN-BEFORE features 


W. Danko. Route 12, Box 109. Fif: 


ABOUT SHELF SPACE! oo se 


@ “in the groeve”’ thumb 





North Dakota Retail H¢irdware Assn guide 
(onvention, Jan. 15 i6, 1957. Ses @ Tevgh plastic handles 
sions, exhibit and hotel he idquat © Hi-grade, tough tool 
ters at Graver Hotel, Fargo. Mi steel blade 
2 J MeGrann,. 54% £=Proadway. @ Hollow rivet for easy 
hanging 
largo. 
®@ Popular sizes and 
| ; : shapes 
Ohio Hardware Arn. Convention. @ 48 pieces in one foot 
Feb. 11-18, 1957. Sessions and ho of counter space 
: *f ar ° ; at : {° . ig ‘ 
He stocks fasteners only as a bet apr ye sa , — Z — — 0 cree 8© ame 
service, but he uses up sixty exhibit at CVSIAE UDINE ms wat Attractive Rotary point-of-purchase display 
torium, Cleveland, John B. Con! included free with No. R-100 Assortment 


/ 
feet of shelf space to do it! lin. 198 S. High St... Columbus 15 


Poor Mr. Phar! He doesn't know it isn’t 
necessary any more to steck separate boxes 
of fasteners, which take up shelf space far 


Oklahoma Hardware & Implement 
Assn. Convention, Feb. 3-6, 1957 


No. R-100 ASSORTMENT 


more valuable than the fastener sales are Sessions and exhibit at State Fal 30 Putty Knives 

worth! Me hasn't heard about the Sharon Grounds, hotel headquarters Ski: 18 Scrapers 

ine, which offers a compact handy method vin Hotel, Oklahoma City Aaron Tote! Retell * + « + $44,100 
of stocking 1000 sizes in only 13 feet of 7, Ee 512 Midwest Ride Dealer Cost... . 26.46 
shel! space! And best of all. if utilizes in orate . - , Dealer Profit... , 17.64 


expensive store space, saves the down-front Oklahoma City, 
spots for the large-profit items! 
Pacific Northwest Hardware & Im- 
plement Assn. Convention, Jan, 27 
29, 1957. Hotel headquarters and 
essions at Davenport Hotel, Spo 
ASK YOUR JOBBER, OR WRITE: kane, Wash. J. Maleolm Smith, 210 
Empire State Blidge., Spokane 1 


Wash 


Use of minimum ond inexpensive space is one Order NOW from your wholesaler or write to 
important reason why it pays to stock the 


Sharon line! 











CUTLERY COMPANY 





Pacific Southwest Hardware Assn... | Southbridge, Massachusetts 
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R/M WICKS ARE 
RELIABLE SELLERS 








You'll sell it fast 


because 


KINDLERITE . : 
R/M’‘s standard quality iT paints SO fast! 
woven asbestos kindler. A . 
sturdy, long-lived wicking 
with wire core in both warp 
and filling yarn. Packaged 
S' ft., 6ft. and 100 Tt. to the 


P w ” 
box. In widths of %", 1’, 
1%" and | yy”. 





AE 


ee 






i 


i Kyanize * v 


Plastic 
COLOR: 


preé 


‘SV-To.use watt PAIN! 








QUIK FLAME 


The most efficient kindler 
ever developed for range 
burners. Patented open mesh 
construction provides best t 
possible results with distillate 
oils. The extra-heavy wire 
core yarn keeps the kindler 
upright in the burner chan- 











nel. Glass yarn at burning 


edge facilitates the removal When folks wanta fast, fuss- 


of carbon deposits. Pack- 


aged 6 ft. to the box. %” and free color-change, sell 'em 
1%” wide. 





oS c-lilh 4m ttl ilem Ofelielat-tela 1-3 





WOVEN GLASS 


Kasy to brush or roll on... 
Ihe acme of perfection in 


self-smoothing. 
stove kindlers. The only glass K 


wicking woven with a wire 





uick drying... takes just '4 
core in every strand to pro- Quick drying akes just ), hour. 
tect the burning edge. Pack- ry 
ruly oc ae at all! 
aged 5¥% ft., 6 ft. and 100ft. r'ruly odorless no odor at all! 
to the box. In widths of %*" , = 
wan Pes r ad Velvety flat finish ... washable 
1”, 1%" and 1%’. 
overnight. 
Touch-ups don’t show... no laps... 
even after paint is dry. 
Ready-mixed colors ... bases for 
Kolormatic tube system. 
R/M lighting rings provide long life and trouble-free performance in wickiess ; hahah 
kerosene stoves and heaters. The public knows this. so keep them in stock and Thi —— 
keep your customers happy All of them are priced to yield a generous profit. in with water... clean up brush or 


roller, even spatters, with water. 


RAYBESTOS-MANHATTAN, INC. i's NEW ...i's by KYANIZE 


-»-.- ask your Kyanize salesman or write for 
ASBESTOS TEXTILE DIVISION, Manheim, Pa. full details on Introductory Assortment with 


FACTORIES: Manheim, Pa. + Bridgeport, Conn. ¢ No. Charleston, display materials and complete selling kit. 
S.C. « Pasoi, NJ. «¢ Neenoh, Wis. ©¢ Crawfordsville, ind. 


Peterborough, Ontario, Canada 


* 
RAYBESTOS-MANHATIAN, INC. Asbestos Textiles « Laundry K;, eas i Ze 
Pads and Cowers « Abrasive and Diamond Wheels « Pachings PAI NTS, inc. 
Brake Linings « Brake Blocks « Clutch Facings « Fan Belts 


Radiator Hose « Rubber Covered Equipment « industrial Rubber, EVERETT 49, MASS. - SPRINGFIELD, iLL. 
Engineered Plastic, and Sintered Metal Products ¢ Bowling Balls MONTREAL, CANADA 
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HERE'S 





atunday 
ph@ypppets 


LIKE HUNDREDS of your customers, he's a 
home handyman. His projects call for nails 
and brads so make certain you're well supplied. 
Stock Cortland Brand Nails and Brads 

display ‘em on a counter where they'll remind 
him (and customers like him) to buy. 





BRAND 


NAILS & BRADS 


are purposely put up in colorful, 
convenient, self-selling packages. 


Nails are supplied in Green packages, brads 
in Yellow, with both clearly marked for weight, 
length and gauge. A complete stock of sizes 
(Ys Ib., Ya Ib. and | Ib. packages) can be dis- 
played in a minimum of counter space. 


Accurately manufactured and uniformly finished, —_ oa on 
Cortland Brand Nails and Brads are made from electric "cludes streamers, folders, 


furnace steel, They're tough newspaper mats to help you 
wOOr. gn, rust-resistont . . . have = geli Corti 
sharp points and true-lormed heads. Order them from Write for itl sean 


your jobber today 
WICKWIRE BROTHERS, INC., CORTLAND, N.Y. 
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(Continued ) 


Convention, Feb. 19-21, 1957. Ses- 
sions and hotel headquarters at 
Lafayette Hotel, exhibit at Munic- 
ipal Auditorium, Long Beach, Calif. 
Otto H. Grigg, 1519 8S. Garfield 
Ave., Los Angeles 22, Calif. 


Pennsylvania & Atlantic Seaboard 
Hardware Assen. Convention, Jan. 
29-31, 1957. Sessions and exhibit 
at Convention Hall, Philadelphia, 
Pa. L. W. Jenness, 707-710, 1616 
Walnut St., Philadelphia 3. 


South Dakota Retail Hardware Assn. 
Convention, March 19-21, 1957. Ses- 
sions and exhibit at Coliseum Audi- 
torium, hotel headquarters Carpen- 
ter Hotel, Sioux Falls. O. R. Baily, 
1300 S. Jefferson Ave., Sioux Falls. 


Tennessee Retail Hardware Assn. 
Convention, Jan. 27-29, 1957. Ses- 
sions, exhibit and hotel headquar- 
ters at Hotel Chisca, Memphis. 
Morris Jones, P. O. Box 784, Nash- 
ville. 


Texas Hardware & Implement Assn. 
Convention, Jan. 27-30, 1957. Ses 
sions, exhibit and hotel headquar 
ters at Shamrock Hilton, Houston, 
R. M. Souder, 1108 Gibraltar Life 


Bldg., Dallas 2. 


Tri-State Hardware & Implement 
Assn. Convention, Feb. 10-12, 1957. 
Sessions, exhibit and hotel head- 
quarters at Herring Hotel, Ama- 
rillo, Texas. R. B. Allen, executive 
secretary, 1408 4th Ave., Canyon, 
Texas. 


Virginia Retail Hardware Assn. Con- 
vention, Feb. 10-12, 1957. Sessions, 
exhibit and hotel headquarters at 
Hotel Roanoke, Roanoke. G. T. 
Omohoundro, Jr., Scottsville. 


Western Retail Implement & Hard- 
ware Assn. Convention, Jan. 7-9, 
1957. Sessions and exhibit at Audi- 
torium, hotel headquarters Hotel 
President, Kansas City, Mo. W. J. 
Shaw, Suite 214, Werby Bldg., 3915 
Main St., Kansas City 2, Mo. 


West Virginia Hardware Assen. Con- 
vention, Feb. 17-19, 1957. Sessions, 
exhibit and hotel headquarters at 
Daniel Boone Hotel, Charleston. 
James C. Fielding, 1628 McClung 
St., Charleston 1. 


Wisconsin Retail Hardware Assen. 
Convention, Feb. 5-7, 1957. Ses- 
sions and exhibit at Milwaukee 
Auditorium-Arena, hotel headquar- 
ters—-Schroeder Hotel, Milwaukee 
H. A. Lewis, Stevens Point. 
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Too many 
quarterbacks 
Spoiling 
pump sales? 


* Bill Daughtrey. of Nownd Co 
inc., Lynchburg, Va., and Bruce 
Paddock Goulds Representative 
team up to help Goulds Dealers 
im the Virginia area. 





THE GOULDS TEAM” HAS YOUR ANSWER 


If too many sources of supply are spoiling the sales (and 
profit) picture in your pump department-~it's time to call 


for the Goulds Team' 


Your Goulds Distributor and Goulds Representative can 
show you facts tacts that will prove you can se// more 
pumps and make more money in the pump business by 
concentrating on the complete Goulds line the line with 
a pump to serve every well best. The Goulds team wil! show 
you advantages all along the line help you tackle your 
market with workable sales plans. Help you guard your 


profits by maintaining balanced inventories 


Call the Goulds Distributor in your trading center or write 


us today for down-to-earth details 


GOULDS PUMPS, INC. Dept. HA-106 SENECA FALLS, N.Y 


GOULDS PUMPS 


HARDWARE AGE, OCTOBER 25, 1956 159 





A Complete Line of 
Pumps for every Farm 
and Home Need 


You get MORE with 


ke ee ee ee ee ee ee ee ee ee ee ee hm hm.LUmDLLUmD LD 





















WHAT'S NEW 








® For more information on these products and services 
use free post card on page 163. 


(‘Continued from page 13) 
unit becomes a 24 in. snow brush 
The handle has a vinyl squeeges 
and a safety-edge ice scraper and 
rake for removing ice from win 
dows. The kits come a dozen to a 
display shipper and retail at $1.29 
Also included in Empire’s winter 
line is a $1, 2-piece Sno-Tool Kit 
Kmpire Brushes, Ine. 

For more data circle No. 10 on posteard, p. 163 


Knife and Scraper Line 

A new line of putty knives and 
scrapers is introduced as the Red 
The head of the tool 
handles are of cushioned 


Russell line, 
plastic 
while the handle is butyrate with 
nickel-silver rivets. The tool stee! 
blades can be had either stiff or 





elastic. Rotary point-of-sale dis 
R-100 


Harrington 


play comes free with No 
assortment Russell 
Cutlery Co, 


Per more data circle Ne. ll on peateard, p. 163 


Mirror-Storage Cabinet 


Two things that every woman 
wants has been combined in the 
cabinet marketed by Lyon. A full 
length mirror and extra storage 
space are provided by this cabinet 
which can be hung on any wall o1 
door. Overall dimensions are 66%, 
in. high, 20% in. wide by 4 in 
Net weight 45 lb. The unit 
is finished in Bonderized 
Lyon Metal Products, Inc 


Per more data circle Neo. 12 on posteard, p. 163 


deep, 


white. 


160 


Ironing Table Pad Set 
Housewives will be customers for 
this improved pad and cover set 
for ironing tables. The set has a 
Silicone ironing cover and a foam 





rubber pad. Model 205 is packed 
if} display cartons. 
Paeachke ad Fre y Co, 


For more data circle No. 13 on posteard, p. 163 


Geuder. 


Sprinkler Hose Reel 


Homeowners will be customers 
for this sprinkler hose reel (illus 
trated). The bright vellow unit 
handles up to 50 ft of sprinkler 
hose in a single roll. The Reel- 
Kasy is stuck into the ground and 
any desired amount of hose may 
be unreeled and used without un- 


winding the entire hose. The com- 





pany also manufactures a garden 
hose reel called the Merry-Go-Ree! 
which holds up to 50 ft of hose. 
Rlilibee Mfg. Co. 


For more data circle No. 14 on postcard, p. 163 





Power Lawn Sweeper 


Homeowners with large lawns 


will be 


istomers for this 


pow eT 





lawn sweeper. The unit's power 
driven brush picks up leaves, 
acorns twigs and lawn trash 
quickly and efficiently Western 


Tool and Stamping (0 


For more data circle No. 15 on posteard, p. 164 


Liquid Plastic Sealer 


Your customers will find many 
uses around the home for Dab, plas 


tic repair product that seals leaks 


-_ 


in vinyl plastic pools, toys, and 


rainwear. Dab is transparent and 
eliminates the problem of providing 





baud plastic rep 


© way pegis toys (oer? 





patches in matching colors. Solu- 
tion is dabbed over the punct ire 
with 


applicator provided in the 


container, then allowed to dry. Re 
pair is as flexible and waterproof 
as original plastic sheeting. Rk. M 
Hollingshead Corp. 


For more data circle No. 16 on postcard, p. 163 


Mobile Power Sprayer 
Large areas can be sprayed with 
this Universal power sprayer The 
unit is equipped with a Clinton 
4-cycle gasoline engine with recoil 
starter and a roller pump. The gal 
vanized steel tank has a capacity of 


10 gallons Discharge equipment 
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TUFF-TEST WRENCH KITS 
Plastic Pouch & Metal Wall Rack with 
5 or 6 pc. Set of ENGINEER'S or COM. 
BINATION Wrenches 4 


v 













Stage these dramatic NONE BETTER Dis- 
plays on your floor, wall or counter —spot- 
lighting fast-selling NONE BETTER Tools son BAe 


and Sets—and see the fast-moving sales per- 
















formance that spells big Tool profits for you! 
NONE BETTER offers you top-quality, me- 


chanic’s Tools — backed by powerful Sales 








mV ane and Merchandising Aids — at popular, sales- 


WN ¥ active prices. Take advantage of 





} 1 this money-making opportunity. 
ae », re Write for complete details and 
VY prices today! 
TUFF-TEST 4i ff 
SOCKET WRENCH SETS 


Metal Well Rack with 1! or 19 pe 
Secket Set including Rotchet, EI! 
Hendle ond Screw Driver Adapter 


FOR COMBINATION 
SALES 


The 2 Metal Recks, above, 

heok securely tegether ond 
on wall as shown —build- 

jag @ Tool Department tor 

) ag customer... combine- 
soles fer you 


TUFF-TEST WRENCH SETS 


Forged Stee! Wrenches in Screw- 

Metal Clips. 5 & 6 pe. Sets — ENGI- 
NEER'S. LONG BOX ead COMBINA- 
TION Wrenches ~— Heevy ond Light 
Duty, Polished or Unpolished Heads. 














NONE BETTER 
SOCKET SETS 
ber ged Atoy Steel Sockets ond 
s Va", Ve", ee" ond 


Ber benere Brive dots. THE NEW BRITAIN MACHINE CO. 





p04 


NEW BRITAIN, CONN, 
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WHAT’S NEW 








includes 10 ft of hose with a % in. 
curved brass extension tube, 28 in 
lony. Universal Metal Products Co 


Por more data circle No. 17 on posteard, p. 163 


Edger and Cultivator 

A lawn edger (illustrated) and 
a cultivator have been added to the 
Trump line of garden tools. The 3- 











pronged hand cultivator has a hard- 
wood handle and heavy steel tines. 
It is finished in green. The lawn 
edger, also finished in green, is 
4\% ft in length. Animal Trap Co. 
of America, 


For more data circle No, 18 on postcard, p. 163 


Caulking Gun 


Homeowners and professionals 
will be customers for this half bar- 


rel caulking gun made of heavy 


? 





gage steel. The gun is designed to 
handle all spouted metal or fibre 
cartridges. Retails at $1.75 and 
comes packed six to a carton. Nor- 
wood Metal Products. 


For more data circle No. 19 on postcard, p. 163 


Chrome Bathroom Scale 


A handy chrome handle and a 
stow-a-way bracket are the big 
features of this bathroom scale. 
racket is attachable to tile, plaster 
or wood without screws or bolts. 
All chrome finish with colored 
rubber mats retails at $11.95. Unit 





in colored enamel finish with black 
mats is $8.95. Higher in far west 
and Canada. Hanson Scale Co. 

For more data circle No. 26 on posteard, p. 163 


Outdoor Thermometer 


Homeowners and 
owners will be customers for this 
outdoor thermometer which clips 
on a window. Unit fastens to case- 
ment windows or the outside of the 





front vent window of an auto and 
provides constant check on outside 
air temperature. Instrument is 
made of transparent Tenite with 
large easy-to-read figures. It ranges 
from minus 70° to plus 120° F. 
Taylor Inatrument Co. 


Per more data circle Ne. 21 on posteard, p. 163 





automobile 
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Heavy-Duty Saw-Jointer 


Commercial shop 
home shop enthusiasts will be in 


owners and 





terested in this heavy-duty saw- 
jointer. The combination features 
a 9 in. tilting arbor saw and re- 

$176.75 


Delta’s newest unit offers several 


tails at (less motor) 
innovations in design as well as 
retaining features of previous saws 
Delta Power Tool Div., Rockwell 
Mfg. Co. 


For more data circle No. 22 on postcard, p. 163 


Economy Mower Line 
Shoppers living on a budget will 
be interested in this quality line 





of low cost power mowers. The 
Garden Pride is available in three 
models with Briggs and Stratton 
and Clinton engines. A choice of 
a 2 or 4-cycle engine can be had 
with the 18 in. model. The 20 in. 
model comes with a 4-cycle engine. 
Southland Mower Co. 


Fer more data circle Neo. 23 on postcard, p. 163 


Fishing Line Additions 
Three lines of fishing tackle have 
been added to this manufacturer's 
fishing lines. Closed-face reel line 
Invincible, tight- 
(Continued on page 166) 


is available in 
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Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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use this FREE 


y 4 



















CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 








FIRST CLASS 
PERMIT NO. 
(Sec. M9 P.L.AR) 
New York N.Y 








BUSINESS REPLY CARD 


No pestege necessary if meatied in the United States 





POSTAGE Witt BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Postcard valid @ weeks only. After thet use own letterhead fully describing item wanted 10/25/54 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


1 2 3 4 5 6 7 8 owe 11 12 13 14 15 
7 a ee ae 22 23 4 #=%@% 24% 27 $a 29 30 
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@ Each issue brings you dozens of descriptions of new products, new dis- 


@ When you want more free information on any of these products, simply 


@ Drop the post card in the mail box. No postage is needed. You will 


AA 


Here is Your Quick Check Card 


What it is... How it works 


plays, etc., in the “What's New’ columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


mark a circle around the same number on the post card as appears 
under the individual item description. 


quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 





will be sent you on each item. 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 





























Postcard valid § weeks only. After thet use own letterhead fully describing item wanted 10/25/56 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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sales appeal 


49 paint tools 


on FREE” 
revolving 
selt-serve 
shopper 











No. C10 CAROUSEL DISPLAY 


The C105 Shopper 


Combination 





@ 





ment, 


NEW 


OQ times more 


packed complete 
with individually 


carded tool assort- 


display, hooks, 
structions in one cor- 


rugated container. 


Hy WP PAINT UP Too. 





aw paintur Ss 


ls, 


, f 
si severe 
*"' we we aa 





















MANUFACTURING 


BLACK AND SILVER BRAND Total Sales List $52.20 
'y Dozen Each Retail Each Total List 
(2E-1'/," Flexible Putty Knife $1.00 $6.00 40%, Dealer Profit 20.88 
(25-1'/," Stiff Putty Knife 95 5.70 —— 
(2E-3° Flexible Scraper 1.40 8.40 Dealer Cost 31.32 
(25-3" Stiff Scraper 1.30 7 80 
(2E-4" Flexible Wall Scraper 1.70 10.20 Size 141/,” Dia 
DIAMOND BRAND overall, 30” high 
(3E-1'," Flexible Putty Knife $ 70 $4.20 
(35-1," Stiff Putty Knife 65 3.90 Total Shipping Wt. 
(36-3” Flexible Scraper 1.00 6 00 171/, tbs 
‘OUSEL DISPLAY FREE WITH THIG ASSORTMENT i 
co. SOUTHBRIDGE MASS., U.S.A. 
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Model P5521 F 


Best Seller 


A big mower at a modest price. 
Power to spare in the big PINCOR 
2 HLP. engine equip with an 
automotive type carburetor and 
weather-proofed ignition system. 
All-steel chassis and husky dia- 
mond tread tires. Of course the 
cutting height is adjustable from 
Mn” to 242". 


mca gM 


f.o.b. factory. inci, F.E.T 





PIONEER Gen-E-Motor Corp 


5641 West Dickens Avenue, Chicago 39, Hilinois 





WHAT’S NEW 











FOR BUYERS OF 
LOW PRICED 


HIGH SPEED DRILL BITS 


"U. S. Eagle” is TOPS! 


THE "U.S. EAGLE” LINE OF 
29 JOBBERS LENGTH SIZES 
AND 60 WIRE SIZES PACKED 
ONE AND TWO IN AN EN. 








VELOPE IS PRICED TO SELL. 





























CENTURY DRILL & TOOL WORKS 


100 LAFAYETTE $I 


DIVISION OF AVILDSEN TOOL 





166 








THE 167 DRILLS IN THIS CASE 
SELL FOR $130 AT RETAIL PRICES. 
DEALER'S PRICE FOR CASE AND 
DRILLS COMPLETE IS $75. 





NEW YORK CITY 
S & MACHINES, INC 





® For more information 
on these products and 
services use free post 
card on page 163. 


(Continued from page 


162) 


braided nylon 
monofilament 
also available 


(illustrated), and 
Platyl. 
in a spinning ver- 
sion. Headliner is a head-weighted 


Invincible is 





trolling line featuring a different 
color for each 10-yd section so fish- 
erman knows exact amount of line 
played out. Lines come in variety 
of lengths and test weights. B. F. 
Gladding & Co., Ine. 


Por more data circle Ne. 24 on postcard, p. 163 


Brush-On Tile Adhesive 


Your homeowner customers will 
be able to lay Excelon tile more 
easily with this adhesive which can 
be spread with a paint brush. The 
adhesive, S-700 brushing cement, is 
permanently tacky and will not dry 
out. It will not 
harmful fumes. 
175 aq ft. 


burn and has no 
One gallon covers 
Adhesive is being intro- 





duced in home mechanic's kit with 
scissors, brush and tile. Armatrong 
Cork Co. 

For more data circle Ne. 25 on pesteard, p. 163 


Leather Shell Carrier 


Outdoor marksmen will be cus- 
tomers for the leather shotgun shell 








belt and carriers for rifle and pistol 
cartridges added to this company’s 
line. The shell belt is made of rus- 
set leather and is available in two 
sizes adjustable to fit waists from 
$2 to 50 in. Carriers are russet or 
black and are available with five or 
ten pockets. Boyt Co. 


For more data circle Neo. 26 on postcard, p. 163 


Compressed Air Sprayer 


Safety is the main feature of this 
Dobbins compressed air sprayer. A 
safety 


head permits air to escape 





from the sprayer automatically if 


over pressurized. Dobbins Div., 
Chamberlain Corp. 


Fer more data circle Ne. 27 on postcard, p. 169 


Fiber Glass Pipe Wrap 

Known as Pitt-Wrap, this pipe- 
line insulation is available in paral- 
lel-reinforced and non-reinforced 
A complete line of widths 
and lengths will be furnished in 
this fiber glass pipe line wrap 
Fiber Glass Div., Pittsburgh Plate 
Glass Co. 


types. 


Per more data circle Ne. 28 on postcard, p. 163 
(Continued on page 168) 
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YOU CAN 
STILL ORDER 


these 








best sellers 


in time for 


Christmas sales! \ A | 
Advertised in | 
McCALL'S Magazine | 


LIVING For Young Homemakers 
BRIDE'S Magazine 


tne 











Be ready to meet the big Christmas 
demand for nationally-advertised 
Cal-Dak hostess accessories for 
gifts and holiday entertaining! 





* Roll-A-Trays and 
Roll-A-Tray Sets 
* King-Size Florentine Brass 
and Black Modern Tray Tables 
and Sets 
* Queen-Size Tray Tables and Sets 
* Florentine Brass and 
Black Modern Hostess Carts 
* Hose Reels 
* Shopping Carts and 
Laundry Carts 





Leading jobbers in every 
major city...and CAL-DAK’S 
3 factories ...are ready 

to fill your orders in time 

for Christmas selling. 








Manutacturers of Work-Saving Quality Housewares 


Three factories to serve you better 


co-«es LANCASTER, PA. + LaPORTE, IND. + COLTON, CALIF 
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Heres slatone get: 
@FREE NEW 
“Selling Tree’ Display 





a 


ow 


, 





NRHA Approved 


~ td & Displays 


=| 
‘ 





. ahs 17” high, 
18 wide, 
12° deep 


@ Wrought iron 
style metal 
construction 


AT LESS THAN REGULAR PRICE... 


this popular assortment of Edlund tools: 
6 Edlund Top-Off Jar Openers 
5 Edlund ’49-er Tu-Way Openers 
6 Edlund Junior Can Openers 

3 Edlund #2 Egg Beaters 





. os SS Se 
~ 








4 
a 





Limited Time! Limited Quantity’ 


EDLUND COMPANY, IN¢ 
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WHAT'S NEW % 





New Rotary Mower Line | 


This manufacturer has a new line 
of 21-in. rotary power mowers which 
includes three special promotional 
power mowers. Leading the line is 
the deluxe Model C430R (illus- 
trated). It features a 4-cycle, 3-hp 
Clinton engine, rewind starter, 
shut-off switch, hand throttle and 


MORE THAN 
a chip 
rack... | 














A COMPLETE COLOR 
MERCHANDISING AID 


Pratt & Lambert Tube System of Calibrated Colors 
Wins Praise, Boosts Sales! 


ENJOY THESE ADVANTAGES: 


Simplified, workable system Established brand names 
Unusually beautiful colors Stimulating merchandising aids 
Finest quality products Understandable pricing structure 


Available in: New Lyt-all Flowing Flat, Vitralite Enamel Eggshell, 
Cellu-Tone Satin, P & L. House Paint. 


For interesting details about an opening assortment, write Pratt 
& Lambert-Inc. 75 Tonawanda St., Buffalo 7, N. Y. In Canada: 254 
Courtwright St., Fort Erie, Ontario, 





) PRATT xs LAMBERT-10c. 


ee te, anes. 





4 Dependable Name in Paint since 1849 
NEW york * BUFFALO © CHICAGO © FORT ERIE, ONT. 
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ball bearing wheels. All models fea- 
ture adjustable cutting heights, 8&- 
in. wheels and steel housings. Atlas 
Tool & Mfq. Co. 


For more data circle No. 29 on postcard, p. 163 


Fish Lure Assortment 


A second assortment of four 
Ocean City spinning lures is 
mounted on a Foamtex base within 
a clear plastic box. Assortment 
No. 850 retails at $2.75 and con- 
tains the following lures: a % oz 
nickel plated reversing lure with 
double blades (one full ribbed) and 
red and white bellies, ', oz tri-bend 
blade spinner with lower bend in 
red and blade nickel plated, 4 oz 
spinner with gold plated color- 
dashed arrow blade, and a 1/6 oz 
rapid spinner with cross-mounted 
copper blades and red dot. Mon- 
faque-Ocean City Rod and Reel Co. 


For more data circle No. 36 on posteard, p. 163 


Masonry Drill Kit 

This handy, pocket-sized carbide 
masonry drill kit is known as the 
Super Junior and offers the four 


- 
om 
i 
* 
ae 
coe 
-_. 
-. 
- 
-. 
- . 
| 





most popular bit sizes. The carbide 
tipped spiral bits have a % in 
shank, 3% in. length and are in 
diameters of ™%, 5/16, ®. and ‘% 
in. The kit retails at $4.58 and is 
designated No. SJ 4568. Supe Tool 
Co 


For more data circle Neo. 31 on postcard, p. 163 


Electric Trivets 
Housewives will be customers for 
these electric trivets which keep 
hot sauces and coffee at the right 
serving temperature at the table 
Starlight Twin Warmer - Server 
(illustrated) is made of wrought 
(Continued on page 172) 

































Woodhill Chemical 
Company reports: 


Consumer demand 
skyrockets for 


DURO-PLASTI 





New, fast-selling metal in putty form es 


opens big “do-it-yourself” market 


Little more than a year ago, the Woodhill Chemi- 
cal Company introduced Duro-Plastic Aluminum 
to the consumer market. Right from the start, 
sales skyrocketed because Woodhill used a sure- 
fire formula for success. 

|. A top quality product (using ALcoa® Alu- 
minum). 2. An attractive, versatile package (an 
A.Lcoa collapsible tube, of course). 3. Aggressive 
merchandising and advertising support. The letter 
tells the amazing success story. 

ALCOA does not make aluminum putties, but 


Atcoa Aluminum Powders are used in all the 
best brands. Cold solders are easy to use, require 
no tools, heat or flame. They adhere to metal, 
wood, leather, glass or concrete... are not affected 
by water, oil or gasoline . . . can be burnished to 
a high luster or even painted. 

Cold solders are big money-makers in today’s 
“do-it-yourself” market. Write today for more 
information. Use the coupon. 


Do-it-Yourself 


PIGMENTED WITH 


ALCOA &@. 


ree WOODHILL CHEMICAL, compary 





e oe. =) : — . o- “ — ™ a 
4 re 
coe are ALUMINUM | 
ALUMINU St COMPANY OF AMERICA 
Pv s oo Basa, of 
ALL@LNS ars Z A 
Terminas - € 
ie veiare 
Dear Ur. Swe 
at aoe ove om 7 Ler 4 aee «es 
dving with thw atcaluad aiuninan that oe are parehastg® THE ALCOA HOUR 
ive 
TELEVISION § FINEST LIVE DRAMA 
a ant taat you Sous Line ¢ noe thet we are ‘s 4 
petting it very # “i & Vantage, ALTERNATE SUNDAY EYENIAGS 
it hee geome « ” a A ’ rela 
putty fore - wwire fia ° f a 
- Gem fray Am ow Aluminum Company of America 
« © . aot becoming @ staples - — : 
eare + « . « ee et Ue! wee acf . ad 1735-K Alcoa Building, Pittsburgh 19, Pa. 
tr 
Please send me more information on cold solders 
Se fee) « ” A * ~ is ' a A . y ‘ 
@uccess : e Svedmil) @G.64l ce Lwye modu with Alcoa Aluminum Powder 
we've @ s int arma “tees at” .gsi®t ivG@lag Ve 
Digae ah e's . a 
< nw) 
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Be've Seen using © greet Gea. of wo. bat « ay 
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Thy pied sl Gronical Co. P y 
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—=ie6 Hasager 
Vue 
City : — Zone — State 
Um your Gielrloete Wu yolvents & WE. O18 we 
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Cut yourse 





Next five brands 
preferred by only 15% 


a ‘ 
a 


a 


si Scattered returns 


for smaller brands 
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slice of file sales 





Farm file users prefer Nicholson and 


Black Diamond files by 7.2 to 1 over 


next make! 


Of file-using farmers who answered the question, 
“What brand of file do you prefer?” 70.34, named 
Nicholson or Black Diamond. 9.8% 
brands “A” 


manufacturer; 5.2% preferred brands “C,” “D” 


preferred 
and “B,” made by the next leading 


and “E”’: and there were a few scattered returns 
for other brands. 


This is an active, growing file market. 90% of the 
farmers questioned reported that they do their own 
minor repair on heavy equipment; 80° do their 
own household maintenance. And the majority re- 
port that their use of files is increasing. 


In city and suburban homes, too—wherever files 
are used—unbiased surveys prove that Nicholson 
and Black Diamond files are the overwhelming 


ee% NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND 
S. 


A. in Canada Nichoison f ite Company of Canada Lid, Port Hope. Ontario) 


According to survey by Curtis Publishing Company Research Dept. 


choice of your customers. According loa question. 
naire sent readers of The Saturday Evening Post, 
Nicholson and Black Diamond files were named 
the leading brands by more than 6% to L! 


Why this tremendous preference for Nicholson and 
Black Diamond files? First, through unrelenting 
insistence on the highest possible quality lo insure 
your customers satisfaction. Second, through the 
heaviest, most eye-catching and sustained ad- 
vertising of any hand tool, so that to your cus- 
tomers the words Nicholson and Black Diamond 
mean files. 


Cash in on this brand preference. Stock — 


and display — America’s most popular files 


= 
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NEW 
195/ 





Model 622 4R 


Best Seller 


A deluxe, moderately priced 22” 


rotary. Powered by PINCOR’S 
NEW lightweight vertical-shaft 
4-cycle engine. Sturdy die-cast 


chassis with off-set wheel. Like 
all Pincor rotary mowers for 1957, 
this handsome mower trims up 
close to walls and trees. 


mae 


{.o.b. factory. inci, F.E.T 


() 
y 
)roducts 


5641 Wect Dickens Avenue, Chicago 39. tiinois 





the esay way to 
meet the calls tor 


SPRINGS 








This handy metal drawer contains 


IZ aprings the 40 most popular 
si7ven itt coded compartments Lhe 
made and 


springs are precision 


plated. Boxed refills are available 


from stock. Also larger assortments 
in convenient two- and four-drawet 


cabinets 


Order from Your Jobber or Write Us. 





Also Weatherstri ps 
pos Cleen-out Augers 
6 ae s0oF Pole Sockets 
ARDNER WIRE CO. 


1329 Se. Cleere Ave., Chicege 50, Iii. 


WHAT'S NEW 


been 





® For more information 
on these products and 
services use free post 
card on page 163. 


(Continued from 


page 16% 





iron and burnished copper - tone 


aluminum. Single trivet model for 


serving coffee is also made of 
wrought iron and copper-tone alu- 
minum. Silex Co. 


For more data circle No. 32 on postcard, p. 163 


Plastic Clothes Line 


Housewives will be customers 


for this wire center plastic clothes 
Made of 


line. fine 





quality viny! 
over 100 percent stranded wire 
center, the line is for permanent 


outdoor use under all weather con- 
Two connected 50 ft hanks 
packed 


ditions. 


are individually in clear 
Shuford Mills, Inc. 


For more data circle Ne, 33 on postcard, p. 163 


film bags. 


Aluminum Furniture 


Lustracolor brightens this com- 
pany'’s 1957 line of outdoor alumi- 
num The synthetic 


(Continued on page 176) 


furniture. 
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A LITTLE SPACE... 
ee 


A WHITE MOUNTAIN KITCHEN CABINET 
DISPLAY STAND TAKES ONLY 72” OF 
FLOOR SPACE YET IT PUTS YOU INTO A 
PROFITABLE BUSINESS IN A BIG WAY! 


You'll find this display of White Mountain 
steel Kitchen Cabinets in hundreds of 
retail stores .. . it’s only 72” long yet it 
effectively “selis’’ the impressive fea- 
tures of famous White Mountain cabinets! 
Your customers will see - and recognize - 
the quality construction, design and hard- 
ware that are normally found only in 
cabinets selling at twice the price! Make 
“extra” sales... “extra” profits! 


WHITE MOUNTAIN 
WALL AND BASE 
CABINETS 


White Mountain Kitchen 
Cabinets incorporate rigid, 
| | all-steel construction - Hi- 
bake enamel finish - silent- 
closing doors, lined with 
‘*Punchboard”™’ 
bumpers 

roller catches . 
recessed handies with 
chrome pulis - and a com- 
plete range of sizes to 
suit any requirements! Alt 
base cabinets are full 25” 








deep (standard stove of 
sink depth) and feature 
heat resistant Melamine 


plastic tops 


WHITE MOUNTAIN 
“ROLLO” CABINET epg 


Here's the White 
Mountain cabinet that 
every woman wants! 
The “ROLLO” rolls 
easily from place to 
place it's as 
handy in the tiving 
room as it is useful 
in the kitchen! it's 
perfect as a bar’ 
Available in a choice 
of decorators’ colors 
or white! 


















Get in the profitabie kitchen 
cabinet business! Write for 
~~ foider of the complete 
ine, including our special 
offer of the sales-producing 
space-saving White Mountain 
Display Stand! 


Volume Buyers ask about our 
exclusive ‘200° Cilet! 


SOME TERRITORIES OPEN 
FOR REPRESENTATION 


THE MAINE MANUFACTURING CO 


mE VW MAME, Mint 


NAS MLIA 


1956 
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A~—They demonstrate safe and simple top-side cutting, 
at any angle—how user always sees mark and blade. 
B-They show how De Walt makes any dado cut— 
easily, from the top— with safety guard on cutter, C— 
They tilt powerful direct-drive motor and demonstrate 
tilting arbor shaper. D— They show how De Walt be- 
comes a horizontal drill—any of 12 basic power tools 
...and even builds into workbench! They demonstrate 
De Walt in just 15 minutes and they sell! 


AMF DeWalt 


first in sales! 








Dealers by the hundreds know De Walt® sells best 
because it’s the finest of all home power tools. And 
they can prove it. They take advantage of powerful 
national and local advertising ...sales-making dealer 
aids...free factory training for their salesmen... 
De Walt's Easi-Budget Payment Plan. They demon- 
strate, they sell, they profit! 

See how you too can profit from De Walt’s Direct 
Factory Franchise. Write the address below today. 


Among the many dealers who sell more De Walts than any other multi-purpose power tool, are: 


Chown Hardware Company, Portland, Oregon 
Carlisle Hardware Company, Springfield, Mass. 
Carlisle Hardware Company, Holyoke, Mass. 

L. Grossman Son, Inc., Quincy, Mass. 

Central Hardware Company, St. Louis, Mo. 
Builders Emporium of Van Nuys, Van Nuys, Cal. 
Robert H. Kennedy Co., Inc., Wheeling, West Va. 


Anothe 


Product 


Lancaster, Pa. 





POWER TOOLS 








1956 


DeWALT Inc. 


Bidwell Hardware Company, Hartford, Conn. 

Root Bros. Mig. & Supply, Chicago, Illinois 

Cadillac Hardware & Lumber Co., Livonia, Michigan 
W. 'T. Weaver & Sons, Washington, D. C. 

Machinery Sales & Supply Company, Dallas, Texas 
The Stambaugh-Thompson Co., Youngstown, Ohio 
Warner Hardware Co., Minneapolis & St. Paul, Minn. 


— 


Subsidiary of AMERICAN MACHINE & FOUNDRY COMPAN 


















LEGS 
ADJUSTABLE 
TO suit 

your 
REQUIREMENTS 


on the FLOOR on the COUNTER 
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WHITIN 


TO DOUBLE AND REDOUBLE 
YOUR SALES 


s 
. 


om the WAL 
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help you to 
EXTRA PROFITS 











GRIES E-Z A, 


CUP HOOKS 


Packaged one 
hundred per box 
in 6 popular szes, 
J 7 te Vs 
Nickel fr ore 
fin sh Also 
popular 4 he ks carded 5 to 
snd in nickel and bross. 


GRIES E-Z self-screw 
UTILITY HOOKS 


Packaged 50 per 
bo: Ihe on y 
small utility hy ok 
for every home 
ar toc ry 


ute be ; 





go ¢ ard 


store 





plated finisher 
Also 7 De wd 
25 cards per bor 


JOBBERS. write for samples and cotelog 
peges, prices on GRC's full line of fast 
selling hardwore items 





DEALERS: see your 
ebber salesman for 
ete ee delivery 


GRIES REPRODUCER CORP. 


World's foremost producer of semoli die castings 
132 Beechwood Ave., New Rochelle N_Y. 
Phone: NEw Rochelle 3-8600 
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WHAT’S NEW 















® For more information 
on these products and 
services use free post 
card on page 163. 


na 


172) 


(Continued from page 


chemical coating permits the line 
to be offered in Burnished Copper 
and Metallic Green. Included are: 
2 front-fold chairs, a single glider 
(illustrated), double glider, 4-posi- 
tion chair, 4-position chaise and a 





Tepee lounge chair. Saran webbing 

is raspberry and white stripe on 
and 

yreen 

Industries, Ine. 

For more data circle No. 34 on postcard, p. 163 


turquoise and 


finish, 


finish 
with 


copper 


white Arvin 


Folding Aluminum Table 


This folding table 
features 12 in. extensions 


aluminum 
metal 
that can be fastened to each end to 
permit up to 16 
With extensions, the 


seating persons 
comfortably. 
72 in. table becomes 96 in. long 


Model 96 Extenda-Table retails at 





$39.95. Companion Model 88, with 
a blue or turquoise top 
$29.95. P. B. R. Mfg. Co. 


Per more data circle Ne. 35 on postcard, p. 163 


lists at 


Rotary Lawn Mowers 
Prest-O-Matic starting, available 
on several models of the 1957 Mow- 





line, 


Master permits starting the 
mower by simply touching a foot 
The 
reel mowers with 


rotar’\ 
18 to 20 in. 


Propulsion Engine 


pedal. line includes 
and 
cutting widths. 
Corp. 


For more data circle No. 36 on postcard, p. 163 


Potato Baking Rack 


This aluminum potato bake rack 
features faster heat conduction and 
also folds flat for convenient 
It holds six potatoes. The unit 


stor- 


age, 












heat 
conducting 
ALUMINUM 


retails at 89¢ and can be carded and 
sold from perforated panels. John 
(lark Ine. 


For more data circle Ne. 37 


Brown. 


on postcard, p. 163 


Pipe Joint Compound 
Pipetite-Stik, 


compound, 


Improvements in 


pipe joint include a 
boost In the maximum temperature 
rating to 750° F and pressures to 
5000 psi. Unit also has new pack- 


age wrap and new self-display 


counter boxes. Crayon-shaped unit 
is applied by r ipbing two or three 
strikes across the 

Retails for 15¢. Lake 


Per more data circle Neo. 38 on postcard, p. 1463 


LO ) 


male threads 


Chemical Co. 


(f ‘ontinwue d on page 
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CABINET 
HARDWARE 























Instant customer appeal has been built into this new, 
clean-lined cabinet hardware. Gayly modern, 

it has about it the feeling of charming good taste. 
Offered in chrome, brass and bronze... 

with omnge knobs, and backplates that may be used 
in either matching or contrasting decor, 

as desired. Remember . . . these are only a few of 
many handsome NATIONAL LOCK 

cabinet hardware items. See your jobber or write 
for Catalog-Price List No. 256 










All are 


CQloctaPakel™ 


for Profitable Selling! 





Originator of ‘‘Select-a-Pak"’...Lleader in Merchandising 


\! NATIONAL LOCK COMPANY 


Rockford, Illinois © Merchant Sales Division 
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——— RED JACKET 
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YW 


PUMP 





ihe 
nomeless pump 
tar i Malt ek. 


ALO ML Le lalenr. tiles 
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THE WORLD'S FINEST WATER PUMP 





— 
—y 


*K easily 
installed 








=| .. 2 
a 














* A COMPLETE 
WATER PUMP 
PACKAGE 


NO PRIMING 
NECESSARY 


PITS INTO 4 
WELL CASING 


RED JACKET 


a 





purometlS inch 


Contre! 
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7 GPM Sibmnga’ 


COMPLETE... 
WATER PUMP PACKAGE 


MODEL S40 - “3 H.P. FROM 4 to 40 FEET 
MODEL S80 - ‘2 H.P. FROM 8 to 80 FEET 
MODEL $150 - 2 H.P. FROM 15 to 150 FEET 





EASY TO INSTALL 


One man can install this ‘Submerga” 
pump with ordinary tools. Complete, 
illustrated instructions included. 






] ; 
y 4 4 I 
vf : 4 
\ > Sa 


my Y 
| : ' 
: \ 
: wt..." 
a ‘ “.. -”* 
“— ~ ee 
. 17 m= | a ~. a 
le ' > ok - 
a“ 
. a" 


EASY TO SELL 


Ideal for the new home and replacement 
markets. The 7 GPM Packaged Series 
will meet the needs of over 80°/, of your 
customers. 


* 
> 


’ ~ 


EASY SELECTION 


The package number indicates maximum 


pumping depth for which each package EASY TO SERVICE 


is designed, No need to check compli- Every Red Jacket "Submerga” Pump is 
cated “curves” or charts. designed to live its life unattended, 
operating quietly and efficiently under 
seen deep in your — a = 
ecome necessary, Red Jacket's author- 
EASY TO DISPLAY ized “Ssienaven’” Pan Service Stations 
Open the carton — your display is are located throughout the United 
ready! A real traffic-stopper nd a States, Canada and Alaska. en illus 


counter, in your window or on your floor. trated instruction manual). en the 
Many people have heard of submergible Red Jacket 'Submerga” Pump can be 
pumps; now you can show them one. serviced at the well. 


+ 
RED JACKET 





RED JACKET MANUFACTURING CO., DAVENPORT, [OWA 


"The Choice That's Made Friends’ — SINCE 1878 
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Our TOY CATALOG is the right one for you! 


It's New! It’s Revolutionary! 


Increased sales and profits because... 





@ Includes ONLY the BEST SELLING TOYS 

@ Selected by your own merchandising department 
@ Tailored to your specifications 

@ Personalized with YOUR DEALERS’ NAME 


@ Economical in cost... Delivered on time 


All phases from basic idea to the finished catalog 
handled competently for wholesalers exclusively 


se sure 10 Get veTais NOW... on our procram For 1957 


vA” MEYER MERCHANDISING SERVICE INC. 


400 N. Wells St. 
Whitehall 3-0698 


Chicago 10, Ill. 





Vay 


| THERE IS A DIFFERENCE IN CHAMOIS 
ANTAL 


haemch ‘4 
on GENUINE 
3 CHAMOIS SKIN 
| 4 |. COD O8 TANNAGI 
Ba a a 
| F ’ jeter for Our Dove 
; ‘ Vevuble 
“€aAsiee TO use 
"LASTS LONGER 
"CLEANS BETTER 
MOY! & WORTHEN TANNING CORP MAVIRHEL MASS 


CHAIR-LOC 


Ameatzing New Liquid 
5-W-E-L-L-S Wood 


@ Penetrates weed flbre— 
makes them ¢-x-p-a-a-d 
permanently 

® Quickest and easiest way 
te fix teose chair rungs, 
legs handles, dowels, 
dove-tails, ete 





Mode! 619 2R 


Best Seller <=. 


Handsome, modern design 19” ro- 
tary with all the deluxe features 
PINCOR 2% H.P. engine with re- 
coil starter, off-set wheel and 
front grass spray. Complete with 
leaf mulcher 


Dealer Cost h ()” 


f.0.b. factory. inci. F.E.T, 


A Fast-Selling tmeulse item 
Write tor Free Samples and 
Literature 
CHAIR-LOC 7°. 

Lokehurst 3, WN 








Bricklayer - Mason Tools 
By FREDERICK 


ee, JOINTER $1.00 
SLED 
RUNNER $2.00 
= * TUCK 








POINTERS $ 80 
Deciers-Less 40% 
THE PREDERICK MFG. CO. 
ELKHART, IND. 





PIONEER Gen-E-Motor Corp | 


58641 West Dickens Avenue, Chicago 39. iilinols 
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WHAT’S NEW 





(Continued from page 176 


Masonry Core Drills 
A series of carbide masonry core 


drills has been added to its othe 


lines of tools DY this 


Fastcut 


company. The 





Hercules masonry core 


drills are available in a complete 
range of sizes from ‘% to Z in. In 
diameter. Higher drilling speeds 
and faster penetration are features 
of the drills Whitman & Barne 


For more data circle No. 39 on postcard, p. 163 


Handy Bathroom Shelf 
Tidy housewives will be inte! 
ested in the Tidy-Top Bathroom 
Caddy. The wire shelf has suction 
cups to anchor it to the toilet top 





and 18 availabie in black, pink o1 


turquoise Artiatic Wire Product: 
f(““ 


Per more data circle Neo. 46 on posteard, p. 1463 


Small Spinning Reels 


Fisherman, both novices and ex 


pert, will find these smal! spinning 
units fea 

smoother 
Spooling 150 vd of 3 Ib 


Model RHO i] 


reeis interesting The 
ture better balance, and 
retrieve 


monofilament line 
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measure...identify 
HODELL CHAIN 


by COLOR! 





HIGH TEST S@tue 


~~ 


NEW Length Marks...cut measuring time 
NEW Color Coding...identifies chains instantly 
0) i sc color coded plastic bands afte the keys to anew case 
and NEW in handling all thre of these Hodell ( hains, in all si7es 
. «= 

The « olored, printed bands positively identify the chain 

color-coded end tags 
ata glance ind eliminate common stock handling errors 


TRIPLE UTILITY |) Colored and Every 10 feet. to the nearest link, there’s a band... 10 


ted for positive identification of feet of chain between bands... a qui k. sure measuring 
im sive and grade (2) Locates end 

che Vice, hive Toot lengths are just as easy to find , by 
chain immediately >} { %< revert . 


chain withdrawn fr doubling Up a 10 
now quantity fe [hese 10's", you'll igreec, are mighty practi al both for 
ust detach tag measuring and tor tabulating stock records Right chain. 


right length Hodell makes certain that you i he right 


ror the lengtt ut off and attach if 
to tree end of rt ontainer 
with color-coded length marking on every size of Proot 


( oil. BBB ¢ oil and High l est Steel chains. 


HODELL CHAIN COMPANY . Cleveland 3, Ohio 
Division of The National Screw 4 Mig. Co. \ ye” ae 
NS ZEEE TCT ee CME oe EA Ei come cme Pe att ova / See 


axrxxxz” 
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LIBBEY -OWENS-FORD the easy-to-cut WINDOW GLASS 








Siler to cut 


Mr. Henny Mazzone of Mainline Hard- 
ware, Bala-Cynwyd, Pa., ran test cuts on 
four leading unidentified brands of single- 
strength window glass. Each was marked 
with a letter. He found one brand was 
easier to cut every time. That brand was 
L:‘O-F window glass (“*D’’). Said Mr 

Mazzone “You can sure feel the differ- 
ence this brand is by far the easiest to 
cut’. This is no isolated case. 28 out of 
40 dealers who tried this “*blindfold’”’ test, 
picked L-O'F. 


ser TO SELL 


This L’Ovk label identifies quality vlass 
wherever it is seen People knou this label 
L956 


advertising alone! And every time it ap- 


it is appearing 216 million times 


pears it adds to the already strong prefer- 
ence for L’‘O’F glass. This preference 
means faster, easier sales for you. 


asver 
TO MERCHANDISE 


Use this merchandising aid to suggest re- 
placement business for window glass. This 
postal-size card is designed for pre-cold 
weather mailing to customers and pros- 
pects (Order this handy reminder (WG-36) 
now trom vour Libbev’ Owens‘lord Dy 
tributor listed unde (; lass in youl 
phone Hook For further information. 
write to Dept 67106, | bpbev Cwens Ford 
(Glass Company, 608 Madison Avenue, 
loledo 3, Ohio 
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WHAT’S WEW 





® For more information 
on these products and 
services use free post 
card on page 163. 





has satin chrome 


lustrated ) hous- 
ing and folding handle. Sells for 
$32.75. Model 852B sells for $27.50. 
Langley Corp. 

For more data circle No. 41 on postcard, p. 163 


Rear Wheel Drive Mower 


The newest in the Casey Mow 
line is this rear wheel self-propelled 
lawn mower, equipped with a 2 hp, 
4-cycle engine. The unit features 
a recoil starter and a compact built- 
in drive setup. Mower cuts a 19 


‘, 


. 


\ 
\ 


ig 
in. swath and is adjustable to three 


cutting heights. Mulcher furnished 


at no extra cost. Barnes Mfg. Co. 
For more data circle No. 42 on postcard, p. 163 


Longer-Life Battery 


Flashlight owners and particu- 
larly outdoorsmen will be custom- 
ers for the 5LP Sportsman D-size 
flashlight battery which gives 59 
percent more service life and 
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brighter 
activated manganese hydrate as a 
booster element. 
Ray-O-Vae Co. 

For more data circle No. 43 on postcard, p. 163 


combination 





light. Battery cor iins 


Retails for 20¢. 


Door Knob Cover-Stop 


will welcome this 
door knob cover and 


Homeowners 


AL gary PROTEIN | 





door stop. The Nob Stop is an air 
cushioned wall protector that fits 
neatly over the door knob. The 
stretchable rubber covers come in 
six colors and are available in 2 and 
2% in. sizes. Seneca Novelty Co. 

For more data circle No. 44 on posteard, p. 163 


Folding Door Hardware 


Homeowners planning remode!- 
ing jobs, builders and architects 
will be customers for this line of 
hardware for wood folding doors. 
Hardware comes in complete sets 
which include extruded aluminum 
top track, pivot plates or extruded 
aluminum bottom track, pivot rods, 
guide rods, bracket assemblies, 
hinges, door pulls, screws and in- 
structions. Sets available for open- 
ing widths of 2 to 6 ft. Leigh 
Building Products Div., Air Con- 
trol Products. 

Por more data circle Neo. 45 on postcard, p. 163 


(Continued on page 184) 
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Remember, 

Simpkins= 

don’t come 
| back without 
our DP 





She means it, Simpkins! D-P’s 


national advertising is selling 
more and more people on 
brand preference... they 
want the bes? putties and 
caulking, glazing, and sealing 
compounds. The do-it-yourself 

market is tremendous! Stock or 
| specify D-P as the case may 
be. Consult your wholesaler, 
or write us for catalogs. 


) DP 


The Complete Line 


—_— —_ — — 


| CAULKING COMPOUNDS 
| CARTRIDGES & GUNS 


GLAZING COMPOUNDS 
, SEALING COMPOUNDS 


PUTTIES + MASTICS 
GLAZING STRIP 
ROPE CAULK 


Preterred ty Millions 


D-P preducts are nationally 





advertised in family Mandymen 
Orit, Hemecratt, Home Crattemen., 
HMovse Beautiful +s Byvilding Man 
yal. Mecheni« Illustrated, Peoutar 
Machanics, Popular Science, ef: 











inGIST On O-F SesT since 


OF2S64 


DICKS-PONTIUS 





, oe 


a 

































THE DICKS-PONTIUS COMPANY 


53027 Muberville Ave. 
Alexandria, Vo. ~ Dallas, Tex 


Deyten 3, Obie 


1667 


- Decatur, Ge. - Lenle, 0. 





Wwnats nappened 





qgesign 





FR [lt RS: 






otfer more customer appeal 
that pays off for you in top profit! 


There's never been any thing like new Shepherd Casters. 
For Shepherd's unique design and precision construction lessens 
carpet wear and enchances furniture beauty. 


Your customers will like the instant swivel action of Shepherd Casters. 
They make the moving of heavy furniture so easy and safe. 

No strain or pull with Shepherd's exclusive “finger-tip” control. 
Shepherd Casters are permanently lubricated and totally enclosed to 
prevent jamming or clogging from dirt, lint, thread, or hair. 


Completely trouble-free. 


Shepherd Casters are an ideal gift suggestion or as “standard equipment” 
for the do-it-yourself enthusiast. So make sure that you 

have these entirely new and popular casters on your selling team. 

Send the coupon below for a copy of our free catalog and 

the facts on how you may qualify as a Shepherd Caster dealer. 

No obligation, of course. Ask, too, about how you can use one of 

the sales-building Shepherd “Action Merchandisers.” 


SHEPHERD CASTERS—HIT OF NEW YORK SHOW! 





You can see for yourself what a 

terrific difference a set of quality 
Shepherd Casters make. Their modern 
design blends perfectly with today's trend 
toward more gracious and functional 
furniture. And Shepherd Casters are so 
casy and quick to install. Full instructions 
packed in every set of four casters, 
attractively packaged for faster sales. 


*U.5. Patent Ne. 2539108 


SHEPHERD CASTERS, INC. 


Benton Harbor, Michigan 
(in Coneda: Shepherd Caster Co., Toronto, Ont.) 





ORDER NOW FOR SPECIAL | 


£L__) WHICHEVER WAY Y TURN" 3 


NTRO 












WHAT’S NEW 











~. Shepherd's the ideal TGster for home, office or in industry c ~ 





SHEPHERD CASTERS, INC. 
P.O. Bex 492 + Dept. HA-9 


Shepherd Caster dealer. 


your “Action Merchendiser?” 
es 





Benton Harbor, Michigan 

Send me o copy of your free ae 

catalog and the facts about a 
how | moy qualify a o@ fir, 


Also, what's the word ahout Address... 





i zie... 
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® For more information 
on these products and 
services use free post 
card on page 163. 


Self Propelled Mower 
The Touch and Mow is this com. 
pany s first entry in the lower 


= _— 


Model 


priced power mower market. The 
unit features a leaf grinder, simple 
no-tool height adjustment and a 
mulch control adjustment. Sensa- 
tion Mower, Inc. 


For more data circle No. 46 on postcard, p. 163 


Wall Knife Sharpener 
This wall model version of the 
Li'l Sharpy Knife Sharpener is 





made of aluminum with a baked 
enamel finish in assorted pastel 
eolors. Li'l Sharpy Jr. is packaged 
complete with 2 mounting screws 
in a 4 x 4 in. display package. 
Milwaukee File Co. 


For more data circle No. 47 on postcard, p. 163 


Speckled Decor Paint 


Your paint customers will be in- 


terested in Dura-F lex, a one-appli- 
cation speckled paint that offers 






new decorative possibilities. Dura- 
Flex consists of a base color and 





suspended flecks of various colors. 


BFF 


Paint needs no mixing and is ap- 


Je, 


p pe q 
ted 
we). 
caavemos fuss 


plied in one spraying. Dura-Flex 





can be washed or scrubbed and 


Se 





ee 


hides scratches. Paint is available 













in choice of color combinations and 
can be mixed to order. U.S. Paint 
Lacque r & Chemical Co. 


For more data circle No. 48 on postcard, p. 163 


ELECTRICAL 
ACCESSORIES 
CHRISTMAS LIGHTING 


round the corner. now is the 





OR 


aa the 


Housewives’ Tool Kit y 

The handy homemaker will be 
interested in this plastic Quick-fix 
tool kit containing 12 Stanley tools 


ne To stock up on the many electrical accessories your 
ij , rrnoegr will rae ; ry at? ’ Gg ul their : qahts lhere . RIG 
Of ri? r) the ¢? ry } iTems ma YOU Tat ° sure of 
and a tube of all-purpose glue. The 


’ 


yucranteed ,/UG Ty when YOu noose irom the 
rifle ‘ f gle ) ne > 


caddy contains all the tools neces- 





sary to do the various small jobs 





FLASHERS 
and WINKERS 


nd 
Pin and Socket Type Buttons @ 





Cord Sets : 

togie ’ r bad 
: 

the ‘ : sr 


Pin Type shown 


NAIL-IT 
MOULDING CLIP 


No. 201 
ive boty “ 
An tog'e¢ aie , fi, y la . 
ma (° . al stapes . . 





women so often do. Lists at $10.89. 
Stanley Tools, Div. of The Stanley 
W orka. 


For more data circle No. 49 on postcard, p. 163 


Bell and Ash Tray 


The Bevin Rumpus Bell is ideal 








née 


ed ks 
Available on ui 
individually 705 Triple 


packed ee eT. K 
Eagle "O.5. 
eles Plug Fuses 


display *e* 


Nn 
boxed OF b snow 
NO 


Extension Cord 


for den, rumpus room or sick room 
wherever a bell may be needed in 


the home. The 3-in. solid brass bell No. 690 
has a lustrous satin finish and its with @ i ee be 
stand is available in turquoise, rose, 0 





6 { tage 
at stoce® © 

Keep a — a's most 

() 4 


popviart gas p 


Amer 
ug {ute 





BUY Eagle with CONFIDENCE 
SELL Eagle with CONFIDENCE 


Write for the NEW Eagle catalog showing a complete 
line of over 1400 approved wiring devices, lamps and 
electrical specialities. 


SOLD THROUGH 
WHOLESALERS 


| % ONLY 
yellow and antique black. Base is a | . . 
4-position ash tray. Bevin Bros. EAGLE ELECTRIC MANUFACTURING CO., INC. 
Mfg. Co. | N {AND CITY 
Por more data circle Neo. 56 on posteard, p. 163 
(Continued on page 186) 









’ . NEW Y A 


Perfection (ao not au réccideat 
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WHAT'S NEW 


Woman's Electric Razor 


Here is an electric razor, the 
Norelco Debutante, for your women 
customers so they can remove un- 
derarm and leg hairs quickly and 
easily. Razor has a single rotary 
shaving head, self-lubricating AC/ 
DC brush type motor and self- 











Elegant 
NEW 
Conner 
Wallpapers 

100% co-ordinated with fine fabrics 


Never before have decorator fabrics and 
related wallpapers been so thoroughly 
“tied together’ as in this luxurious, new 
Connoisseur Collection. 

This is the top-quality Stylecraft line. 
It is primarily for people who want and 
can afford luxury décor. Even so, you'll 
make plenty of sales to the folks who 
want to dress up an extra-special room! 

Connoisseur screened or printed fab- 
rics are a quality your customers will be 
proud to use for slip covers and bed- 
spreads as well as draperies. 

Bound in a 20-inch de luxe hard-cover 
book, these fine wallpapers and beauti- 
ful fabrics will stand out in any company. 


Diylecraf 
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WALLPAPERS 


Distributed by Devoe & Raynolds Company , Inc 








EXCLUSIVE FRANCHISE! 


Books are available through selected franchised 
distributors. Write today for franchise details to 
Stylecraft, Box 1863, Louisville, Ky. 


Wadsworth, Howland & Company 


Peasiee-Gauilbert Paint & Varnish Company 

















sharpening rotary cutters. Aqua- 
colored case comes with matching 


cord. North American Philips Co. 
Por more data circle No. 61 on pesteard, p. 163 


Home Circuit Breaker 


Here is a new type of household 
circuit breaker that screws into the 
ordinary fuse box. Mini-Breaker 
circuit breaker interrupts excessive 
loads, trips instantly on short cir- 
cuits, and has built-in time lag for 
handling temporary starting loads 
and line charges. Unit offers pro- 
tection for all 10, 15 and 20 ampere 
circuits delivering A.C. service to 
a maximum of 125 volts. Mechani- 
cal Products Co. 

For more data circle No. 52 on posteard, p. 163 


(Resume reading on page 13) 


TO HELP YOU SELL 


® For more information 
on these products and 
services use free post 
card on page 163. 





(Continued from page 18) 





colored and has sales message at- 
tached. Rack is available free with 
order of Handi-Calk guns and 


cartridges. Gibson-Homans Co. 
Por more data circle No. 53 on postcard, p. 163 


Chiordane Package 


An all-purpose chlordane powder 
for indoor and outdoor use has been 
marketed in a squeeze-duster pack- 
age by this firm. This is the fifth 
squeeze-duster in the DuPont line. 
Chlordane controls many insects 
found in home and garden. £. /. 


DuPont DeNemours & Co. 
For more data circle Neo. 54 on postcard, p. 163 


(Continued on page 188) 
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turning on the power...to build profits for you! 


Morning and night on NBC Television’s TODAY and doubly effective by using smart TODAY and TONIGHT 


TONIGHT, Dave Garroway and Steve Allen are rolling merchandising aids to bring the full impact of the 


up their sleeves and pitching in to make this the stars and the shows right into your store. 











best Christmas selling season ever! The power they 


| Stock and display Black & Decker Portable 
put behind Black & Decker’s “Operation Snowball” ecamettaed - 


; * Electric Tools aplenty — Fixkits, Saw, Drill 
will make it the most profitable ever for you! | | 
n Sand Kits—the complete line of gift 
Dave and Steve are giving personal messages ,. | items. Whenever the T-H-T stars turn 
to the one in every sixteen families who is an © ~~ on the power for hardware stores, it 
eager, ready-to-buy prospect for electric tools turns out to be profits for you. 
this year. It’s personal selling that does the Together, the T-H-T stars sell to 


@ 22,000,000 viewers every week! 
@ (09 TELEVISION NETWORK 
> 


a service of feo) 


job so well. Now, make it 


T-H-T: TODAY starring Dave Garroway HOME starring Ariene Francis TONIGHT starring Steve Allen 
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Non-rusting 
ALUMINUM 


com latch 


for COMBINATION 
= SCREEN DOORS 


For narrow rail doors — from 
%" to 1Ve" thick. 





@ Only two holes required te 
install, 


@ All exposed parts are non- 
rusting eluminum — knob, 
lever handle, ferrule, escut- 
cheon, and strike. 


@ Slide lock on inside. 


Locks in non-latching position 
so door can be opened with- 
ovt turning handle. 


Easy to install — reversible. 


Order now from your jobber. 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 








TO HELP YOU SELL 





® For more information 
on these products and 
services use free post 
card on page 163. 


Electrical Supplies 

This full-color electrical supplies 
catalog covers the manufacturer's 
full line of flashlights, 
safety lights, lamps and 
safety cans. The book features a 
table of the 


lanterns. 
carbide 


performance charac 
teristics of bulb and battery com 
hbinations The 


catalog has 81x 


product sections which give data 


JUSTRITE 


on the various categories of items 


in the line. Juatrite Mfg. Co. 
For more data circle Ne. 55 on posteard, p. 163 





Rotary Mower Display 


You can show off the 18-in. MB 
rotary mower to more advantage 
with this lightweight zine-plated 
tubular metal stand. Stand holds 
mower so that mower can be tilted 
easily for demonstrating the suc- 
tion lift rotor and other features. 








Illuminated plastic sign is part of 
display unit which takes up 34 x 28 
in. space. Jacobsen Mfg. Co. 

For more data circle Neo. 56 on postcard, p. 163 


Tape Merchandiser 
This 3-color display carton holds 


12 rolls of *4 x 80 in. “Write on 


ain 





it” tape, retailing at 59¢ per roll, 


( 


Oo 
— 
. 


12 rolls of 4 x 150 in. tape re- 
tailing at 98¢ per roll. 
Tape Co., Ine. 


Labelon 


For more data circle Neo. 57 on postcard, p. 163 


Wrench Promotion Plan 
This wrench merchandising pro- 
gram includes a complete stock of 
S-K/Lectrolite socket and flat 
wrenches, 11 wrench sets, promo- 





tion kit and display accessories for 


use with u perforated board. 
Adapters for mounting on other 
surfaces are also included. Illus 
trated literature is available. Lec 
trolite Corn. 


For more data circle No. 58 on posteard, p. 163 


Packaged Dowels 

So you can sell the hobby and 
crafts trade more easily, this line 
of 36-in. small-diameter dowel rods 
is packaged by sizes to fit the self- 
serve “Woody's Dowels” wire rack 
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® 


KEY DUPLICATING MACHINES @ieaay 


a 2 
—— ., 













Keil Key Duplicating Machines are 
easy to operate and will start paying - : 
off with a splendid profit right from ns wail No. R42 & PKA-3 


sap taprenty . 2s “COMBINATION” 
Ask for complete information. es Rite: combination oth wat 


the profitable mw ' dulp 





ing Dusit ss ar orce 
AALS attal 


Ah Alaa "| y The egtte 


No. ] "/9 tive, space-saving and « 
“AUTOMATIC —“*nient_totary board hol 


ver 1500 key blank 


? 







Cuts cylinder: 
merely place th 
TD ae a) 

? 
re lale| press dale lever then s 


‘alee ewe this world famous machine Ad 
4 
automatically duplicates the a KEIL 
Cuts practically all Cylinder a 


Fiat Steel and BiP Keys. All me y LOCK CO. 


seven -cutters are mounted 


on the machine ready for 7 INC. 









7 
quick, accurate cutting of a 4 
1 CHARLESTOWN, N. H. 
alee 10 /2 large a ALAR 7 of ke ys g 
4 

Cuts Cylinder, Flat Steel and / Please send complete 
many types of Bit Keys, ex- ¢ information on your 
cept those requiring end and Ag N 10V — N 6 ] V/ 
side ward cuts This is oa Ag 0. . LS 3. : O) No. . (J 
very practical, medium priced , No. 4‘ [ } © PKA-3 


ALT LMALLAL & 


Check the items you are interested in 


State 
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everybody loves 











these Bradson 


Garden Sprayers 


they’re so 


easy to use! 


And no wonder 

most dealers pick Bradson 
Sprayers as their 
bread-and-butter line. These 
sprayers sell on sight — and 
stay sold too because 

every model is designed 

to handle all soluble 
materials without 


INSECT-O-GUN $5.95 


clogging or deteriorating. 
Equally important: 
Bradson is a full line 

, LAWN-GUN $2.45 
with a full discount 


BUG-GUN $2.65 
(not shown) 


on every model, 


THE BRADSON COMPANY, INC. 
San Diego 1, California 

















TO HELP YOU SELL 


® For more information 
on these products and 
services use free post 
card on page 163. 





merchandiser. Merchandiser can 
display six sizes of dowels from 
y,. to 1-in. diameter. Dowels are 





: 
packaged in protective paper sleeves 
and end-labeled for easy selection 
by size. Complete selection of six 
sizes is packed in one carton. Cleve- 
land Dowel Pin Co. 


For more data circle No. 59 on postcard, p. 163 


Aviation Snip Display 


Furnished free with any order 
for Clauss Aviation snips, this dis- 





play will hold two pairs of the 
newly developed tools. The fixture 
fits any perforated board and the 
molybdenum tool steel snips stand 
out. Clauss Cutlery Co. 


For more data circle No. 66 on postcard, p. 163 


Parts Handling Boxes 


These NesTier parts handling 
boxes for industrial account cus- 
tomers feature movable handles, 
can be carried by hand or attached 
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to overhead conveyors. Boxes can 
be stacked atop each other. Double 
bin openings permit handling of 
materials. Boxes come in five sizes 
ranging from 12 to 36 in. and sup- 
porting stacked loads of from 300 
to 1200 lb. New models supplement 
firm’s heavy-duty line. Chas. Wm. 
Doepke Mfg. Co. 


For more data circle No. 61 on postcard, p. 163 


Aerosol Merchandiser 


A big attention getter in a mini- 
mum space is what this aerosol 





paint merchandiser provides. The 
point-of-purchase display provides 
space for the full line of Plasti- 
Kote spray paint products. Plasti- 


Kote, Ine. 
For more data circle No. 62 on postcard, p. 163 


Doorware Counter Units 


Easier display set-up and cus- 
tomer impulse sales are possible 
with this new packaging for the 
No. 175 magnetic door catch, No. 
880 sliding door stop, No. 885 slid- 
ing door cushions, and No. 155 door 
closer. Each item is shipped in 
reinforced carton that opens into 
counter display. Individual items 
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¥ 


The buying rush starts soon! 
Order this Santa for your window today! 
Get in on this great Christmas promotion! 







Beautiful Boontonware 16 piece 


service for 4, plus salt and pepper set 


7. A 7 Vy | — bo 






Ready now for your 
biggest Christmas profit 
promotion — 4’ x 4’ Santa window poster 

to display Boontonware extra-value gift set, It's the 
Santa featured in our Christmas ads in “Living for Young Home- 
makers, “Successful Farming,” “McCall's,” “Progressive Farm- 
er,” “Rural Gravure”— more than 27 million readers. Order yours 


now. Display big-saving Boontonware family size sets on tree 





counter rack, too. Poster. mounting instructions and tie-in mat 


ads free to Boontonware Program dealers. See your jobber today. 


bvoritonware 


THE FINEST OF ALL MELMAC”™ DINNERWARE 


| MANUFACTURED BY THE BOONTON MOLDING CO., BOONTON, N. J. 





’ 
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bigger profits! 


faster turnover! 


GRIES 
WING NUTS 


»CAP NUTS 


” die cast of 
(> zinc alloy 


for highest quality 
at lowest cost! 






IN BULK, 
BOXED and 
attractive 
counter 
display 
assortments 


Your customers 
want quality plus econ- 
omy! You want fast turnover plus 
profits! Gries die cast zinc alloy 
wing nuts and cap nuts are the 
answer. Non-ferrous, rustpreal, cor- 
rosion-resistant, with clean threads 
and attractive bright finish. Their low 
cost to you means extra profits! 


Write teday for samples, prices 
ond catalog sheets. 


World's Foremost 
Producer of 
tma!l! Die Castings 





Me. 


GRIES REPRODUCER CORP. 


16! Beechwood Ave. New Rochelle, N. Y. 
Telephone: NEw Rochelle 3-6600 
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TO HELP YOU SELL 



































® For more information 
on these products and 
services use free post 
card on page 163. 





are packaged in transparent bags 
with instructions for installation. 


John Sterling Corp. 


Por more data circle No. 63 on postcard, p. 163 


Gift Wrappings Display 
The Mighty Midget provides a 

complete gift wrapping department 

at low cost. This cabinet contains 





an assortment of 60 packets of 
wrapping paper, 50 hanks of rib- 
bon, 16 boxes of seals, 6 boxes of 
enclosure cards and 18 boxes of 
tavs. Dennison Mfg. Co. 


For more data circle No. 64 on posteard, p. 163 


All-Metal Saw Horse 

Gift shoppers will be customers 
for this all-metal folding horse 
when it is set up in the suggested 
gift display. Placed with other 
tools and hardware the item will 
attract the handy homeowner. A 


free display banner is packed with 





Federal 
Products Div., Federal Aircraft 
W orks. 


each horse. Hardware 


For more data circle No. 65 on postcard, p. 163 


Toaster-Oven Package 
This corrugated package tells 
the what and how of the Toast-R- 
Oven. An insert pad serves as an 
interest whetting display platform 


loast-K Oven i 


* 





for the unusual appliance. The box 
is another version of a family pack- 
age design recently adopted for 
G.E. electric housewares. General 
KRlectric Co. 


For more data circle No. 66 on postcard, p. 163 


i I 

Tape Dispenser Deals 
A heavy-duty dispenser (illus 
trated) at half price or a bracket 
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SELF-SERVICE FIXTURES IN OVER 25,000 STORES! 


Bulma SUPERIOR EXPERIENCE and 


V)S EQUIPMENT INCREASE SALES and 
PROFITS of SELF-SELECTION 
‘OVERHEAD COSTS : 
REDUCED 30% !”’ — gy NATION-WIDE AVERAGE 


OF 30% SALES INCREASE 


Why gamble with equipment 
























that offers you less when 
Bulman can give you so 
much more! Since 1905 
Bulman has pioneered self- 
service in super markets, 
drug stores, auto accessory 
stores, and hardware stores 
Only Bulman can give you 
the benefit of this successful 
experience. 

Mr. A. M. Rickel, Rickel Brothers, Inc., Paramus, New Jersey 
said, “Our sales personnel found Bulman equipment easier 
and faster to stock. Bulman’s greater flexibility means we 
can set up or change displays in less time with non-skilled 


help. Time saved is used to perform other services. Features 
like these helped us to reduce our overhead 30%!” 


GET ALL THIS AT 
NO EXTRA COST 


Profit- red e. 
""MERCHANDISE DISPLAY ies 1 fen ag me 
INCREASED 50 to 60% !’’ me 


are 


Sales-engineered store 
planning. 


+ 


Training of personnel for 
better Self-selection. 


Stronger, more flexible 
steel equipment. 


Complete merchandising 
display accessories. 


Low-cost maintenance 
with Smooth, Bonderized 
Baked Enamel Finish. 


co vc & 8 WN 


WRITE, WIRE or CALL 
Department HA 106 


‘Bulman’s modern, functional design gave us more display THE ulway 
pace in the same floor area. The nonsag steel shelves per- 


mitted mass displays for more sales and greater profits 
Bulman’s adjustability saved valuable space between mer- CORPORATION 
chandise and the di piay accessories made new and interest- 
ing displays possible for usually hard-to-display items,” 
Mr. Rickel stated 


TT ee ee ee a Phene Glendale 6-8593 


(M7 (,reatest Name Ai ny if Ne lection 
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TO HELP YOU SELL offered in two separate 90-day 


deals ending Dec. 15. Bracket dis- 
penser can be mounted in any con- 
venient location. Minnesota Min- 
® For more information ing and Mfg. Co. 

on these products and Por more data circle No. 67 on posteard, p. 163 

services use free post 

card on page 163. 





Bicycle Lay-Away Plan 


Bicycle prospects will be at- 
dispenser free with the purchase tracted by this bicycle and veloci- 
of 12 rolls of 2592 in. long roll pede lay-away plan. A multi-colored 
Scotch brand cellophane tape are promotion kit is available to dealers 











for announcing the availability of 
, the plan by direct mail and at 
point-of-sale. Payment record cards 
are also included. Evans Products 
Co. 


For more data circle No. 68 on postcard, p. 168 


% oe ‘ hi id v ie. 
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Aluminum Strip Package 


Car-Mac aluminum grass control 
strip is being packaged in a carry- 


all package that also serves as a 
aug a merchandiser. The two color pack- 
ere : | 
7 te Cumin 4 





You sell the best when you sell WITT! 


WITT Cans and Pails guarantee satisfied customers — 
not just for weeks or months — but for years. 

You'll get lots of repeat orders, too. Know why? 
WITT Cans have... 


DEEP ROLLING CORRUGATIONS 
provide extra toughness . 


STRAIGHT SIDES 





age is topped by a reusable plastic 
handle. The 40 ft, 4-in. strip re- 


withstand rough handling . tails at $5.39. The 30 ft, 6-in. strip 
STURDY LIDS is $5.95. Carey-McFall Co. 
fit tight, keep shape for years... Por more data circle No. 69 on postcard, p. 163 


HEAVY-GAUGE STEEL 

gives extra ruggedness . 
HOT DIP GALVANIZING 

stops rust. . . Hunting Seasons Guide 
STRUCTURAL STEEL BEADED BANDS 


You can increase your sales of 
top and bottom cushion wear y 


hunting decoys and animal traps if 


ordinary containers .. . are sure to , , 
please all your customers! hunting season begins and can offer 





full information about bag limits. 
Two summary sheets on duck and 
goose hunting seasons and open 
seasons for trapping are available 
to help you give this information. 


“Oniginator of the Corugated Can F Animal Trap Co. of America. 


THE WITT CORNICE CO., 2110 WINCHELL AVE., CINCINNATI 14, OHIO For more data circle No. 70 on posteard, p. 163 
(Reaume reading on page 14) 
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4 
Parker wo. 4 woop screw 













| COUNTERSINK 
BIT SET 
with Automatic 
Depth-a-Dapter 


RSINK BITS 
Parker | < p se REWS 


No. 4 / 
LET 


eri 


(Feast Lull) , 


tersinks 
Drills and Coun io 
for flush or recessed sre 
3 depths or ties — 





1. Drills perfect countersunk holes for 8 
| most popular screw sizes to 3 differ- 
ent depths — 24 combinations. 
| 2. Simple Depth-a-Dapter adjusts quick- 

ly and automatically on each one of 
4 hardened tool steel bits. 
| 3. Easy to use in all electric drills, drill 
presses and hand drills. 
4. Fast multiple boring of duplicate holes 
| exactly alike. 
5. Long wanted by Hobbyists and 
| Craftsmen. 
6. Attractively carded and merchandised 
| for self-selling. 
| 








Set DEPTH-A-DAPTER for 
Flush... Putty...Dowel 


























Manufacturers of World-Famous 
Trojan Saw Blades and Frames 


| fy! Parker |G 





Amazingly Low Priced! 
LIST .cccccccccce GISO | PARKER 


COST .....00002 1.13 MANUFACTURING CO. 


| WOR rent. Bae. 
PROFIT.... $.57 | y ie 5. A 
Order from your jobber, NOW! | 
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W 
omen everywhere are asking 


ore 7 


> ae dy “Sart 








How to select Color Harmonies for your 
home ... and always be right! 







New Color Hormony Boot 
eliminates guesswork! 


Lovely Color Harmonies in 
Super" KEM-TONE wall paint and KEM-GLO" enamel 


Thus wonterlul book ie he rally filled with hundreds al “eo to Ae 

dons to make your decas ating Casy You li find peat shier pane of new ' dust hare 

eet your agination warring colors that will bring em bile nat present bart sete 

ines Your Super Kem Tone Dealer has dus ammaring ek &O temee 

at take ut home with you los “onthe opt codon matic hung wht ot ya Neseeee 
there 8 no charge ' 


Over 1400 Different Color Harmonies: 


coat 





' Y tet tia ay 
9 Whaiaeerre” hae io 
fan eee, noe” Ss 
@ Whe eer : gas ® yo " 
ax J ; 
‘ mar cer? ‘ - eho feet * ae 
‘  - ois 
$ tv me e* ny nf " rer tw @ che cohen pete : 
ce ie * 
° P iv , si 4 wus al cokers arveract terrt Au 
oa tdeow® off me core th-= gree oe tage ther om 
se : ste a a one wyteeat 
we = reget 


oa? va fll ahd 


‘ sytsaorort 
Borrow the oler Harmony Beek from your arby Super 
at neo cont 


ler for use 


Kem- Tone Den in your home to you’ 





me mivacte teyd enamel © 
chen ae Yer 


Petating 's oFry with tuper fom tere Kem Ge '+ 
a ~ wes ea Pe het gure on eC aery : yimnel wept ret ana & 
ear wall eurttor * 1 wud mares Thus emer walle and calanee ic flows » ‘ 
wea rwhtee men iws w @ ‘ . drvce in © Peemert a fresh the ha ‘wow of 
ah om lowe than an! w thee earned wae hae bake? eho ‘ wake « Ste 
girs o , . weseey * »' And so the . The trawl Soe > T ow is 
a= «valle tt ane —_* _ mauhed > a +a 
ea 
x 
2 





dew een tone end tame iin cre conte wold GOS O. 

scare -~o3ore » (were a ~~ Que re oe Urgtroat ” + “rer 

, et The Lo “ se Gevteer jee ume &§ Co. rm own 
tre erin Senewt &® as. * re Products Oe ot 





color are sending 


| ese mMmayvaz ine ~ 


va The Saturday F 
‘ +s &, ate ‘ y i ‘¢ . 
fel aptelicm: xcs) ve * eae ana vening Post Woman’s Home Companior 
‘ ‘ anion 
0) le) ans) & Gardens Good Housekeeping 
oe TVICe American Home Met all’s 
Household Farm Journal! 


- > . 
Sunset Progressive Farmer 


‘ . Si c . . 
Ladies’ Home Journai —* eer Farming 
apper’s Farmer 
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to see this 


OLOR HARMONY BOOK! 


Do you have it? 





& 
Ta 
> 
Only the COLOR «Which wall colore will harmonize beat ¢ What colora should I choose for adjoining 
H 4 }? V0 \ y Re YOK run my prene nl furnishings? rooma to make aure the yu ill complement 
io a j 


each other in perfect harmonu? 
«| plan to redecorate and buy some new } , 
answers questions 


furnishings. Hiow can I be aure to have « What wall and cabinet colora will go beat 
like these: everything in correct color harmony? with my colored kitchen appliances? 

« What accent colora should I use for my « What new colora can I pick to go with 

bookshelves, alcoves, ete.? my bathroom tile? 


ONLY SUPER’ KEM-TONE and KEM-GLO” RETAILERS 
CAN OFFER THIS EXCLUSIVE COLOR SERVICE! 


That's right! Super Kem-Tone Retailers the country over report substantial 
sales increases from the COLOR HARMONY BOOK! No one else matches 
this color selection service! 


How about you? You can make this exclusive color service available to 
all the homemakers in your area who will see the COLOR HARMONY 
BOOK featured in the leading magazines. Write: Super Kem-Tone, 1200 
Midland Building, Cleveland 1, Ohio... or one of these companies. 


The Sherwin-Williama Co., Cleveland 
Acme Quality Painta, Inc., Detroit « John Lucas & Co., Inc., Philadelphia 
W. W. Lawrence & Co., Pittaburgh « The Martin-Senour Co., Chicago 
The Lowe Brothers Co., Dayton « Rogers Paint Producta, Ine., Detroit 
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Harper & Mclntire Plan Sales Expansion; 
B. L. Scherer Named to New Des Moines Post 


Harper & Melntire Co., 
wholesaler of Ottumwa, lowa, 
is expanding its sales activi- 
ties. The company plans to 
set up a Des Moines opera- 
tion where limited warehouse 
stocks wil! be carried. 

B. L. Scherer has been 
named to the newly created 
post of manager of the Des 
Moines operation. Mr. 
Scherer was formerly sales 
manager of Luthe Hardware 
Co. of Des Moines. Plans 
for the liquidation of Luthe 
were recently announced (see 
HA, Oct. 11, p. 216). 

The inventory of Luthe 
Hardware will be taken over 
by Har-Mac on Nov. 1. 

Har-Mac has added a num- 
ber of additional salesmen to 
ite sales force. Further ex- 


pansion of sales activities is 
under consideration, but 
plans for this are not com. 
pleted as yet. 


Stambaugh-Thompson 
To Enlarge Warehouse 


Wickliffe Wholesale Div. 
of Stambaugh-Thompson Co., 
Youngstown, Ohio, is enlarg- 
ing its new warehouse. 

Contracts have been let. 
The new addition is to be 
completed next summer. The 
warehouse will have 22,400 
sq ft more of storage space. 

The back wall of the ware- 
house will be torn out for 
the one-story, block construc- 
tion addition. This is the 
new warehouse described in 
H. A. Feb. 3, 1955, p. 126. 








More Than 41,000 Visit Hardware Show; 
Exhibition Again At Coliseam Next Year 


The llth annual National 
Hardware Show was a rec- 
ord-breaker, according to 
show director, Frank M. 
Yeager. 

About 1000 exhibitors 
showed their wares to more 
than 41,000 buyers who were 
enthusiastic about the facili- 
ties of the new Coliseum in 
New York, Mr. Yeager said. 
The show returned to New 
York after two years in Chi- 
cago. 

The exhibition will stay at 
the Coliseum in 1957 (Oct. 
14-18) because of volume of 
business done by dealers and 
exhibitors, and high praise 
for the facilities available at 
the new structure, Mr. Yea- 
ger said. 


The majority of exhibitors 
reserved space for the 1957 
show before the 1956 NHS 


(Continued on page 200) 





Kruchten Named K-H-T 
Merchandising Manager 


Ken Kruchten has been 
appointed merchandise man- 
ager of Kelley-How-Thom- 
son Co., wholesaler in 
Duluth, Minn. He will su- 
pervise the buying of all 
merchandise distributed by 
the company in Duluth and 
its branches in Billings, 
Mont., and St. Paul, Minn. 

Mr. Kruchten joined Kel- 
ley-How-Thomson as a gen- 
eral salesman after World 
War Il. For the past three- 
and-a-half years he was 
buyer and manager of the 
company’s tool department. 
Recently he has been work- 
ing with George W. Welles, 
Jr., president, and Floyd 
Boxrude, vice-president and 
general sales manager, on a 
new merchandising program. 





Who Can Match This Record? — 


F. E. Carlisle... 


63 Years in Hardware 


F. E. Carlisle, chair- 
man of the board of 
Carlisle Hardware Co., 
Springfield, Mass., still 
puts in a full six days 
a week at his desk after 
63 years in the hard- 
ware business. He is 81 
years old. 

In 1893 at 18 years 
of age, Mr. Carlisle 
began working for 
Homer Foote & Co., a 
large retail hardware 
outlet in western Mass- 
achusetts. 

After working for 
Homer Foote for five years, Mr. Carlisle went into 
the hardware retail business for himself. 





Fr. E. CARLISLE 


ee 


Editor's Note: This is the third in a series of 
“Who Can Match This Record?” profiles begun in 
the Aug. 16 issue of HARDWARE AGE when we re- 
ported the 61 years of service of William B. Sabaa- 
tian. On Sept. 18 we reported Frederick H. Dorn’a 
amazing 68-year record of activity. Mr. Dorn’s years 
are matched by F. E. Carlisle. If you, or someone 
you know can better thie record, send the details to 
Editor, HARDWARE AGE, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. Please include glossy photographs. 

Thue far, the actual record of continuous service 
to one company appears to belong to Mr. Sebastian, 
whose 61 years have all been devoted to the May 
Hardware Co., wholesaler at Washington, D. C. 


Mr. Carlisle’s first 14 years in hardware were 
spent in North Adams, Mass. In 1912 he established 
the Carlisle Hardware Co. at Springfield. 


“We are probably one of the largest retail hard- 
ware stores in the United States,” Mr. Carlisle says. 
“Within the past 25 years we have established 12 
branch stores in the Springfield area.” 

About 30 years ago the company acquired Homer 
Foote & Co., the firm who first employed Mr. Carlisle. 

Mr. Carlisle drives his own car and puts in a 
full six-day week, although his store is only open 
five days a week. 

There are no retirement plans in the offing for 
this hard working New Englander. 
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E. H. Gorton, J. D. Gans 
Join Wooster Rubber 


E. H. Gorton and John D. 
Gans have joined Wooster 
Rubber Co., Wooster, Ohio. 

Mr. Gorton is assistant to 
the vice-president in charge 





E. H. GORTON 


of sales. Mr. Gans has been 
appointed merchandising 
manager. 
Mr. Gorton will assist in 
the direction and expansion 
(Continued on page 202) 





FP. A. MITCHELL 


Disston Names Mitchell 
General Sales Manager 
Frank A. Mitchell has been 


named genera! sales manager 
of Henry Disston Div., H. K. 
Porter Co., Ine., Philadelphia. 

He will supervise sales ac- 
tivities of Disston’s hard- 
ware, industrial and export 
departments throughout the 
world. 

Mr. Mitchell was director 
of marketing at York-Ship- 
pley. 





DEALER BRIEFS: 





Floyd Schock Opens Marshall-Wells Store; 
Seven Other Hardware Stores Are Opened 


Ashley, N. D.—A new Mar- 
shall-Wells Hardware store 
containing 5,500 sq ft of floor 
space recently was opened by 
Floyd Schock. Mr Schock is 
the son of the late G. C. 
Schock who owned the pre- 
vious store which was de- 
stroyed by fire. The new 


store is about 1,000 sq ft 
larger than the previous 
store. 


West Memphis, Ark.—W. 
E. Garrett and his son, Joe 
Garrett, recently opened Gar- 
rett Hardware Co. at 205 N. 
Seventh St. W. E. Garrett 
has been in the hardware 
business for 17 years. He 
was formerly associated with 
Farmers Supply Co. 


Paramus, N. J.—~ Brill 
Hardware Co. has signed a 
long term lease for a 7000 
sq ft store to be a part of 
the 100-store Bergen Mal! 
shopping center under con- 
struction on Route Four. 
Morris Brill, president of 
Brill Hardware, with a store 
at 1757 University Ave., 
Bronx, N. Y., says the firm 
will market quality hard- 
ware at competitive prices. A 
closet shop, a bath shop, and 
a dinnerware department wil! 
be featured sections. 


Owenaboro, Ky.—Guenther 
Hardware Co., Inc., recently 
held a 10-day formal open- 
ing for its remodeled 88-year- 

(Continued on page 208) 
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Shapleigh Control Passes to Canadian 
Firm; Four New Directors Are Elected 


Controlling interest in 
Shapleigh Hardware Co., 
113-year-old wholesale firm 
of St. Louis, Mo., has been 
acquired by Gordon & Belyea, 
Ltd., Vancouver, Canada. 

Gordon & Belyea was 
founded in 1886 and distrib- 
utes hardware. It also holds 
controlling interest in Walter 
Woods, Ltd., with branches 
across Canada. 

Four members of the board 
of directors of Shapleigh 
have resigned from the 
board. They have been re 
placed by four executives of 
Gordon & Belyea. 

In December, 1955, control- 
ling interest in Shapleigh 
was acquired by Harold C. 
Schott and associates, Cleve- 
land (see HA, Dec. 22, 1955, 
p. 67). 

It is understood that in 
the present transaction, more 
than half the voting stock of 
Shapleigh has been acquired 
by Gordon & Belyea from 
the Schott group. However, 
Schott associates continue to 
hold a substantial interest in 
Shapleigh. 

The Shapleigh directors 
who have resigned are H. O. 
Ash, C. E. Gunnin, Henry A. 
Hoeynck and Keith MeDou- 
gall. The new directors, all 
executives of Gordon & Bel- 
yea, are M. J. Long, H. B. R. 
Kirkpatrick, J. Newton, and 
E. C. H. Perrin. The diree- 
tors who resigned are con 
tinuing in their operating 
capacities with Shapleigh. 

The new board elected 
M. J. Long chairman of the 
board, replacing R. D. Ash- 
man. Mr. Kirkpatrick was 
elected a vice-president and 
Mr. Newton was named as- 
sistant secretary-treasurer. 

A. Lee Shapleigh, II, con- 
tinues as president and a 
member of the board of di- 
rectors. Other members of 


the board are H. C. 
and R. D. Ashman. 


In announcing the new 
ownership of Shapleigh, A. 
Lee Shapleigh, Il, said that 
no immediate changes in the 
internal organization or in 


Schott 


the method of distribution 
are contemplated. It is ex- 
pected, Mr. Shapleigh said, 
that the combination of in- 


terests of Shapleigh and 
Gordon & Belyea, which is 
now international in scope, 
will enable Shapleigh to ex- 
pand and to become an in- 
creasingly important factor 
in the hardware business. 


Schwabacher Lists Five 
Organizational Changes 


Five changes in the organi- 
zation at Schwabacher Hard- 
ware Co., wholesaler in Seat- 
tle, have been announced by 
Morton L. Schwabacher, 
president. 

John W. Crane is now vice- 
president and director, Clif- 
ford G. Knapp is director of 
sales, Richard H. Cahan is 
sales manager, Peter Wick- 
lander is director of pur- 
chases, and Roy Collins is 


controller. 


C. E. Winkler, sales man- 
ager of the company for 15 
years, retired on Oct. 1. He 
had been with the company 
35 years. 


King Is Sales Manager 
At Federal Enameling 


Albert L. King, has been 
appointed sales manager of 
the Aluminumware Div. of 
Federal Enameling & Stamp- 
ing Co., Pittsburgh. 

Mr. King had been sales 
promotion manager for En- 
terprise Aluminum Co., Mas- 
sillon, Ohio. 


199 











( ———- *Gdue gales ik 


boosted over 30% by 
G]ue-It-Yourself Corner!” 


reports Mr. Howard Garabrant, owner of the 








Noassav Hardware Co., West Hempstead, N. Y. 
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“Since setting up my Glue-It-Yourself Corner, sales have 
increased because customers can find glues and related items 
in one spot,” explains Mr. Garabrant. “And | save time 
because the Elmer's Glue Chart answers my customers’ 
gluing questions.” 

Why not set up your own Glue-It-Yourself Corner and 
reap extra profits like Mr. Garabrant and hundreds of other 
alert retailers throughout the country. Just write to The 
Borden Company for your free, complete “Corner” kit that 
contains an attractive Glue-It-Yourself Corner sign, shelf 
strips, Elmer's Glue Chart, catalog of Do-It-Yourself Pat- 
terns, and a merchandising “tip sheet" that shows you how to 
get set. Address The Borden Company, Chemical Division, 
SPC Dept. HA-106, 350 Madison Ave., New York 17, N. Y. 


Heres the profit*backbone for your 
Glue-It-Yourself Corner. y 
on ELMER'S GLUE = 


for every job! 
“=> 














ELMER'S* 
WATERPROOF GLUE 
its the glue that boating 
experts use Exceeds mili- 
tary specifications for water 
proot give. Resistant to 
acids, alkalis, fungus, rot 
Super bond is stronger than 


— 


ELMER'S* 
CONTACT CEMENT 
Bonds plastic laminates to 
plywood quickly, without 
clamps, nets of presses. 
Highty resistant to heat and 
water. Also bonds leather, 
iinoleum, synthetic rubber, 

and thin gauge metal 


ELMER’S* 
GLUE-ALL 


Here's the modern plastic 
give that steks fast and 
strong. Dries clear, won't 
stain. Ideal for wood paper 
cloth, pottery—any porous 
material, in handy plastic 
whe, squeeze bottle, and the wood itself. ideal for 
glass jars. izes from 15¢ up any waterproof project. 
All 3 pre-seld te your customers in these leading megerines 
reed by give veers: SATURDAY EVENING POST, POPULAR 
MECHANICS, POPULAR SCIENCE, BETTER HOMES AND 
GARDENS, SUNSET. 


" The Borden Company, Chemical Division, 350 Madison Ave. New York 17, N.Y 
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News of the Trade 


Smith-Woodwell Moving 
Back to Pittsburgh 
Smith-W ocodwell, Inc., Can- 
onsburg, Pa., wholesale hard- 
ware distributor, will remove 
its main office and warehouse 


to 2901 Smaliman St. in 
Pittsburgh, Jan. 1. 

For many years prior to 
consolidation in 1954 the 
Smith and Woodwell busi- 
nesses had been in Pitts- 
burgh. 

The new quarters of the 


company will comprise 90,000 
sq ft of office and warehouse 
space, compared with 72,000 
sq ft at Canonsburg and 10,- 
000 sq ft at 201 Market St. 
in Pittsburgh. The latter 
branch unit will be discon- 
tinued when the ex- 
panded quarters are occu- 
pied, Howard Dewalt, presi- 
dent of the company, 
nounced. 


new 


ati- 


Walter Gebhart Forms 
Consulting Company 


Walter H. Gebhart, Sr., 
has formed the Walter H 
Gebhart Organization, 1015 


Chestnut St., Philadelphia 
Mr. Gebhart 
vice-president 


Was 


for 


formerly 
sales of 
Henry Disston Div. of H. K 
Porter Co., Inc. He had been 
associated with Disston for 
16} years. 

The Gebhart 
of management 
will specialize 
guidance and 


organization 
consultants 
in business 


development 


in trade a 
tion management. 

It will provide a variety of 
business services and 


work. and SBuocia- 


statis- 
tics, with emphasis on mar- 
keting problems and the de- 
velopment of aptitude tests 
for sales and other person- 
ne! 
Mr. Gebhart has served as 
president of the Philadelphia 
Industrial Advertisers, pres- 
ident of American Supply & 
Machinery Assn., president 
of the American Machine 
Knife Assn., and president of 
the Hacksaw Manufacturers 
Assn 


Ekco Appoints Moffat 
As Product Planner 


Ekeo Products Co., Chi- 
cago, has named Charles J 
Moffat products planner for 
the Geneva-Byesville Div 

Mr. Moffat joined Ekco in 
1952 and had been in the 
sales department before his 
new appointment. 


41.000 Persons Visit 
Hardware Show in N. Y. 


(Continued from page 108) 


was completed, Mr. 
added. 

The filled 
four floors 
mezzanines of the 


Yeager 


1956 NHS 


exhibition 


the 
and 
(‘oliseum. 


Highlight of the show was 
the evening opening on 
Wednesday, Oct. 3. A near 


capacity crowd of dealers, 


buyers, and guests filled the 
aisles on every floor. 





A power saw aided the traditional scissors to cut the golden 
ribbon which opened the 1956 National Hardware Show on 


Oct. | at 
Charles Snitow, 
dent of Clinton Machine Co.:; 


New Yorks Coliseum 
president of NHS; Donald 


Ofhcials (from left) 


Thomas, presi 


are 


Col. John Q. Tilson, a director 


of NHS for 11 years; Mrs. Frank M. Yeager; Grover Whelan; 
and NHS director Frank M. Yeager 
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HOW 
TO SELL 
BISSELL 

SWEEPERS 


one im GC series 











PUT ON AN ACT? NOT WHEN YOU SELL BISSELLS®! Bissell Sweepers put on 


a terrific sales performance! Not only in the regular housewares section but when 


you spot ‘em on gift counters. . 
elevators... in rug section, 


.in center aisle displays...near escalators or 
Use the Bissell display cards to remind customers that 


these are the sweepers they see demonstrated on TV. Bissells earn their star billing! 


CRAK- SEAL CUETE ugly crack 


between wall and _ 


re | 





molded 

















Crak Seal provides a water proof 


seal where tub (oT sink meet: wall 
Ll) es a fast. smooth trouble-free 
jf hy It’s pure white vinyl tripping, 


at correct angie for Cu y 


application—the ONLY kit with 
preformed corners which give that 
professional look Daves cutting 
and fitting at corners, Packed in 
self-selling display carton. A prof 
itable item. Order Crak-Seal from 
your wholesaler 


PLASTER-STIK fills hairline cracks quickly, easily 


The favorite of 
millions of home- 
owners for filling 
those nasty hair- 
line cracks in plas- 


| TRIM-GUARD 
ter. No ry weed PAINTER’S PAL 
No mess. Al ways 

ready to use Self se iling display carton PASTE-BAK 
holds one doz. sticks, yet takes little PIPE-SEAL 


counter space. An excellent profit item. 











Put this good-looking dis- 
play of quality household 
brushes in a good traffic 
spot and watch your brush 
Profits, too 





Other LEONARD 
products include: 





— not just 334%, but 


a full 374%—for you. 








SOLD THROUGH QUALIFIED WHOLESALERS 


THE LEONARD COMPANY 


DEFT. 8, 506 THIRD STREET « DES MOINES, IOWA 
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BisseH Carpet Sweeper Co., Grand Rapids 2, Mich 


More profit on 


HOUSEWARES 


with these 


high-quality 
fast-selling 


BRUSHES 





colorful merchondise . 
appealingly diuplayed 


Kellogg @ Brushes 


famous name... famous brand 


KELLOGG BRUSH MFG. CO. 


Westfield, Mass. 








Ble MOMY- 


with these quality products 





The fastest selling line 
on the market. Excel. 
lent mark up. Sug 
gested prices from 
$24.95 to $44.95 for 
the DeLuxe Model. 


Stock Desert Ray and 
you ll boost 
your 


profits. 


America’s Finest 
COMBINATION 










Electric 
EDGER and 
LAWN 
TRIMMER 
by Desert Ray 












AVAILABLE 
IN MODELS 





Get in on the 
“outdoor market.” 
Fight models in 
the Desert Ray 
line of Texas Style 
Barbecues and 
model and price 
for every price 
bracket, with ex. 
clusive features 
that make them 


sell. 


Desert Ray 


BARBECUE 


with exclusive 
Copper-Lyte 
HOOD 





This filles a def- 
nite market need. 
A SMOKER does 
the job of the old 
“smoke house.” 
Has large capac- 
ity. Will accom 
modate large 
ham or fowl. 
With chrome. 
plated racks. 
Suggested retail 
price, $19.95. 


Desert Ray 
ELECTRIC 
Smoker 


‘7 


iv ’ pivag 





This newest addition is 
a REAL OUICK-MOY 
ING PROFIT ITEM 
Uses real gas. Has 
a flame with blow- 
torch intensity. 
Will ignite fire 
in barbecue or 
camp fire in 
seconds. 











Desert Ray 
RAPID-FIRE 


| dae 


CHARCOAL LIGHTER 










—— 
) 7 Suggested retail price, $5.95 
- 


Manutactured by 


HIRSH MANUFACTURING CO. 


GARLAND, TEXAS 


' Hay 


i” . 
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_E. H. Gorton, J. D. Gans 
| Join Wooster Rubber 


' 


(Continued from page 199) 


of Wooster’s Rubbermaid 
marketing program. He re- 
signed recently as general 





J. D. GANS 


| sales manager of Washburn 


| ada), 


Co., Worcester, Mass. after 
20 years. 

Mr. Gans had been with 
Continental Can Co., New 
York, as supervisor of new 
product development. 


Wooster Opens Plant, 
Appoints Sales Manager 


Wooster Rubber Co. (Can 
Ltd., has appointed 
Douglas G,. Sinclair sales 
manager, 

The company has 
opened a new manufactur- 
ing plant at Cookesville, On 
tario, early this month. 


L. C. Davenport Retires 





From Weed & Co. at 87 


L. C. Davenport, one of 
the deans of the wholesale 
hardware trade, retired at 
the age of 87, on Sept. 30, 
as vice-president and buyer 


for Weed & Co., Buffalo, 


_N. Y., hardware wholesaler. 


He had been associated 


with Weed & Co. for 68 
years. 
No successor has been 


named as yet. 


John H. Graham Elects 


| Prall Vice-President 


Paul H. Prall 


manufacturers’ representa- 
tive of New York. 
Mr. Prall, who has 





also 


has been 
elected a vice-president by 
John H. Graham & Co., Inc., 


been 
with the company 37 years, 


News of the Trade “ 





PAUL HB. PRALL 


will be vice-president in 
charge of King Cotton Cord- 
age Div. He has been con- 
nected with the division for 
many years. 


Frank Philips Moves 
Up to Vice-President 


Frank Philips recently was 
elected first vice-president of 





FRANK PHILIPS 


Bommer Spring Hinge Co., 
Inc. 

Mr. Philips joined the firm 
in 1928 and worked his way 
up. He was appointed office 
manager in 1953. 


Western Sports Show 
Attracts 82 Exhibitors 


Eighty-two exhibitors have 
signed up for the two-day 
sports trade show which 
opens Oct. 28 at the Biltmore 
Hotel, Los Angeles. The show 
is sponsored by Western 
Sporting Goods Assn. and 
the National Sporting Goods 
Assen. 

Speaker at the WSGA an- 
nual dinner on Oct. 29 will 
be Fred Sington, of Fred 
Sington Sporting Goods, Bir- 
mingham, Ala. A meeting 
for dealers only is scheduled 
for 11 a.m. Oct. 29. 
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| Gann 


swore MO! 





N HOSE 





Cierenéie 50 





LIST PRICE 
ANTI-SYPHON CHECK VALVE 


Full water-way.No restriction, %4"' pipe $00 


¢ UNION VALVE (Non-Union $2.80) 





pipe 43% 


$116 


Swivel seat for long life, %4"’ 





POP-UP SPRINKLER HEAD 


Pops up 1'4” above grass 


REGULAR SPRINKLER HEAD 





Ideal for Siamese connections 


Fully adjustable, solid brass 94 | 
HOSE TO PIPE FITTINGS 33 | 
Various sizes available — 
HOSE Y re 
<i 





OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 











CHAMS tae BRASS me &. co. 
| | 2101 


Ss’ @¢ LOS ANGELES 17 
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GREAT SOURCE 
GREAT NAME 


for PLASTIC and RUBBER GARDEN HOSE 
and flexible sprinklers 


®* top quality! 





® new colors! 
® new packaging! 


at 


BGI = WARE” 


FOR 
SPORTSMEN, 


‘ite HOUSEWIVES 


OVER 
CAMPFIRE 
OR KITCHEN 
RANGI 


(wry 


a, j %, 


THE NEW PAULSON-WARE Aluminum Griddles offer you duel 
morket profits. For the home, these new griddies ore used on 
kitchen range ond barbecue grill. For the camper, they're sup- 
plied with iron legs, reversible for mounting over low or high 
open fires. 


Quality-thick aluminum. Exclusive under-rib construction, Ne 
breaking-in. Easy to clean. Broils to perfection. 


GUARANTEED NOT TO WARP 
Wire or Write Today for a 


EE 


eal oni. 4a) 


a 

*d 

ba tt « 
ke x 








Another broken window 
. « » another sale! 


| ; 
9 Bw 
' 





Bun broken window in your neigh- 
borhood can mean a cash sale for you if you 
feature the new ;LETCHER handymans re- 
glazing kit. It contains all the tools necessary 
to do the job... . six items in all. 

With each kit is a booklet explaining 
in easily understood terms how to reglaze a 
sash. Anyone can do an excellent job with 


the tools contained in the kit 





FOR THE FINAL TOUCH 


Included in the above kit is the new 
FLETCHER No. 15 Tiny Trimmer. 


the excess paint that is bound to get on the 


It will trim 


glass. Two blades are included, one for scrap- 
ing the inside of a window, and the other for 


scraping the outside leaving a narrow paint 


sealer 


ASK YOUR JOBBER TO SHOW YOU ALL THESE TOOLS 


THE FLETCHER-TERRY CO. 


849 SOUTH STREET . FORESTVILLE, CONN. 
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News of the Trade 


North & Judd Elects 
Two Vice-Presidents . 


Two divisional sales man- 
agers have been elected vice- 
presidents of North & Judd 
Mfg. Co., New Britain, Conn. 

Ivan L. Smith is now vice- 





IVAN L. SMITH 


president and general sales 
manager of the New Britain 


Div. He had been general 
sales manager of the divi- 
Fion. 

John A. Morris becomes 





JOUN A. 


MORRIS 


vice-president and general 
sales manager of the Wilcox- 
Crittenden Div. He had 
been general sales manager 
of the division for the past 
year. 


President of Billings 
Hardware Co. Retires 


George R 
ally 


Kinsman form 


retired as president of 


Sillings Hardware Co., 
wholesaler in Billings, Mont 
At a banquet in his hono) 
recently 

lie had been president of 
the company since lY2Y He 


mad unofficially 
Mar ' 


retired in 


Ralph Johnson was named 
general manager to aucceed 
him Mi Johnson had been 


manager of the lumber di 


HARDWARE 


of Farwe!l] 


(0o., 


Vision Ozmun 
Kirk & wholesaler in 
St. Paul, Minn., which owns 
Billings 


Hardware Co. 


J. R. Clark Is Elected 
As Chairman of Board 


John R. Clark was elected 
to the newly-created post of 
chairman of the board of J. 
R. Clark Co., Park, 
Minn., at a directors’ 
meeting. He had been presi- 
dent of the firm. 

K. B. Olander, formerly 
vice-president and secretary, 
was elected president. L. C. 
Mc Manus, formerly assistant 
treasurer, was elected 
president ecretary- 
comptrollet 


Spring 
recent 


vice- 
and 


Worthington To Honor 
50 Year Employee 

Officials of The 
Worthington (o., wholesale 
in Cleveland, 
of the firm’s Anniversary 
Club will honor Jacob Olden 
burg, who is celebrating his 
50th with the 
firm, at a dinner party at the 
Midday Club on Nov. 5 

Mr. the 
firm’s receiving department. 
A native of Holland, he be 
gan work at Worthington on 
Nov. 3, 1906, in the packing 
department. A year later he 
was transferred to the ware 
house where he remained for 
i7 years, 


(,e@0 


and members 


anniversary 


Oldenburg is in 


Walter H. Allen Reports 
Record Sales For Year 


More than 150 manufac 
turers exhibited their lines 
at the annual merchandise 
show and stockholde: 
dealer's meeting of Walte: 
H. Allen Co., Ine., deale 
owned wholesaler in Dallas, 
Tex 

Pres. Walter H. Allen re 


had it 


por} ted the company 


largest and most profitable 
ales year in the year ending 


July 3] He said new fran 
chise dealer accounts and 
arye? inventory accounted 
for the increases 


Seed Firm Wins Award 


Associated Seed 
Inc.. New Haven, 
been awarded th 
Medaille of the 
Avriculteurs de 


(,rowers, 
‘_ onn.. 
1956 Grand 


Societe 


: 
ias 


des 
France 
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27 MORE Spray Enamel 


ALNO ADDITIONAL COST 








































your customers want value .. . quality at a price! Give it to 
them with Krylon! Stock, display, sell Krylon—order today ... 
sells itself on sight, ond ... a most profitable “repeat sales” 
item, tool 





® guaranteed non-clogging valve 


KRYLON Products 


© Crystal-Clear perma- 
nent protective coating 

® Stencil Ink Sprays and 
Hide-a-Mark cover 
coat 


® good to the very last spray 
® nationally advertised—publicized 


© featured by leading stores-—coast to coast 


LIMITED TIME ONLY 


© Zinc chromate Metal Modern Wrought Iron : fy nad 
sae i sscmgpe DISPLAY RACK os contd ons 
® Rust Veto Spray for ‘ 
protecting metal i Q E £ e 
thes with the purchase of 416.24 > mer 


© Tenac open gear and 














assortment Krylon Spray Products : 
cable lubricant plus 12 giant cans of dealer » ; 
® Rust Release to choice. (Rack by itself worth 
“ynlock” rusted or $15.00) . super silent sales | a 
bound parts man that will go to work for ¥.. 
® Spray Cleaner ond you at once. | "| <a a a 
Degreaser for clecrirg ORDER FROM YOUR JOBBER OR WRiTe [7 ; 












dirty oil or gleasy 
equipment, surfaces 


KRYLON-THE BRAND WITH DEMAND: COAST TO COAST 






Krylon, Inc., Norristown, Pa. 








THE 

MILLION 
| DOLLAR 
| HOLD-UP 


“S( 





ase sales with 














Economical 
Proven in use 
High Flash Point 
Slow Drying 
Long Leveling 
Pleasant Odor 


com: nehorite 


ex PANS 1-0-8 





i 


Greater Markup 
WALL > & BS @ ws ine 
, ts, Pts, VorPes. 


~— 1276 W.TeTH GT fH AG@® 76 
Genemnaseeed ‘ = 
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announcing a new 

PINT-SIZE with handy 
PR 8 built-in 

4” spout 





“BESTOW” /| 









for cleaner Windia: 

| Perreg HH 1)) 
ilecielelMelale mr 
longer die life... 


wf 
; Uitiin 
LAi 


cola slachitiels) i= 
customer sales... 


THE 


‘Moin Office and Factory 
1312 East 269th St., WICKLIFFE (CLEVELAND), OHIO 





BUILDERS OF COST-REDUCING THREADING EQUIPMENT SINCE 1893 
















Make 


Easy Profit Waa RAZ 7 Van 
with Glass Fibre Insulation 


“Easy-Wrap” 
ome © coo ' fills an important need 
Trill Mil lil. 


Packed: in individue! 
“Eye Stopper’ Displey 
Carton 


“EASY-WRAP" 


* Stops Pipe Sweating 


One doren 
cartons to Master ship 


per 
®* insulates Hot Water Pipes 
ony , Order from 


* Helps Prevent Pipe Freezing your jobber 


* improves felelaa Appearance 


Every Home Owner & Prospect! 


RHOPAC, INC. 


3427 Clevetanund Street, 


MANUFACTURING CO. 


and Yapor Sealing Tape 








News of the Trade si 


New appointments, new territories, etc. 


MANUFACTURERS SALESMEN 


Western Tool & Stamping 
, Des Moines, has ap- 
pointed Ken Bridges Florida 
district sales manager. He 
had represented Railey- 
Milam, Inc., of Miami for 
two years. 


Co. 


a4 
Cal-Dak Co., Chicago, has 


added Warren Tengblad to 
its sales organization in Chi- 


cago. He had been manager 
of the housewares depart- 
ment of Evergreen Plaza 


air Store in Chicago 
vw 


Savage Arms Corp., Chic 
opee Falls, Mass., has ap- 
pointed three men in its sales 
divisions. John E. Couillard 
is promotional sales repre- 
sentative for lawn 
and sporting arms in 
north central states. Rolin 
Cargill Jr. represents the 
same divisions in the south 
central] states. John F. Sears 
is the arms division sales 
representative in New York. 


mowers 
the 


Ww 


Aluminum Cooking Utensil 
Co., New Kensington, Pa., 
has promoted J. F. Van 
Wonterghem to § assistant 
sales manager of the Ken- 
sington Ware Div. He has 
stores division salesman in 
been succeeded as retail 
Pittsburgh by Walter C. 
Gabel. 

— 


Electric Sprayit Diw., 


Heinrich Celebrates 
50 Years With Boker 


Charles Heinrich, southern 
sales manager of H. Boker & 
Co., Inc., New York, is cele 








CHARLES HEINRICH 


Thomaea Ine 


Industries , 
Ky., has named 
Henry Stein its representa- 
tive in Texas, Arkansas, and 
Louisiana. 


Louisville, 


Ww 


Gould-Mersereau Co., New 
York, has appointed three 
new sales representatives. 
They are Paul Gardner, who 
will cover the western states; 
Robert Phillips, north central 
states representative; and 
Turcott, south centra! 
and southwestern states rep- 
resentative. 


LLee 


Ww 


Clark Bros. Bolt Co., Mill- 
dale, Conn., has added Mass- 
the territory 
Fred C. Brown. 
Mr. Brown has covered New 
York, Pennsylvania, and New 
Jersey for nine years. 

vw 


achusetts to 
covered by 


Martin-Senour Co., Chi- 
cago, has promoted Alton H. 


Barnes from Chicago sales 
division manager to sales 
manager of the company’s 


eastern division. He succeeds 
Thomas S. Andrews who has 
been named director of mar- 


keting 
ad 


Cory Corp., Chicago, has 
promoted Will Wisler to as- 
sistant territory manager for 
Chicago. He had been in the 
executive offices for two 
years. Ken Rutter has been 
named Florida territory man- 
ager. 


brating his 50th year with 
the company. He joined the 
firm in 1906, starting in the 
stock division. 

He was made manager of 





the Hardware Division and 
in 1930 became a sales repre- 
sentative in 15 southern 
states. 


Sales Rise After Fire 


Last March a $750,000 fire 
gutted the plant and offices 
of the Gibson-Homans Co., 
Cleveland, Ohio. A monu- 
mental rebuilding program 
has seen the company rise 
from the ashes and rack up 
an 11 percent sales increase 
over the same period last 
year. 
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Unless you carry 
PRO-TEX stove mats, 
your shelves might 





as well he empty! 


HERE'S WHY PRO-TEX MEANS 
MORE SALES AND PROFIT TO YOU: 


Only PRO-TEX has sold over 90 
million mats! 


PRO-TEX is the only complete line. 


PRO-TEX offers a full variety of 
sizes, designs and colors 








\ a @ There are PRO-TEX mats in every 
\ \ v price class 
\ x" = @ PRO-TEX mats give you the BIGGEST 
\\ value — finest quality construction 








< > 
=n on Cen 
c Kes on) y 
REMEMBER: YOU CAN PAY MORE, 
BUT YOU CAN'T BUY BETTER! 


Ask your jobber to show you 
the PRO-TEX line. 


Ballowoff.,. TAL PRODUCTS COMPAN Y 


2536 EUCLID AVENUE . CLEVELAND 15. OHI}! 































. ‘ - . + 
S Te Px ost apt 
~ Metal-and-Asbestos Stove and House: 


hold Mats are made by Ballonoff 
Metal Products Co., world’s oldest 


A Re largest stove mat manufacturer 
ian 





















America’s oldest name in AXES 


MANN 


is NOW advertised from Coast to 
Coast! 


The MANN family were hand craftsmen of pioneer days, 
making the axes thot cleared the forests of Colonial 
America when George Washington was president. The 
present compony, organized in 1843, employs fifth-gen- 


eration craftsmen to forge, grind, temper and finish 
F| i L FR ROPE | America’s finest axes. 


MOW .. . more customers than ever will be asking 





Sold for Your Convenience In you for top quality MANN axes and garden tools with 
OCTAGONAL BOXES thing program. niudiog: 
MANA AND SISAL THE TIMBERMAN POPULAR GARDENING 
CONSIDER THESE FEATURES! HOUSE AND GARDEN SPORTS AFIELD 


FARM JOURNAL AND COUNTRY GENTLEMAN 
EASY TO DISPLAY 

EASY TO HANDLE EASY TO DISPENSE 

EASY TO STORE KEEPS ROPE CLEAN 


Blue and Yellow label identifies 
FITLER MANILA ROPE 


Red and White label identifies 
FITLER SISAL ROPE 


THE EDWIN H. FITLER CO. MANN 26 T00t co 
NEW ORLEANS 17, LA. rio PHILADELPHIA 24, PA. LEWISTOWN |, DA. 
SOLD BY HARDWARE DEALERS EVERYWHERE 


COLONIAL... 


—- 


“ 


an 


on oristocrat in a line of hun- 
dreds of finishes, patterns, mod- 
els ond weights. PHONE, WIRE 
or WRITE for new catolog or ask 
your jobber. 





The nome that hos meant top quality since pioneer doys 
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Texas Dealer, Salesman 
Win National Contest 
John B. Mills, of Midland 
Hardware Co., Midland, fex.. 
and George Stephens, sales 


man for Schoellkopf Co., 
Dallas, Tex., wholesaler, 
were winners of the 1956 


Scott-Atwate: 
tor Deale! 
Contest. 
Mr. Mills, national 
for his window 
Secott-Atwate 
ceived $675 in 


Outboard Mo 
Display Nationa! 


wirte! 
display of 
motors, re 


prize money 


Mr. Stephens, as distribu 
tor salesman assisting the 
winning dealer, won the na 


tional salesman's 


$200. 


prize of 


Coleman Names Sales 
Engineering Manager 
A. M. 


appointed 


(‘astello 
sales engineering 
manager for the Coleman 
Co., Wichita, Kan, 

A member of the company 
since 1953, Mr. Castello was 
formerly technical service 
manager of the utility op 
erations department, He has 
aiso served as manager of 
the outside contracts divi- 
sion. 


has been 


Paint Salesmen List 
Convention Speakers 
Two speakers have 
announced for the 
convention of the National 
Paint Salesmen’s Assn. at 
the Hamilton Hotel, Chicago, 
Nov, 1-8 
Jack B 


chandising 


been 
annual! 


Huntress, mer- 

manager of 
Chrysler Corp., will speak 
Nov. 2 on “Markets Are 
What We Make Them.” Prof. 
Harold Zelko will speak Nov 
4 on “Improving Your Sales 
Through Improved Speak 
ing.” 


Pacific Southwest Golf 
Outing Attracts 100 


More than 100 persons 
participated in the second 
annual Pacific Southwest 


Hardware Assn. golf day and 
dinner at Irvine Coast Coun 
try Club in Corona Del Mar, 
Calif., recently. 

Winners in the retailer di- 
vision were Jim Beshears, 
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(arden Grove (Calif.) Hard- 
and Norm Montague, 
Montague & Graham Hard- 
ware, Southgate, Calif., tied 
for low net; Bill Brock, Pio- 


ware, 


neer Hardware, Beverly 
Hills, Calif., and Clark Dye, 
Clark Dye Hardware, Santa 
Ana, Calif., tied for low 
gross: and Dick Nelson, 


Ruena Park Hardware, run 
ner-up for low net 


James Brown Promoted 
By U. S. Steel Corp. 
United States Steel Corp. 
promoted James E. 
Brown to vice-president of 


has 





JAMES KE. BROWN 


its American Steel & Wire 
Div. and general manager 
of Cyclone Fence Dept. 

Mr. Brown has been with 
the company since 1930. 
Since 1950 he has been gen 
eral superintendent of the 
Waukegan, Ill., plant. 


Sump Pump Mfrs. Elect 
A. C. BeVier President 


The newly formed Sump 
Pump Mfrs. Assen. elected A. 
C. BeVier president at a re- 
cent meeting in Chicago. Mr. 
BeVier is general sales man 
ager of Penberthy Mfg. Co., 
Detroit. 

Harold K. 


pointed 


Howe 
managing 
and assistant treasurer. He 
will have headquarters in 
the Mills Building, Washing- 
ton 6, D.C. 


was ap- 
director 


O-Cedar Buys 2 Lines 


O-Cedar Div., American- 
Marietta Co. acquired 
Endust aerosol packaged dust 
control spray and Sea-Spray 
aerosol packaged oven clean 
er. 


, has 


DEALER BRIEFS: 





(Continued from page 199) 


old retail store at 224 Fred- 
erica St. The firm has a 
combined wholesale-retail op- 
eration. 


fy) a nd 


Bob’ « 


Ka pids, Mich. 
Hardware, in 

Towne and Country Shop 
ping Center, recently held 
a grand reopening with a 
three-day celebration, Owner 
Bob Grassmid presented gifts 
to children 


the 


accompanied by 
parents and featured a num 
ber of opening specials. 


Port Oxford, Ore.—Home 
Town Hardware, at 20th and 
Oregon, presented 11 doo 
prizes at its recent two-day 
First prize was a 
dryer. Other prizes 
from electric house 
wares to paints. The store 
is owned and operated by 
George and Louise Hahn who 
formerly operated a hard 
ware store in Vernonia. 


Opening. 
clothes 


ranged 


Spring Hill, Ala.—Free 
gifts were presented to the 
first 150 adults entering 


Spring Hill Hardware during 
its two-day formal opening. 
Door prizes were awarded 
also. W. F. Wooldridge is 
president and Sam P. Wool- 
dridge is vice-president of 
the firm. J. R. Gunn is man 
ager. 


Joliet, Ill.—Frankfort 
Hardware Co. recently moved 
to new, modern quarters 
from the building in which }t 
had been housed since 1950 
The which carries 
stocks of farm hardware and 
equipment, is in the charge 
of Elmer Bormet. 


store, 


Oneida, N. Y.—Free gifts 
to all adults and special door 
prizes highlighted the open- 
ing of Oneida Hardware Co. 
at its new quarters at 124 
Lenox Ave. The opening cli- 
and re- 
that be 
new 


maxed a renovation 
modeling program 
gan in July. The 
is designed for self service 
and features a large 
tomer parking lot. 


atore 


CiUs- 


Two 


Robert 


Vicksburg, Mina. 


brothers, Othel and 
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Mendrop, recentiy opened 
Vicksburg Hardware Co. at 
1600 Clay St. tobert Men- 


drop had been a salesman 
for O’Neill-McNamara Hard- 
ware for His 
had teacher 
coach at Acad 


Lo. ls years. 
been a 


Culkin 


brother 
and 
emmy 





OBITUARIES 








C. N. Seidlitz, Sr. 


(. N. Seidlitz, Sr., chair- 
man of the board and founde: 
of Seidlitz Paint & Varnish 
Co., died Sept. 27 at his home 
in Kansas City, Mo. 
Mr. Seidlitz founded the 
firm in 1910, In 1954, he re- 
linquished the presidency of 
the company to 
R. Seidlitz 


He was 
66 


nis son, (. 


Two other sons. 


C. N. Seidlitz Jr. and J. R 
Seidlitz, are active in the 
firm. 


Kenneth L. Adams 


Kenneth L. Adams, a past 
president of the Indiana 
Hardware Dealers Assn., died 
Aug. 29 at the Masonic Home 
in Franklin, Ind. He was 8&6. 
Mr. Adams was an employee 


for the former Letts Hard- 
ware Co, for nearly 35 
years, then worked for an- 


other Shelbyville, Ind., hard- 

firm for eight years. 
worked for Corbett & 
Hardware Corp. in 
Ind., for 10 
years before his retirement 
in 1948. 


ware 
He 

Craig 
Greensburg, 


Cc. B. Kronenberg 


Charles B. Kronenberg, 71, 
hoard chairman of Kronen- 
herg’s Inc., Hamburg, N. Y., 
died in Buffalo General Hos- 
pital Aug. 31. He had suf- 
fered from a heart ailment 
He was a member of the New 
York State Hardware 


Asan 


Retail 


A. J. Kirchgessner 


A. J. Kirchgessner, 73, for 
many years general manager 
of the former William Gold- 
enblum @& hardware 
wholesaler, died recently. In 
recent years he had been a 
manufacturers’ agent. 


Co., 


1956 

















A report in pictures of events in the trade 





HA Photo Angles 





At the Atlantic City hardware convention 





nresented e Jer qorerre 
/ 8. B. Wood, spokesman | 
tt member 1 AMiIMA,. Mr. Lacey 
retiring president ot AMMA and 
tant to the president of Narth 
Member t NWHA nowed iTaQoINng president Charles riiidreth their aft bs dd Mig, ¢ New Britain, | a 
preciation of his two tern : Hice. Henry } Allison (lett! made the presenta 
rion of a large ver tray on behalf of the ass: tion 








rvere are rTié rye Tr er OGV ry poord ana executive mmnrrtee memner et he NASMD by ry lett: 

j D> Spe: y Th 7 Art Mata / ind A MA. vorys Vory Re ?P ady ry r ina / nner : IDO / nner 

Mtg. Co., R. W. Mason. McDern } Brothers, Ltd.. and W. S. Brown. exe: itive mmittee: Louis F. Demn 

er, Demmler Br re-elected vice-president; Noel Girard, Girard Steel Supply Co., newly elected te 

executive mm: t+es V yer K Recker Ch Va! ey KHoardwore (Co. re.elerte i ore lean? ind WO). Scehoe 
er. FO. sar, inc... naw Gmbeutive casntites snamiun 
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A REAL PRICE LEADER 
at a full profit! 


s 
es 
wf 


LANCASTER 
Nifty 


' 

CHAIN SAW 
\ —T Sells for 
\ 


















eC 


: less than 
"One Fifty” 


a 
4 ; ‘ 









e _ a 
Ay Retail —only 
4 a °149 
my mi oO 50 
Complete with 
14” guide bar and chain 


NOW...a chain saw everyone 
can afford! Weekend wood cut- 
ters, farmers, suburbanites can 
see at a glance, the Nifty is de- 
signed for the man who wants 
all the labor-saving advantages 
of a chain saw yet priced realis- 
tically for the occasional user. 

Cash in on the vast market that’s been re- 
fusing to pay more than $150 (and get your 
full discount without profit-stealing price- 
cutting with the low-cost LANCASTER Nifty). 

LANCASTER helps you sell. Ask for details 
on the sales stimulating Customer Free Gift 
Offer. Mail coupon today. 


USE THIS COUPON for complete 
information about “Full Profit 
with the Nifty’’, the new sew 
thet selis for only $149.50 














CHAIN SAW DIVISION— Box 1-778 
LANCASTER PUMP AND MANUFACTURING COMPANY, Inc. 
LANCASTER, PENNA. 


Gentlemen 
Pleace send details on the profit-moting Nifty and the stimulating sales plen. 
Also send information on the new 6 HP model 


NAME 
ADDRESS scien 
city ee 





























ADOLPH L. RANK, who 
is general purchasing 
agent for Morse Hardware 
Co., wholesalers in Bel- 
lingham, Wash., has been 
a hardwareman since Sept. 
1, 1905. He began his 
hardware career in Seattle 
as bookkeeper and sales 
clerk for University Hard- 
ware Co. On Aug. 1, 1906, 
he became a stock man for 
Whiton Hardware Co. and 
on March 1, 1912, joined 
Cragin & Co. in Seattle as an office assistant. His 
long association with Morse Hardware Co. started 
on Oct. 1, 1918. He has the unusual! distinction of 
being a 38rd degree Mason. Stamp collecting and 
membership in the Theatre Guild are his hobbies. 





ROY L. ROGERS has 
been a builders’ hard- 
wareman since 1904 and 
a manufacturers’ agent 
since 1947. He makes his 
home and headquarters in 
Denver. From 1904 to 1943 
he was associated with 
Payson Mfg. Co. of Chi- 
cago. For the next four 
years he represented Safe 
Padlock & Hardware Co. 
He is a Mason, and was 
active in church work in 
his earlier years. Gardening is his chief hobby. 
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MEET THE PERSONALITY naan 


with loads of exciting 
eye-and-sales appeal... 





TULIP | 
DESIGN 


Exceptional Quality, Durability and Economy — 
No lock can be installed faster! 


A sparkling new addition to NATIONAL’S widely 
popular line of locksets. Gracefully styled; pre- 
cision engineered quality. Self-aligning thru- 
bolts for ease of installation. Available in all 
standard finishes for both residential and com- 
mercial use. Lifetime guaranteed. 


Also matching TULIP design in interior sets 
for passage, bath, chamber and closet. 





ne 









Architects and 
Builders Specify SPRING INGES. 





~(CHICAGO) 





Modern Factories 
Office Buildings 


County, State and 
Federal Buildings 


Ships of Our Navy 


And the New Luxury Liner 
$.S. United States 


Every yeor more and more Architects 
and Buliders are specifying Chicago 
Spring Hinges because they are care 
fully designed with many superior 
features. They ore smart looking and 
streaomiined to harmonize with mod- 
ern architectural requirements 


“Spring Hinges of Quality” 





Double Acting Type 
8U900! 





Chicago Sprina Hinae Co 


1500 CARROLL AVE. CHICAGO 7 Il 
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Liferime Guarantee 


—* _ = 
2 ai ° <p td + - 
ig ~— eo 


SELF -ALIGNING THRU-BOLTS 
JUST 3 PRE-AGSEMBLED UNITS 


a 
o-"" 


ALL STANDARD FINIGHES jana ™ 





= ene 
ee as ew oe OO 


AVAILABLE WITH OR WITHOUT 
DEADLOCKING LATCH BOLTS IN 
REGULAR OR 5 (tf PIECE) BACKSETS 


Over 25 Years Manufacturing Fine Builders Hardware Exclusively 


NATIONAL HARDWARE CORP. 


NEW YORK: Ozone Park 16 CHICAGO: 205 W. Wecker Dr. 


STORAGE BY THE KEG-FULL 
IM ONLY % THE SPACE! 


CUTS SERVICING TIME 
BY AS MUCH AS 75% 


COMBINES STORAGE WITH 
POINT-OF-SALE DISPLAY 


PROVIDES MORE 
AISLE SPACE, 
BETTER VISIBILITY 


PREVENTS WASTE 


NO. SOOA 
58’ dia., 
66°‘ high 


Fast-moving bulk items, such as nails, bolts, rivets, and 
pipe fittings, are easy to get to when these revolving steel 
| bins are used. 


Heavy-Duty {TEL {ve compartments hold keg quantities 
—total up to 50 kegs! All items stored below eye-level. 
Sections rotate independently in either direction. 





The FRICK-GALLAGHER MFG. CO. 


102 S$. MICHIGAN AVE., WELLSTON, OHIO 
Specialists in Storage Planning and Manvtacturing of Storage Equipment 











Hows the Hardware Business? 





Chain Store Sales Are 
Up Over September, 1955 


September sales in the nation’s 
chain stores were up from the same 
month last year, continuing the ad- 
vanced sales pace of 1956 over 1955. 

Sears, Roebuck & Co. reported 
September sales up 3.9 percent for 
a record high total of $310,816,821. 
lor the eight months of its fiscal 
year, Sears’ sales were up 7.3 per- 
cent, 

Montgomery Ward & Co. reported 
sales up 2.5 percent in September. 
Its eight month totals were up 9.7 
percent. 

Spiegel, Inc. reported September 
sales up only 0.5 percent, but its 
nine-month totals were up 10.2 per- 
cent. 

Saies increases ranging from 0.5 
percent to 17.7 percent were re- 
ported in September by variety 
store chains. 


Purchasing Agents See 
Strong Fourth Quarter 


usiness in the fourth quarter of 
1956 should continue strong, most 
purchasing agents believe. 

The September survey by the 
National Assn. of Purchasing 
Agents shows that 67 percent re- 
porting believe that business will 
be better than the third quarter 
and only 7 percent thinking it will 
be worse. Furthermore, 55 percent 
believe the fourth quarter will be 
better than the good fourth quar- 
ter of 1955. 

backing the expectations for a 
yood fourth quarter are the large 
bookings of new orders and stepped 
up production to fill these orders. 


Paint Makers Increase 
Prices 3 to 5 Percent 
Hardware dealers are going to be 
paying more for the paints they 
sell. Their customers are going to 
pay more too. 
Price increases of from 8 to 5 








percent at the wholesale level have 
been announced by several leading 
paint manufacturers. It means in- 
creases of about 5 to 6 percent at 
the retail level. 

Manufacturers announcing price 
increases include Sherwin-Williams 
Co., Glidden Co., Pittsburgh Plate 
Glass Co., Devoe & Reynolds Co., 
National Lead Co., DuPont Co. and 
Pratt & Lambert, Inc. 

Manufacturers said the higher 
costs are due to higher costs of 
raw materials, shipping and con- 
tainers. 


Prices Cut on Nails, 
Barbed Wire and Fences 


Price cuts of $3 to $5 a ton on 
products such as nails and staples, 
barbed wire, and fences have been 
announced by three divisions of 
U. S&S. Steel Corp. 

The reductions in mill price bases 
to the general trade, other than 
jobbers, were made. by American 
Steel & Wire, Columbia-Geneva 
Steel, and Tennessee Coal & Iron 
Divs. These mill price bases are 


Record-Breaking Sales 
Yeor Appears Certain 


(Continued from page 14) 


report increased volume in Septem- 
ber. This is based on the fact that 
hardware sales in 
August ran 7 per cent higher than 
in July. 

Further reinforcing this opti- 
mism is the report by the Federal 
Reserve Board that new orders 
placed with manufacturers were 
higher in August and manufactur- 
ers’ unfilled order backlog continued 
to mount. 


wholesalers’ 


Also, consumers were in better 
position to make purchases in Sep- 
tember. Employment and earnings 
set records during the month. Em- 
ployment reached 66 million for a 
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new September record and average 
hourly earnings hit the $2 mark for 
the first time in history. 

Even with higher earnings, con- 
sumers apparently still like buying 
goods on credit. The Federal Re- 


serve Board reports consumers 
added $324 million to their instal- 
ment buying debt in August. 

Two other government 
of business conditions were at rec- 
ord points in August. Personal in- 


indexes 


come was at an annual rate of 
$328.2 billion, up nearly $20 billion 
from the year before. 
tional product, the nation’s total 
output of goods and services, was 
at an annual rate of $414 billion, 
compared to $408 billion in the sec- 
ond quarter of this year. 

Purchasing agents, the men whu 
buy in advance for the nation’s 
large businesses, also are optimistic 
about the balance of this year. Ac- 
cording to the September survey of 
the Nationa] Assn. of Purchasing 
Agents, more than half of them 
expect the final three months of 
this year to be better than last 
year’s fourth quarter. 


(ross na- 


Department Store Sales 
Register Gain of 3 Percent 

Sales in the nation’s department 
stores during the week ended Sept. 
29 were 3 percent higher than the 
corresponding period last year, the 
Federal Reserve Board reports. 

Since the first of the year, sales 
have continued 4 percent ahead of 
last year’s volume. 

Here is a breakdown of sales by 
Federal Reserve districts: 


Pederal Reserve One week ended wke. end jan. 1 to 
[rietrict Ment 29 Bept. Z Rept. 29 Kept. 29 


Richmond 

Atianta -i4 ri 

thiceg ’ ' yii* : - 4 

Mit Lawis } . ’ ’ 

Minneapolis ' ’ . 

KReaneas City 

Dallas 

fan Francisco 
! ba Total 


° Revised 


Business Failures Rise 


Business failures in the nation in 
the week ended Oct. 4 rose to 253 
from the 251 reported the previous 
week, according to Dun & Brad- 
street, Inc. This compared with 207 
reported in the same week of 1955 
and 230 in 1954. 








NOW! (2% ag. SAMHORSES 


EASIER FASTER. Saree 








Display 
Sells ’em 


FAST! 


Eye-catching counter display will sell these 
brackets — on sight! You get free display card 
printed two sides with 5 pieces 2 x 4's to 
make small horse pictured above with your 
order for 16 pair. Strongest, easiest-to-use 
brackets available. Ask your jobber or write 
for nearest supplier. 


1. 
RETAIN $1.50 _ iv 4 Kt 


Convenient carton becomes attractive 
display for your window and counter. 







THOMAS PROOUCTS co. 


5490 Lyndon ° 





DON’T HAVE TO 
BOLT DOWN THIS MIXER! 


Works VIBRATION- [FREE 
on any Table, 
Bench or Counter! 


Exclusive ‘‘Floet-A-Coll"' mounting 
mokes your Miller Point Mixer pree- 
tieally free from vibretion — assures 
fest, quiet mizing witheut boiting 
downl Use  anywhere—on table, 
bench or counter—it's compact 

portable, yet sturdily constructed. 
Single and double com models for any 
size can from quarter-pints to galicas. 


IMMEDIATE 
DELIVERY! 


Orders Shipped 
within 24 hrs. 
Gy of receipt. 
Miller Automatic Timer — 


an important mixing accessory 
Cad qpeenes and “waetehing time.” Avute- 
mati steps mixer af any desired time up 
te 16 nutes. Can alee be weed for amy ether 


Write Today for FREE titustrated Cataies 





9425-45 Seymour St. * Schiller Pork, Ill. * Gladstone 56-3343 
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No. 802 — Ali the superior features of the most 
expensive latches and priced sensibly. The 
RETAINO LATCH has the one-hand bolt hold 
back feature, a modern design and finish, plus 
Taylor's exclusive easy installation design 








No. 812—A narrow backset NIGHT LATCH, 
with a disc tumbler cylinder mechanism 
A real ‘leader’ that will bring volume might 
latch sales. The neat appearance, high quality 
and low price will please you 








No. 880O—This RIM DEADLOCK provides ail 
the super security for those who want extra 
protection. Genuine pin tumbler cylinder, 
extra long throw bolt, baked enamel 
hammertone finish and smooth operating 
precision mechanism 





No. 1000—Popular BROAD BEVEL INSIDE 
LOCK SET, with wrought steel trim, dull 
brass finish. This replacement lock set is 
widely used everywhere. Heavy knobs take 
threaded spindle for accurate adjustment 





No. 3000—Taylor has brought beauty to 
the RIM LOCK. A standard size rim lockset 
that has eye appeal as well as price appeal 
Brass plated trim contrasting with the tough 
black wrinkle enamel case and keeper 





No. 7 50M — One in a full line of PADLOCKS 
to retail from 35¢ to $7.50 each. Leading 
values, Government specifications. immedi 
ate service on specials such as long shackle, 
keyed alike and master keyed 





No. 422 —DOOR KNOBS in brass, glass and 
brass plated. Available individually of in 
Taylor's famous No. 422 Assortment, con 
ee of all three types of knobs in a 
beautiful counter display. All Taylor knobs 
are made right and packed for easy selling 












No. SK 2-—SKELETON KEY Assortment in 
nickel plated malleable iron. Now, a new 
package of three dozen assorted keys in five 
different numbers. Ali the Skeleton Keys you 
will need in a convement and colorful box 


| This is a sample’ of the popular products in the 
complete Taylor Line designed and priced to move 
fast. The Taylor Line knows how to Make More 


Profit for You! 


TAYLOR LOCK CO. 
Philadelphia 32, Pa. + Manufacturers of Locks, Key Blanks 
and Builders’ Hardware since 1920 + Progressive Wholesalers 

Everywhere Sell the Tayler Line 











4 
- 


























214 


Self-Service Impulse Items 


THAT REALLY SELL! 








Veree 


are 


AKAY 


co 
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7 
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NEW AKAY ADD-A-FENCE 


Sturdy plastic sectional picket 
fence with section joiners and cor- 
ner locks for lawns, gardens and 
corner markers. Break resistant 
. color fast in pink, flame, yel- 
low and white. Suggested retail— 
two sections with joiners, $1.25. 


AKAY PLASTIC TRELLIS 


Beautiful plastic trellis that adds 
beauty and support to all climbing 
plants. Break resistant 
sistant. Two 3° 


weather re 
high by 15” wide 
assemble easily into one 
6 trellis. Now in pink, flame, yellow 


or white. $2.98. 


sections 


Suggested retail, 


HOLD-A-BOOK 


Sturdy wire and plastic in 
de ‘corator c olors J Is re< pe books. 
newspapers, etc. at right angle for 
easy reading. Suggested retail, $1 


AKAY MEMO-MASTER 

Sturdy break resistant plastic in 8 
colors has 75 ft. paper roll, holes for 
hanging, non-slip rubber feet and 
pencil holder. Suggested retail, 
$1.25. Leonomy aa. , ‘| without pen- 
cil and holder, suggested retail, $1 


AKAY PLASTIC DRIP CATCHER 


Drains moisture from sweating mod- 
ern type toilet tanks into cups that 
twist to empty. Break resistant white 
plastic drip trays wont rot, rust, 
crack or discolor. Suggested retail, 
$2.99 each. AKAY TOI-TRA for wall. 
hung flush boxes to drain into toilet 
bowls. Retails at $1.79. 


AKAY “BIG FREEZE” ICE SCRAPER 
Akays break resistant plastic 
scraper sells on sight because it's 
designed for deep-freeze units and 
refrigerators ... speeds up defrost- 
ing. Does any rough, tough ice 
removing job with ease . Sug tgeste d 
retail, 49¢ each 


eight 


All AKAY plastic products are 
“talking” display cartoned to 
speed sales. 


RPORATION 


{jt HAUSER ae : [ 


lilinois 


* Chicago 41 
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Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 


Worthington Publishes 
2 Christmas Catalogs 

Two consumer catalogs for deal- 
ers to use with their own imprint 
have been prepared by The Geo. 
Worthington Co., Cleveland whole- 
saler. 


One catalog contains 24 pages of 
items suitable for Christmas giv- 


ud ; 7 eA, ‘ 
— «| es ee ee 


’ Es 
Z 4 
; = 








ing. The other catalog, containing 
40 pages, features the same gift 
items plus a separate selection of 
toys. 

Space for the dealer imprint is 
provided on the front cover. A tie- 
in with the Family Gift Center 
promotion and a picture of Santa 
Claus is on the back cover. 

A window banner, pennant kit 
and price cards are provided with 
the catalogs. 

Worthington estimates that 600 
dealers in a 10-state area will 
use the catalogs. 


Peaslee-Gaulbert Issues 
Consumer Gift Catalog 

Peaslee-Gaulbert Corp. Inc., Lou- 
isville, Ky., wholesaler, has pub- 
lished a 16-page consumer gift book 
for dealers to distribute. Space is 
provided on the front cover for a 
dealer imprint. 

Featured in the book are 189 se- 
lected items in the housewares, 
electric housewares, power tools and 
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sporting goods fields. Nine special 
items are illustrated and featured 
on the back cover. 

Five pages are printed in full 


color. 


Bank Poll Shows Loans 
Are Still Available 


In spite of the present tight 


money policies, hardware dealers 


with yood credit can still yet a bank 
loan, a recent survey shows. 

The American Bankers Associa- 
tion polled 78 banks throughout the 
country and found that the dollar 
volume of loans-——under $50,000, to 
businesses has increased 14% per- 
cent since August, 1955. Loans of 
up to $100,000 jumped 15'% per- 
cent. 

The survey shows that banks are 
lending more money. The number 
of loans under $50,000 went up 5 
percent and those under $100,000 
increased by 15 percent from last 
year. 

Of the banks polled, 77 cited non- 
worthiness of credit as the reason 
for not granting loans. Only one 
mentioned its tight money position, 
and none mentioned interest rates 


as a factor. 


Johnson Raises Prices 


Johnson Motors Div.. Outboard 
Marine Corp., Waukegan, Ill., an- 
nounces a price increase, averag- 
ing 6 percent, on its 1957 line of 
outboard motors. The price in- 
crease was attributed to higher 
aluminum prices. 
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Bread 


SELL GETTER because they're BETTER KNOWN 








Household Papers 


Nationally advertised to 
your best customers 





Ouality sarted KVP papers on 
FREEZER their way. Now the ound cover- 
PAPER age of KVP national advertising 
is making them more profitable 
every year for Household Paper 
SHELF Depts. 
PAPER hey are self-selling items. 
Margin and turn-over are good, 
If you aren't handling the line 
now, write for samplesand prices, 





DUSTING 
PAPER 
mn yl 





. enh 
qs & 


THE KVP COMPANY, Kalamazoo, Michigan 


WRENCH - 


J 
2 rE - a os nme m - 
ay Nd ARSC B eR: tera 


WRENCHES 


-+» GRIP and DRIVE ALL 
HEX HOLLOW.-HEAD 
SET SCREWS AND 
CAP SCREWS! 


NO FUMBLING 
NO DROPPING 


we 









OVER 200 TYPES AND SIZES IN STOCK 


w/ 





70 casy To ude ada pronotl 





WALL 


INDUSTRIAL 
SOLDERING IRONS 





Mor’ 
BTU ® 


gGastel 


HEAT: °° 





range of sizes . 


$6.25 list. 


cat - 
1% ‘3 








WAL 


than ANY OTHER 
soldering irons of equal tip size | 


Proved 4 times faster on the production lines 
of America’s leading electronics firms. Complete 

. seientifically designed .. . | 
individually tested .. , for easier, surer precision 
work or heavy duty soldering. Operate on 110- 
120 voles, AC or DC! Model 18T illustrated, 


Natl. Hdwe. Show, Booth 173-174 | 
Write for FREE Catalog 


MANUFACTURING 






- . 


Exclusive 
THERMOSTATIC ACTION... 


Guaranteed for the life of the iron! 
Prevents excessive tip burning! 





co. 
Grove City, Pennsylvania 


St) ia. ak 2.487 






















Here's the Christmas 
gift idea that will 
get a big vote 


apeny Handy-Horse from now on 
through Christmas and watch the sales 
grow. Handy-Horse is the practical, 


different gilt idea especially for the man 
who “has everything’. And remember; 
it's a big ticket sale that will help your 
volume in a big way! 


THE ALL-METAL 
HORSE THAT 


FOLDS! 


There is nothing on the 
market like Handy-Horse 
it's lightweight, yet will 
hold a quarter of a ton 
safely. Handy-Horse folds 
compactly when not in use 
Every home owner needs a 
pair...for sawing, dee- 
orating, outdoor tables, 
scaffolding, etc. ORDER 
NOW! 





FEDERAL 


1456 Washinaton A N 
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All leading jobbers have it! 


HARDWARE PRODUCTS, 








BACKED BY A BIG 
ADVERTISING CAMPAIGN 


Starting in October and into December, 
ads have been scheduled in newspapers 
from coast to coast, including Chicago, 
Detroit, Philadelphia, Los Angeles, San 
Francisco, Minneapolis, Des Moines, Den- 
ver, and Atlanta. Be ready for the increased 
demand for Handy Horse by having several | 
pairs on hand. 


















Two sizes: 


KNEE-HIGH ($6.95 retail) 
TABLE-HIGH ($7.95 retail) 








INC. 


Minneapolis i2 saltala 
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Promotions —— 


Manufacturers’ New 
Merchandising Plans 


Christmas Ad Drive On 
For Hallite Utensils 


Aluminum Cooking Utensil Co., 
New Kensington, Pa., is promoting 
the Hallite line of Wear-Ever cook- 
ing utensils as Christmas gifts 
with full-color advertising in the 
December issues of Better Homes 
& Gardens, Good Housekeeping and 
McCall's magazines. 











The firm is also making available 
to dealers full-color folders which 
can be used as mailers and as in- 
store literature. Free ad mats, 
prints and radio and tele- 
material also are available 
to dealers. 


glossy 
vision 


Broadside Is Prepared 
By Wright Power Saw 


A broadside for dealer use de- 
scribing the Wright power saw has 
been prepared by Wright Power 


Saw and Tool Corp., Div. of Thomas 
Industries Inc., Louisville, Ky. 

The two-color broadside can be 
used in windows, as a wall display, 
or as a point-of-sale poster. Fea- 
tures of the saw are described and 
the saw is illustrated performing 
nine different types of jobs. 

A price reduction from $219.50 
to $179.50 is also featured. 


Whitney Seed Program 
To Help Upgrade Sales 
Whitney Seed Co., Inc., Buffalo, 
N. Y., has prepared a new program 
of national and local advertising 
and point-of-sale merchandising to 
help dealers upgrade sales to cus- 


tomers. The campaign will be 
started next spring. 
“Choose a Whitney Lawn for 


your brand of living’ is the cam- 
paign theme. This will be featured 
in three photographs showing lawn 
seed for play areas, outdoor living 
areas and 


luxury turf areas. 


Full-color photos will be available 
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for use in mass displays of lawn 
seed packages. Black and white 


photos will be used in counter liter- yA all 
ature which may also be used by \ I i! J 
dealers as envelope enclosures. | ( { 


National magazine and local a Gi 


newspaper advertising will be used FA : 


“OLLLING CABINET HARDWARE 


in the spring. Ad mats for dealer 
use on a 50-50 cooperative basis are 
also available. 


NSGA Sponsors Campaign 
For Giving Sports Goods 


The National Sporting Goods 
Assn. is backing a special promo- 
tion to back the giving of sporting 
goods as Christmas gifts. The pro- 
motion is called “Christmas Parade 
of Sports Gifts.” 

The promotion will be highlight- 
ed by a 9'% page ad section in the | 
Nov. 19 issue of Sports Illustrated, | 
a 3‘ page section in the December 
issue of Boys’ Life and a special 
page in the December issue of 
Outdoor Life. 


Special network radio announce- 


ments will be broadcast on “Moni- COLORE UL 


tor” on NBC radio. 


Dealers can obtain tie-in mer- CARDS ali 


chandising kits by writing to 


NSGA, 716 N. Rush St., Chicago EASIER 
11, Il. 4 


U. S. Rubber Product . 4 
To Be clin TV SALES 


Different products manufactured 
by United States Rubber Co. will 
be featured in the company’s com- 
mercials as co-sponsor of “Navy 
Log.” 


e 
The program will be carried 
weekly on the ABC televised net- 
work of 107 stations. | 208 


“Do-It-Yourself” 
To Sell O-Cedar Mops 


A promotion to sell more O-Cedar 


sponge mops has been undertaken with Assortment #1300 
vi : \eaals SEND TODAY FOR 

jointly by O-Cedar Div. of Amer- COMPLETE CATAL( 

ican-Marietta Co., Chicago, and Shit /ATALUG 


eee: ANU INFORMATION 
) . rt > (" . P ’ : 
Proctor & Gamble, Cincinnati ABOUT DEAL # 1300 ee 











Soap Maker Joins Drive : 





A redemption certificate worth 
from 50¢ to $1 toward the purchase | 
of an O-Cedar mop will be dis- 
tributed to consumers in each box 
of Spic and Span cleaner. The cer- | 
tificate is taken to hardware deal- | 
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for quick sales 


...nice profits 





NATIONAL METAL 
PRODUCTS COMPANY 


‘Tript-Tite’’ Aluminum Siding ond 
Perceicin Enamel Buliding Panels 













A 2 Minute 
Preview 
OF FAST-MOVING 
NATIONAL 
PRODUCTS 








LINOLEUM BINDING & EDGING 


Colorfully-packaged National and 
Columbia Binding is truly a best- 
seller. Each convenient, self-service 
carton contains one dozen clear plastic 
packages of %" linoleum binding— 
12’ long, punched for installation and 
with nail supply enclosed. Comes in 
brass, aluminum or stainless steel. 
Edging is available in plastic package 
(12’ roll) and in 75’ lengths. 


“Sealer-strip"METAL AND 


FELT WEATHERSTRIPPING 


The latest addition to the National 
line, Columbia “Sealer-strip’’ alumi- 
num-felc weatherstripping is bound 
to get a big play from all your cus- 
tomers. It can be installed by anyone 
in a few minutes, can be used where 
units are “out of square,” and will 
effectively cover wide cracks. Each 
colortul box contains 17° of material, 
and nails for installation. 


THRESHOLDS, SILLS, SADDLES 


All are furnished pre-cut to standard 
sizes, highly polished, completely ma- 
chined and individually wrapped with 
necessary hooks and screws—ready 
for simple, speedy installation. 
They're made of highest-quality alu- 
minum or bronze in a wide range of 
styles to suit your customers’ varied 
requirements. 


Order from your 
jobber today... 
or MAIL COUPON 
for catalog and 
price schedule. 


MB 
4 2 
| -» - ff hUF..LUD.LlLUD. UD i ieee ( - = = 
(| Please send catalog and price list WEATHERS TRIP 
| | Advise name of my necrest jobber ——~1 
' 

Nome eutantit - 
Address 
SR meinnisl Zone —— wrens siliiiaenanainenin 





WEATHERSTRIP DIVISION 


NATIONAL METAL PRODUCTS COMPANY 
2 Gateway Center, Pittsburgh, Pa. 





i 
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Manufacturers’ Promotions 





(Continued } 


ers where the purchase is made. 
Redemption will be made by mail 
to eliminate paper work at the re- 
tail level. 

The promotion, which will run 
through April, is being backed by 
advertising in full color in the Oc- 
tober and November issues of Mce- 


Call's, Better Homea & Gardens 
and Ladies’ Home Journal. Black 
and white ads will appear in 


Parents’, Sunset, This Week and 
Parade. Television commercials will 
be used on “Edge of Night” and 
“Search for CBS- 
TV. 


Tomorrow” on 


ideal Toys Schedules 
Christmas Ad Campaign 


A special advertising campaign 


to promote its toys during the 
Christmas season is being under- 
taken by Ideal Toy Corp., New 


York. 
ried in newspapers, magazines and 
on television. 


The advertising will be car- 


Half-page and '-page four-color 
ads will appear in the comics sec- 
tions of 29 Metro newspapers and 
in 30 other Sunday publications. 
Other ads will appear cooperatively 
in Life on Nov. 19 and 26. Parents’ 
in November and December, Good 
Housekeeping in October, Woman's 
Home Companion and McCall's in 
November, three Dell comic books, 
and in Family Week on Nov. 18. 

Television programs being spon- 
Ideal the New 
York Thanksgiving Day Parade on 
Nov. Kangaroo, Ding 
Dong School, Home, Sandy Becker, 
Art Linkletter, and Kukla, Fran & 
Ollie and 50 other local shows. 


sored by include 


22, Captain 


Unified Promotion Being 
Set Up for Gas Equipment 


Homeowners going to be 


made more conscious of the advan- 


are 


tages of gas appliances. 

Gas suppliers and equipment pro- 
ducers have gotten together to pre- 
pare a unified promotion program 
for gas appliances. 


The new gas unity committee 
consists of representatives of the 
American Gas Assn., Gas Appli- 


ance Mfrs. Assn., Liquefied Petro- 
leum Gas Assn., and the National 
LP-Gas Council. 
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it’s PROFITABLE FOR YOU to 
MAKE HER LIFE EASIER with the 


RLD’S MOST POPULAR ELECTRIC CHURN 


Already in use on millions of 
electrified farms! Every electrified 
farm with one or more cows 
actually needs one! 
Sell it as an efficient worksaver! 
Churns 15% more butter, 
better butter, in 15 minutes. 
Powerful new motor guaranteed 
18 months. Adjustable aluminum dasher, 
new, more efficient agitator. Sanitary, 
easy to clean. Churns up to 4 gals. at one time. 
Can be used with farmer's own crock or 
special Gem Dandy Duraglas jars. 


_ NON YY. 
WD -@ MFG. 
Deluxe Model $17.67 ae C © . 


(without jar) 


(sug retail, $26.50) 
5-gal. jar — $3.09 


3-gal. jar — $2.57 
(sug. retail—$5.95 and $4.95) 


PROFIT wits 











THE 


O-= 


==). 5) QUALITY LINE 
of 











| | | (Tap with hammer) 
Larson Bright Wire Goods 


are packaged in extra 
heavy tan kraft boxes 
Yellow labels with half 
tone illustrations are used 
giving complete informa. 


ron 





SPEEDY RIVETS 





All Larson products are 


100%, sorted and inspected ORDER NOW! 


Larson's Bright Wire 








Goods fit the need of Also, investigate other Dot profit-producing 
CVEEY COSSUEEIES, fastener hardware available on cards for 
See Your Jobber or Write to hardware stores. Write: 


CHAS. O. LARSON CO. HIB coLuMBIA FASTENER COMPANY 
STERLING « ILLINOIS 


1779 $ ASHLAND AVE 





Subsidic INITED-CABR FASTENER 
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what he's 
looking for ? 


STERLING 


RINSE-OFF 


PAINT & VARNISH 
REMOVER 


He's looking for a paint and 
varnish remover that's safe 
and easy to use, that eliminates 
sanding and scraping .. . 
Sterling Rinse -Off. Simply apply 
and rinse off with clear water. 
Packed 6 gallons, 12 quarts or 
24 pints to a case. 


Malden, Mass. 














STERLING PAINT & VARNISH CO. | 





220 





Gale Products Begins 
Franchise Distribution 


Gale Products Div. of Outboard 
Marine Corp., Galesburg, Ill., has 
begun distributing its 1957 line of 
juccaneer outboard 
through a franchise system. 

Under the new plan the Buc- 
caneer line is being merchandised 
exclusively through franchised dis- 
tributors with defined protected 
areas. This enables distributors to 
offer the same protection to their 
dealer organization within 
Own area. 


motors 


their 


Factories Turning Out 
Goods At Record Rate 


The nation’s total output of goods 
and services, continued at a high 
pace during August, the President's 
Council of Economic Advisers re- 
ports, 

The government reported that the 
nation was turning out goods and 
performing services at an annual 
rate of $414 billion a year. This 
compares with the annual rate of 
$408 billion in the second quarter 
of 1956. 

At the same time, the Commerce 
Dept. reports that new orders 
placed with manufacturers and un- 
filled order backlogs continued to 
grow during August. 

New orders received by manufac- 
turers were up 7 percent in August 
from the July figures. New orders 
totaled $29 billion. Unfilled orders 
amounted to $61.8 billion. 

Manufacturers’ sales also were 
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"Do you have any rubber coverings 


for hammers?” 
@® Hardware Age, 1954 

















Do You Want lo— 


* Sell or buy a store 
* Represent new accounts 


* Hire experienced 
hardware personnel 


* Dispose of surplus 
stock—distress 
inventory—job lot 
merchandise 


* Get sales representa- 
tion for your fine 


- Get a job in the 
Hardware field 


THEN— 


Tell It To The Trade 
in The Classified 


Advertising Pages 
Of HARDWARE AGE 


Classified Ad. Dept. 


HARDWARE AGE 


Chestnut & 56th Streets, 
Philadelphia 39, Pa. 














“FOLD-A-WAY" 
Shopping Carts 


3 Models—Plated. 


Shipped completely 
assembled. 





Write for prices. 


CIRCLE METAL MFG. CO. 


4268 Pacific Way, Los Angeles 23, Callf. 











eee. re 





here's every toy and hobby 
hit you seed for setting vp @ 
successful tey depertment Educetione! pre 
school items, woodworting end weoedburning 
bits, meta! tepping, work beaches end beling 
tables, heond tool sets PLUS esclesive Disney 
land and Mickey Mowse Club creations, Write 
lor your copy todey 
AMERICAN TOY & FURNI 
6130 NW. Clerk $¢ 


TURE COMPANY 
Chicege 26, tMlimois 


PPBSSS SOSSS 6 OOu= 
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Put Hoppe’s Products 
Up Front NOW 


These are the days when target shooters 
are fattening their scores and game hunters 
are making ready for the Open Season just 
ahead. So don’t overlook Hoppe’s No. 9 
Solvent, Patches, Oil, Gun Grease and Gun 
Cleaning Rods for shot guns and rifles. 
And—don't forget Hoppe’s 
Gun Cleaning Pack for the 
early birds who are shop- 
ping for Christmas Gifts 
right now. Your jobber 
handles Hoppe’s. 


FRANK A. HOPPE, INC. 


2314 North 8th St. 
Philadelphia 33, Penna. 


eR ee 
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The big winter star 


... an all-year success! 


all-new, all-plastic 


No. 1700 /lational 
Sno-Chaser Brush 


pliofilm-packed, carton- 
displayed for quick profits 
write for catalog sheets 


PVilaela- Pam iiililele 


ane. “ 
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Patterns are available for practically all 
plows, listers, middlebreakers in No. | soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Also, we are now pro- 
y ed a new line of Star Blade-Type Plow 
Shares —in regular and short patterns — 
made from solid steel, rolled to our own 
strict specifications, and automatically heat 
treated for maximum strength and wearing 
qualities. You'll want complete details now. 


a 


FULLY GUARANTEED 





AS TO QUALITY, 
FIT AND 
FINISH 











2 NEW MODELS 


WHIZ-SAW 


America's First and Finest 
Reciprocel-Action Sow 





NEW MODEL NO. 10 
1’ owt 


$34.95 


NEW MODEL NO.15 
2"* cut 


$79.95 
NEW DISCOUNT SCHEDULE 


Two new low priced models of the ORIGINAL 
WHIZ-SAW are offered at a new discount rate 
thet puts more money in your pocket. Bull? 
with the same skill thet enables the Whis-Sew 
to out perform any pocese saw at any price 
See your Hardware bber 








WHALE HACK SAW NO. W61 


This sturdy Hack Sew is built to withstand 
rugged duty. Perfectly balanced for control 
Hes rubber composition handle, re-inforced back 
for extra strength. Adjustable for 8 to 172" 
biedes thet can be faced in 4 directions 
Nickel plated stock. individually peckaged 









Viking Coping Saw 


NO. VO10 

The VOIO ls the choice of 
dealers across the U.S. The 
flat steel frame is nickel. 
plated and hes a hard- 


wood hendie. Adjustable 
for tension 
Viking Hand Drill 
NO. V¥700 


Perfectly baianced, the V700 is 
on ideal tool. Die-cast pinions 
end gear are ‘factory wr ~* : 
Tool steel chuck has 3 # 
gripping — i," nae 
Length ii! 


Over 45 Years Experience Making Highest Quality Tools 


THE FORSBERG MFG. COMPANY 


Seaview Avenue, Bridgeport 1, Connecticut, U.S.A. 
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up in August. Sales totaled $27.6 
billion, compared to $24.1 billion in 
July. Inventories dipped slightly 
from $49.2 billion to $49 billion be- 
tween July and August. 

Factory sales of home laundry 
appliances during August amounted 
to 523,319 units, a 4 percent in- 


crease over July, according to the 
American Home Laundry Mfrs. 
Assn. 


Total factory sales for the first 
eight months of 1956 totaled 3,842,- 
783 units. This represents a 9 per- 
cent increase over the correspond- 
ing 1955 period. 


66 Million People Held 
Jobs During September 


September’s employment was the 
highest in history for that month, 
with a total of 66,071,000, people 
working, according to the U. S. De- 
partment of Commerce. 

In a preliminary estimate, the 
agency said that the new record 
was 1,338,000 above the previous 
high for a mid-September date. 

There was a decline of 681,000 
from Aug. 15 to Sept. 15 of this 
year. But, the department blamed 
the drop on the return to school of 
students who held summer jobs. 

At the same time, unemployment 
claims dropped during the week 
ended Sept. 29 to 153,000, accord 
ing to the Bureau of Employment 
Statistics. 


Owens-Illinois Glass 
Is Increasing Prices 


Owens-Illinois Glass Co., Tol- 
edo, Ohio, will increase the prices 
of nearly all its products. In- 
creases on some lines will be sub- 
stantial, according to Carl! R. Me- 
gowen, president. 

Mr. Megowen said the price in- 
creases were made necessary be- 
cause of increased costs of labor, 
shipping and plant modernization. 


People Deposit More, 
Spend More of Savings 
People are spending nearly as 
much money as they attempt to 
save, according to the Federal 
Home Loan Bank Board. They put 

















| B-67 — 25 piece 
Screw Driver Assortment 


Screw Drivers 


VLCHEK 


Pliers 





B.63 — 15 piece 
Plier Assortment 








VLCHEK TOOL co. 


3001 Best 87th Street 
Clevelend 4, Ohie 
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URIED TREASURE! 


YOURS when you sell the 


AERMOTOR Sadwceracble 


—. Yes, Mr. Dealer, your treasure hunt will 
be over when you uncover the sales build- 
ing features of the Aermotor Submersible 


















: ) 
iC Pump. 
H just a f 
efe are just a few 

seit ae Z “ 7 Quickly and easily installed requires minimum maintenance, 

7 ,_7 & ) . 

a @ No pump cc OF pit necessary. Storage tank and control 
THE Yeu! Bud: Yet can be oor 1 in any convement location above ground even 

at inside the house! 


ANOTHER AERMOTOR ae | 
HIGH QUALITY PRODUCT 4 "ls @ Completely - a 

* Mever Mecus CGililti! 

Be sure to ask about 

the new high quali- 

cost “BUD. 


me in wate! because if i8 Water lubricate i 


= 


@ «i! priming——a operating elements are under water 


Find out more about the pump that's exciting buyers oronta waar. | 
Write today for free illustrated literature on the AERMOT 
MERSIBLE—YOUR KEY TO A RICH TREASURE CHEST OF PROPITS. 


sonably priced 
pump for homes, 
summer cottages 


——_. SINCE 1888, AERMOTOR COMPANY 


MANUFACTURERS OF HIGH QUALITY WATER SYSTEMS 2500 W. Roosevelt Rd. Chicago 8, illinois, U.S.A. Dept. 2EL10 








}QUALITY LINE SINCE '39 


RED WOOD 
FINISHES 


clear - pigmented 





MOST WANTED 


BARROW 





i 
J 





> 
“eee eS eee ee eS eS 


OTHER FAMOUS 
JACKSON PRODUCTS 


LAWN 
SPREADERS 






TRADE 


Acceptance 


Ace is the most want. 





ed barrow by dealers 
because it is most wanted by consum 
ers. Ace is the barrow with all the 
features: low-priced, lightweight, dur- 


able. New handles give better balance SPREADER -CART 


CUSTOMER 


am | fast moving Approval 





and full support to tray bottom. Edges 
are rolled for greater strength. Wheel 


has self-lubricating bearings, puncture- 

















. 
ROLLERS | | f f bl] 
proof tire. Ace is designed right, priced pro | a e 
right... and it sells! 
ides? ane arge i whe ‘row moter im Ame } 
Jack: Son pALKSDN of 
Moanutacturi Tale Co. @ Harri: Aeltlas GARDEN CARTS | 
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away more money this year than 
last. But they also withdrew it 
faster. 

The board reports deposits in 
savings and loan institutions 
totaled more than $10.8 billion in 
the first eight months of 1956, 
compared to $9.3 billion last year. 

But withdrawals this year totaled 
$7.7 billion, compared with $6.3 
billion last year. 

This means that net savings 
left with savings and loan institu- 
tions only amounted to $3.2 billion, 
compared with slightly more than 
$3 billion last year. 


Earnings Up In August, 
So Is instalment Debt 


People were earning money at a 
record rate in August, the Com- 
merce Dept. reports. And, accord- 
ing to the Federal Reserve Board, 
they were buying more goods on 
credit than ever before. 

The Commerce Dept. reports that 
personal income, that is income 
from investments and business as 
well as job earnings, was at a rec- 





ord annual! rate of $328.2 
August. 

This compares with an annua! 
rate of $324.3 billion the month be- 
fore and an annual rate of $308.7 
billion last August. 

Increased wages and salary pay- 
ments accounted for 80 percent of 
the rise from July, the report 
stated. 

The August increase brought 
personal income for the first eight 
months of the year to a record level] 
7 percent above the corresponding 
period last year. 

At the same time as they were 
earning more money, Americans 
were going deeper into debt on in- 
stalment buying. 

The Federal Reserve Board re- 
ports that consumers went $324 
million deeper into instalment debt 
during August, bringing their total 
instalment debt to $29.4 billion. 
This is $3.2 billion more than at the 
same time last year. 

Consumers bought $3.1 billion 
worth of goods on credit in August. 
At the same time, their repayments 
on previous instalment purchases 
only totaled $2.9 billion. 


billion in 





Feature and 







Promote these 


KWICKI-RAK 


Small parts cabinet + 


aitiall 


Desiers and jobber: write 





Heavy gouge stee! * Boted-on 
enamel finish * 4 section sliding 

tray with adjustable dividers 
1°26" 26" 


Self stacking * 
ment * Heavy gauge steel * 12 tronsparent plostic 


B | LD i RS drowers with built-in hondle » 
es 


* cateles of eur complete tine of 
high pretit tect end tackie bese. 


SIMONSEN INDUSTRIES, INC. 


1414 Seuth Michigan Avenue 





26,367 received in August, 1955. 





Construction Spending 
Running Ahead of 1955 


Spending for new construction 
put in place in September totaled 
$4.2 billion, the Commerce and 
Labor Depts. report. 

This was $1 billion more than in 
September, 1955, and the sixteenth 
straight month in which construc- 
tion outlays climbed to new 
monthly highs compared with the 
year before. 

Spending for new construction 
in the first nine months of 1956 
was 2 percent higher than the same 
period of 1955. Construction spend- 
ing totaled $32.7 billion compared 
with $32 billion in the same period 
last year. 


The September figure dropped 
$12 million from August’s figures, 
but government officials said this 
followed the seasonal trend. 

The Federal Housing Admin- 
istration reports it received ap- 
plications for mortgage insurance 
on 16,208 proposed new homes in 
August. This compares with 16,- 
890 received in July, 1956, and 





The E-Z TOTER 


Rigid grip handle 


non-siide align | 


Bive boted on enome!l 


Chicege 5, | Inets 
























B A R T l F T T Compound thet will drew trade. 
Lever Snips 

5 Times 5S Sizes from 7 to 14 
aioss inch Overall. Capacities FOR 65 YEARS 
Fully guaranteed up to 18 | SUCCESSFUL 
Guaranteed | MERCHANTS 

| HAVE USED 

| | HELLER STORE 

| FIXTURES. 
Write for cetaleg showing complete line ) 
of snips, bend and bench sheers, etc. | e 

| WRITE TODAY 

BARTLETT MFG. CO. | am rosa, 

3003 £. Grand Bivd. Dept. 34 Detroit 2, Mich. | 
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“NOW YOU CAN MAKE YOUR 
DREAMS COME TRUE” 


A large number of the world's most successful people have been 
those who were termed “dreamers.” 
ness is an essential step to progres 
improvement of your business now come true. Increased sales can be 
hed by using WELLER Sales Tested Fiexibie View Store Fixtures. Think 
of a most attractive store, one that will be most outstanding and 
HELLER can furnish the necessary equipment. 


W. C. HELLER & CO., —— Ohio 





WITH HELLER'S LOW PRICES! 


Thinking success for your busi- 
You can moke the dreams of 


~<a 
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Manufacturers Expand 
Plants and Warehouses 


Thor Power Tool Co. has moved 
its Detroit factory sales and ser- 









NWZz 









vice branch to a new and larger 
building at 14515 Puritan Ave. The 
new facility provides double the 
service area of the former branch. 
This is the fifth major expansion of 
Thor branches in 1956. 


7\\ 
Your Solder 


Arvin Industries, Inc. is now 
nearing full occupancy of its 


Columbus, Ind., research center anaes. * 
which was begun last winter. | , KESTER Sales Via 
Gradual occupancy and use of the | ; ee SOLDER 

new facilities were started last ncueds 


June. , SOLID Wire 


Natco Products Corp. is occupy- } 
ing its new modern manufacturing 
plant at 1400 Post Rd., Warwick, 
R. I. The new plant has an area of 
50,000 sq ft and is located on a 
22-acre tract of land a short dis- 
tance from Providence. 


—_ =. - -. 





the Do-It: 
Yourself 
Boom! 


KESTER 
SULDER 


The Fine Complete Solder Line 


SOLDER IS A SALES “NATURAL” FOR THE 
DO-IT-YOURSELF MARKET especially if 
you have the complete profit-maker 
Kester Solder line in stock. Kester 
helps you sell with the handy 16-page 
“Soldering Simplified” manual... 
free to your customers. Write 

Kester today for a supply of 

this instructive literature. 


KESTER SOLDER COMPANY 
4207 Wrightweed Avense 

Chicage 39, Illinois 

Newark 5, New jersey 

Brantiord, Canada 





KESTER 


SOLDER 





Dor-O-Matice Div., Republic 
Industries, Inc. has doubled its 
space in a move to the new $400,- 
000 offices and factory at 7350 W. 
Wilson Ave., Chicago 31, Il. 





Container Stapling Corp. has 
completed a new factory building 
at its Herrin, IIL, site. 


















Hamilton Mfg. Obtains2 | 
Fair Trade Injunctions 


Hamilton Mfg. Corp., Columbus, 
Ind., announces it has obtained in- 
junctions against two retailers for 
violations of fair trade agreements 
on Cosco trademarked products. 

Judge Thomas J. Stanton of the 
Superior Court of New Jersey 
issued a permanent injunction 
against Queens Department Store, 
327 Washington St., Hoboken, N. J. 

A permanent injunction against 
Government Employees Exclusive- 
ly, 2436 Auburn Blvd., Sacramento, 
Calif., was issued by Judge James 
H. Oakley of the Superior Court of 
California at Sacramento. 








Westinghouse Prices Up 

Westinghouse Electric Corp. 
has raised prices on 12 television 
receiver models by $10 to $20. 
Rising production costs account 
for the increase. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Sef solid, maximum 8 words.... 
Each additional word.. 


Positions Wanted 


jeune ene 


"Sock additional word 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°, discount allowed for 4 of more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 










NOTE: Samples of merchandise, titerature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompenied by 
sufficient postage for remailing 


No agency commission allowed 


HARDWARE AGE is published every other 
Thursday. Classified forms close (i$ days 
prior to publication date. 

Remittance must accompany order in form 


of check or 
stamps. 


money order, no? currency of 

















Representatives Wanted Representatives Wanted 


Representatives Wanted 














OPPORTUNITY FOR 


TOP FLIGHT 
SALESMAN 


Realignment territories provides open- 
ing important Midwest territory on our 
Nationally distributed lines Imported 
Manulactured Products. Specializing 
Sporting Goods, Fishing Tackle, House- 
wares, Florist and Display Supplies to 
Jobbers. Must be experienced salesman 
with proven record of earnings in excess 
$10,000.00 in kindred lines. Write full 
particulars business career and per- 
sonal qualifications. 

















The American Import Company 
1167 Mission Street 
Sen Frencisco, California 


















PAINT BRUSH SALESMEN 


Prominent paint brush manufacturer has open terri 
tories for successful sales producer Prefer men now 
calling on paint, hardware dealers and indus 
trials. Protected territories will 
also comsider sideline agent 


Address Geox 615. core of HAROWARE AGE 
Chestnut & S6th Sts.. Philadelphia 36. Pa 


ligenitper 
Established business 
man or manufacturers 



























SALESMEWN { 
HOUSEWARES 
tablished es 


ALLING ON HARDWARE & 
STORES wanted hy 
of 


well es 


Housewares, Woodenware: 


& Haskets mey selling. High commission, rare 
opportunity for really high eartiings. State ter 
ritory covered and lines carried Address: Box 
}-21, care of Hasnwaee Ace, Chestnut & 5Séth 
Sts, Philadelphia 39, Pa 

SELL STRIKING TOOL HANDLES DI! 
RECT to dealers and jobbers Faetablished econ 
pany with top quality product, very attractivels 
priced. Send full data concerning yourself, terri 
tory, class of accounts sold and lines handled t& 
PrP & M Handle Company, South Pittsburg, Ten 
nesece. 








“TOP RETAIL, 

















SALESMEN OPPORTUNITY 




















to sell nationally known steady repeat line, well 
established 20 years. Highest Commission. Rare 
opportunity for really high earnings. For active, 
good side line men only. Retirements make several 
excellent territories available Write fully expe 
rience coverage, lines YO. Bex 107, Pelham, 
New York 

Cc OMMISSION SALES REPRESENTA 
TIN ES WANTED for a tew choice protected 
territories to cover lumber, building material and 


hardware trade for old established door lock manu 
facturer. Mention territory covered and lines ear 
ried. Address Box H-62, care of Hatowane Ace 
Chestnut and 56th Sts., Philadelphia 39, Pa 
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) ply 


MILL SUPPLIES 
AND 
HARDWARE SALESMEN 


Immediate opening for aggressive and ex- 
perienced salesmen. Must have experience 
selling mail supplies to industrials. 

Call or write Mr. Robert Lawrence, c/o 
Raub Supply Company Branch, 1910 East 
3rd Street, Williamsport, Penna. Phone-— 
Williamsport 3362}. 


RAUB SUPPLY COMPANY 


Lancaster, Penna. 











MANUFACTURERS’ REPRESENTATIVES 
WANTED: To sell trombone type and power 
sprayers (Company is well established and has 
excellent public acceptance. Need men in follow 
ing areas--Maine, New Hampshire, Vermont, 
Massachusetts, Rh: Island, (Connecticut, New 
York, New Jersey, Pennsylvania, Delaware, Mary 
land, Virginia, West Virginia, North Carolina, 
South Carolina, Georgia, Florida, Ohio, Indiana, 
Illinois, Michigan, Wisconsin, Kentucky, Tennes 
see, Alabama, Mississippi, Louisiana, Washington, 
Oregon, Northern California, Montana, Idaho, 
Wyoming, Colorado, New Mexico, Utah, Nevada, 
Minnesota and North Dakota. Write giving details 
of lines now carried, exact areas covered and type 
of accounts called on. Address: Box J-6, care of 
Haapwarsre Acer, Chestnut & Sé6th Sts., Philadel 
phia 39, Pa. 


“le 





MANUFACTURER'S REPRESENTATIVES 
WANTED. Saleemen contacting wholesalers and 
chains in the hardware, variety, auto supply, drug, 
and supermarket trades, Attractively packaged syn 
thetic chamois in 


self-selling counter display, re 
tailing at $.49. Excellent commission for expe 
rienced men. Many protected territories open. Re 


with full particulars CLOVER PROUCTS 
127 Cutler Bldg., Rochester 4, N. Y 

MANUPACTU RERS’ REPRESENTATIVE 
Calling on Contract Hardware Dealers, Building 
Supply Dealer ind Lumber Yards to sell ou 
line of Locksetsa and other Builders’ Hardware 
| tema In ren! state vour lock and latehset ex 
perience nature of other lines carried Com 
pensation on straight commission basis. Give ex 


—————— — nee 
“ _ 


art territory wn 
{«“ Trenton 4 


Hardware Mfe 


Skillman 
New Jersey 


1 conve; 


TERRITORIES 
unique water re 
item packaged for 
hardware distrib 


EXCLUSIV PROTECTED 
open for distributed 
placement plumbing specialty 


sale to plumbing supply houses 


nationally 





utors and retailers. Unique demonstration sells 
® out of 10 on first call. Address: Box 620, care 
of Tlampwaee Ace, Chestnut & 56th Streets, Phila 
delphia 9. Pa 

REPRESENTATIVES WANTED Manu fa 


turer of vinyl covered toilet seats and other viny! 
covered pr ducts is seeking established representa 
tives catering to the houseware and hardware job 
bing trade and department stores Most territories 
available. State territory covered and al! per 
tinent data in firat letter Address: Box ] 27. care 
of Haspwaee Ace, Chestnut & 56th Sts., Philace! 
phia 39. Pa 


are 





PAINT BRUSH SALESMEN 


Fatablished 


nas Opel 


jocesaful mar 
wies for 


ufaeturer with powerful 
l’ refer 


line 


territy salee producers meri 


ealliing on paint, hardware, lumber dealers and large 
industriais, Will consider sideline men We operate 
New York and Atlanta warehouse 

Address Box G-2, care Of HARDWARE AGE 


Chestnut & S6th Sts., Philadetphia 39, Pa 








BB AIR RIFLE SHOT MANUFACTURER 


Manutact 
per r 17a ; 
M 


urer of air rifle shot, steel cop 


. 
7 
BE's wants representation 
tert | Ties 


OF er 


Address Box F -48, care of HARDWARE AGE 
Chestaut & 56th Streets, Philadeiohia 39, Pa. 











| WANTED: MANUFACTURERS’ REPRE 

| SEN’ ATIVE CALLING on the hardware dea! 

|ers and lumber yards in Georgia, Alabama and 

| South Carolina We are a tactory warehouse 

| stocking a complete line of nuts, bolts and screws 
in packages and bulk. State full particulars AT 
LAS SCREW & SPECIALTY CO., INC., 3661 
VN. W. 48th St.. Miami 42, Fla 





Accounts Wanted 








MR. MANUFACTURERS 


For representation in the states of Penn- 
sylvania, Ohio, West Virginia and Mary- 
land give consideration to this summary 
background and write for full information. 
18 years with American Supply Co., Pitts- 
burgh, Pa., Hardware Wholesalers, Fort 
|| Wayne, Ind. and Carter Co. in Chicago, 
ill. Last position Vice-Pres. Trade Sales 
Division, Blue Ribbon Paint Co., Wheeling, 
West Virginia. 


LEO B. HOLLEIN 


1631 Cottage Lane, Towson, Maryland 











CHICAGO AREA DISTRIBUTION 











I heve one successful and profitable tine (import) 
Rell wiv ws e and teduetrial concerns in the Chicago 
| Area and at feet ities for ee and dis 
tritutis (an hendie one @ fret clase line for 
manufacturer who is how Kept ~ of the great Chicago 
market erauee of the freight burde This should 
| yoo t Atiant Beaboerd and Peeific Coast manu 
fa : : rt 
| Address: Box J-20, care of HARDWARE AGE 
Chestnut & Séth Ots.. Philadeiphia 39, Pa. 
NEW YORK-NEW JERSE niense cove! 
age of Metron tan New York Cit» Acquainted 
with ewer Wholesale Buyer in tert ry, desire 
substantia! line ne with good potential de 
serving oft twernt vears . erience pitie cor 
srentious representatior [ARDY ARFE.TOOLS 
| SUPPLIES. Address care of Hasowaas 
| Ace. Chestnut & S6th Sts P adelohia 39, Pa 
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Classified 


Opportunities Section 





Accounts Wanted | 


Accounts Wanted 














and Sales Consultants, give this firm top 


MANUFACTURERS AGENT COVERING 
| Ohio and Western Pennsylvania selling | whol 
| tional A-l line on commission bas: Address: Box 
; 1-18. care of Hargpwarge Ace, Chestnut & 5étl 
Forty Years of Foreign Trade Management || Sts., Philadelphia 39, Pa 





rating for your consideration for the fur 
therance of your export sales problems. 
Established overseas contacts and personal 
staff visits insure the successful sales 
promotion of your products in the Foreign 
market. 

If you are not now getting the volume of 
overseas sales your product deserves, then 
if is time to revise your export sales 
policies. Let this long established foreign 
trade organization act as your export sales 
managers and prove by action, not words, 


what can be done for your line. 
Address Geox 1-37. care of HAROWARE AGE 
Chestnut & 56th Sts.. Philadeighia 39. Pa 








REPRES 


ENTATIVES 























Covering all classes ers. Can render reliahle 
LET eS sive ervir We are national distributors with 
established actively operiting branch offices in New 
Y ork Vitiladeiphia, Detri Cleveland and Loui 
vile. We earry the account or you ean bill direct 
inquiries invited. Write ANCO Corporation. 7 Wood 
Street, Pittsburgh 22, Pa 
PROMINENT FORMER IND rRIAT 
SUPPLY t Ne York Cit | Long 
line manuf ire without 
1! ¢ ¥ ri Atk ; } , e Drive 
Baldwin, | j New \ 
MICHIGAN, INDIANA OHTO KEN 
TUCKY SALI REPRI ENTATION 
AVAILABLE We contact and ‘ ‘ sif 
ations f the hard ew ‘ ‘ 
cent the ema! ’ ° f \ e 
sive Firn } {} Mar Ad 
cress Rox i ’ bia VART \ [ eat 
* 56th St | ’ }’ 
w distribute under our own label and in- 
ventory sfock up to ; figures Builders Hard.- 
ware or compatible terns Mave excellent 
distribution in Bastern half of U.S. We are 
a very reputable long established manufac 
turer of lock sets 
Address Geox !.1%, care of HARDWARE AGE 
Chestnut A ih Sts Philadetohia 39. Pa 
1YREARS OF RI RNOW HOW Mar 
‘ or Renprese e¢ age? lenendable 
intimate ' f let " wy cl a: de 
partment «at t ' eware and hard 
wa } : } °* 
¢ Ca Y te lhe 
‘ iat . rT : I ’ : x} 
New : . 
. rTOON MA? PAC I Kik Manu 
‘ 7 j re wa a¢l s| line 
igeres M ‘ gt ind | 
, npetit ‘ . ' » ean |] Note! erage ¢ 
Rated Ac ts if M : & \ “plies 
treated eon té ‘ ence Add Hox | 
| are | bial ARE e ( hestnut 4 fith Ste 
Philadelph 1 39, P 
ESTABLISHED MANUFACTURER AGENT | 
giving complete coverage to jobbers, et n Mis | 
sour! Kanaas lows ind Nebraska ecks add 
tional! ume ine Address Box | ire oT 
Haspware Acs, Chestnut & 56th Philadel 
phia 39, Pa | 


HARDWARE AGE, OCTOBER 25, 1956 





Help Wanted 





TO COVER OHIO AND DETROIT. To sell 
long line of mortise locks-Key in Anob sets and 
Miscellaneous Builders’ Hays iware A4 | pat he Wei 
acquainted with Contract Hardwar: W holesale 
Hardware and Builders’ Hardware trade. Experi 
enced im calling on architects territor 
All reples confidential (ive full details, exper 
ence and salary expected mm first letters Address 
Box f-1 eare of HaRmoware \or { hestnut & 
6th Sts., Philadelphia 39, Pa 

SALESMEWN WANTED Wholesaler ot top 
brands of Mechanics’ ( arpentet Mason and Ele 
tric Tools, Builders’ & Shelf Hardware, Garden 
lools and ha ipment desires experienced men only 
with following in New Jersey, Long Island, New 
t ngliand Pes nea’ lvania. We stchester W ash ngton, 
i. ¢ Haltimore areas Address Hox 4 eare 
f Hanpware Ace, Chestnut & 56th Sts Phila 
delphia 39, Pa 

WANTED EXPERIENCED Ht ARDWARE 
MAN needed for inside selling by large retail 
hardware store located in Connecticut within con 
muting distance of New York Cit Write giving 
eferences, salary expected Address Rex |.19 
care of HARDWARE AG (hestnut & 56th Ste 
Philadelphia 39, Pa 


WHOLPEFSALE . HARDWARE SALESMAN 


We are looking for a mature hardware man wit! 
ules experience in New Jerse Fastern Pent 
i! } le iware | Mia: land Age ia no arries 
The man we want may be a retired executive who 
would like to re-enter husiness lob consists of 
contacting prospective dealers with pia? mt we 
ch ne which has proven itself tor ver fort 
: lary. expenses and commission Cn 
rhest type applicants considered. Reply in cor 
lerce +} } aire hackg? und ete Address 
I | eare of Hannware Ace, Chestnut & 56th 
' P} idelohia 4 : 





Business Opportunities 








SEND FOR OUR PLUMBING CATALOG 24-56 
WITH OUR SPECIAL LOW PRICES ON OUR 
FALL LINE OF PLUMBING GOODS. WE WILL 


ALSO PUT YOUR NAME 
MAILING LIST TO RECEIVE 
MAILINGS 


Seaboard Plumbing Specialty Corp. 


1007 ATLANTIC AVE., BROOKLYN 38, H. Y. 


ON OUR PERPETUAL 
ALL OF OUR 











POR SALFP Patent cont ers 7 tet atte 

if tools and remaining inventory of WINDOW 
Ml Tr ()wner retiring Total offered for « ' 
f remaining stock alone WINDOW.MUTI 


precisi one rece anti-rattier tre a lows 
screens and ventilators. No nails, & A ge 
r rubbe A ed and removed i ne } 
Write for descriptive literature and sample rf see 
them im yur local mail rcdet hain stores Ad 
Rox | care f HHagnware Ace. € heats 
Ste., Philadelphia 39, Pa 
SAL SI HARDWARI Ht INES MAC t 
{,A : pulat 2) Located in tast grow ¥ 
af hopping enter » « VO wir ; tioned 
piidine Volume “) ta $9 é ‘ 
rea en Reasonable rent Wi Sn fice ; . 
es and stock $20,000.00, Can be reduced t 
} \ddress Rox | ire of ial 
ware Ace. Chestnut & S6th Sts i idelohia 49 
a 
WANTED TO BUY: Used NEON HARD 
WARI IGN, and one used PAINT SHAKER 
5, AA 


HARDWARE. 


imaport, 


1162 W est } Street VW 


svt? 


Penna 


iress description and price wanted to BOWPFRS 


’ 





Business Opportunities 








FOR SALE 


LARGE, BRICK STONEBUILDING, 90 ft. front 
age, iocated in fine farming community Bullding 
formerly occupied by Hardware and farm machinery 
business. Here is a fine location to operate a sue 
cessful business T ‘close an estate. this building 
fan be purchased for $6.500 Contact Edward 
Sehaufelberger itl Weet Nerth Street Fostoria, 
Ohio 








FOR SALE 


MAROWARE & PAINT STORE—Located in east 


ern Mass. Cleon stock. Established 24 years 
Good reason for selling. Stock and fixtures 
approximately $15,000. Houseware, gifts and 
Go good paint tine 

Address Goa 1-26, care of HARDWARE AGE 


Chestnet & Sth Sts... Philadeiohia WW. Pa. 











HARDWARE. ELECTRI MARINE, well 
established business, sales $92,000 year, larwe build 
ing with good parking area, A-l tranchises, heavy 
duty af pHliances, household items, ets attractive 
store and wareh e, good lease. Chhio city on lake 
brie, priced right for quick sale. APPLE COM 
PANY, Hrokers, 18316 Euwelid Ave (Cleveland 15, 
(ohio 

POR SAL! ( omplete hardware stock invoice 


value $15,000 Profitable business established in 
north-central indiana community lwo railroads 
two highwa H niding is story brich ith 
room modern apartment Investigate this oppor 
t t Address (lement I! Arthur, Broke 
Recke Indiana 
PATENT FOR SALI Small hand tool, with 
ie ind cuts will sell outright An exclusive 
wt, eve hardware store a prospect Abso 
tely nothing elee like it on the market Selditeh 
Hardware Pitth be w Ontario Sts., Philadelphia 
40, Pa 
FOR SAL! HARDWARE APPLIANCE 
\ i AIN'T » rORE | mcated r South ‘ entral 
rr) in. over fifty vearse same location, reasonable 
ent meet location in town require $35 700 00 ta 
hea rice f bt hes ntereat« require tient yf xerie?r 
Add Hox 1-24. care of Hasowanae Act, © heat 
A yt} f 1” idelphia 1. Pa 





Positions Wanted 





YEARS A TOP PRODUCER 


ie for a 
‘ ste liardware Wholesaler, | would like oa 
rie th a Manutaecturers Agent calling on 
wholesals the San fF rancises area, with future 
4 te f With my varied experience | 
tee j hed ¢ wet excetiient ri its } cellent 
eferences a6 to honesty, ability and sincerity trom 
my present employer \ddressa: lll, eare of 
fisasnpwaee Ace C hesetnut & S6th Sta rh ladelphia 
Pa 
LTTENTION ME PRESTDEN'T Are ou 
' , low net income Employed hardware 
‘ nierested in making chanwe due te 
: resent earnings PE aperienced all 
wholeeale operation, have outstanding 
nominal salarw with honuws arrangement 
Prete southeast Addreas 1.17, eare of Hawn 
VAR Ace. Chestnut & 56th Ste Vhiladelphia 39, 
Pa 
HOUSEWARE AND SPORTING GOODS 
ALFESMAN WITH WELL rounded experience 
‘Three years outeide selling, two vears office in 
eta sales, 25 years of age. married, will travel 
re wht ine. Can furniah heat of reterences Aad 
iress I Mahan, #17 King St Hockford 
Iilinots 
CATALOG SERVICE—Distributer or manu 
ture Exuperienced in all phases of catalog 
d ’ Install equipment and train personnel 
tor complete, economical, distributor's im-plant 
peration Set up wnite, for manufacturers, to 


standardae adopted hy 
Permanent oe 
Hi ABO WaRE 


Pa 


catalog committees of assoc! 
fee basis. Address: Hox 1.29 
Ace f hestnut A Sith Sta 


sftions 
of 


Ph ladelphia 


iT? 


‘9 
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Write for free GREENLEE 
Hand Tool Catalog No. 35-H 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 


and COMPRESSION 


TYPE FITTINGS 
at 
DOWN TO EARTH 






PRICES 


| Sell GREENLEE 22 Solid-Center 
, Auger Bits in sets and make extra large 
sales. Durable green plastic rolls 
contain sets of 6, 6, 9, or 13 bits. 





= 
GREENLEE 











Complete Catalog 
PRODUCTS CORP. 


PLANO, TEXAS 











SHOW IT .. 












of 4 yeors even better. 


Manafactured and Guaranteed by 







YOU'LL SELL ITI 


Every fencing customer, farmer 
and estate owner should own a wire 
stretcher to properly install and main- 
toin his fences. With the Townsend wire 
stretcher, one man can do the job quicker, easier, 
better any improved features make this favorite 





LSHELDON-WELLS CO. 





wes ere rent 


lie-in With 


Strongest Local 


Power Tool 


Promotion Ever 
y08 


CED / for information write 


Ui | 






+ES 





PORTABLE ELECTRIC TOOLS, INC. 


Dept. HA 
320 W. Gird $., Chicago 20 








Index to Advertisers 
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Aermotor Company 

Alias Hardware Sales Co 

Akay Sales Corp 

Alabema Mig. Co 

Ailumatone Corp 

Aluminum Co. of America Pig 
ment Div 

Aluminum Goods Mig. Co 

American Biltrite Rubber Co 

American Chain Div. American 


223 
115 
214 
219 
223 


169 
232 
203 


Chain & Cable Co., Inc 6 
American Pamcor, inc. Aircraft. 
Marine Prods., tac 153 
American Screw Co m7 
American Toy & Furniture Co 220 
Anchor Hocking Giass Co 54-55 
Animal Trap Co. of America 150 
Aristo-Mat Co 4 
Arrow Products 4b 
Arvin tndustries, Inc. Elec. House- 
wares 126 
Atkins Sew Div. Borg-Warner 
Corp 3 
Atias Tack Corp 142 
8 
Bakelite Co. Div. of Union Car- 
bide & Carbon Corp 131 
Balionoff Metal Products Co 207 
Bartiett Mig. Co 224 
Bassick Company 121 
Bennett-lreland 125 
Bethiehem Steel Co 64 
Bisseli Carpet Sweeper Co 201 
Boonton Moiding Co 19! 
Borden Co. Chemical Div., Smell! 
Package Prods. 
Boyle Midway, inc. American 
Home Pro Corp 28.29 
Bradson Company 190 
Buffalo Bolt Co. Buffaio-Eclipse 
Corp 
Bulmon Corp 193 
Cc 
Cai-Doak Co., Inc. 167 
Century Drill & Tool Works 166 
Chair-Loc Co 180 
Champion Grass Co 203 
Chesiam Corp 7I 
Chicago Spring Hinge Co 211 
Chicopee Mills, Inc 
Lumite Div 26 
Choremaster Div 
Weber Engineered Prods. Co. [6-19 
Circle Metal Mfg. Co 220 
Clemson Bros... Inc 49 
Cleveland Twist Drill Co 50 
Columbia Fastener Co. Div 
United-Cearr Fastener Corp 219 
Columbian Vise & Mig. Co S| 
Container Corp. of America 122 
Continental Screw Co 145 
Cooper Mfg. Co 42 
Corbin Cabinet Lock Co 
Div. of American Hdwe. Corp. 27 
Crescent Tool Co 60 
Crown Rubber Co 230 
Curtiss-Wright Cerp. Plastics Div. 57 
D 
Datey Corp 
Landers, Frary & Clark 173 
Deming Company 14) 
Devoe & Raynolds Co., Inc. 135, 18% 
DeWalt, inc. Div. of American 
Machine & Foundry Co 173 
Dicks-Pontius Company 183 
Disston Henry Co 
Div. H. K. Porter Co a 


Durand Metal Products 66 
Dyker Company 157 
E 
Eagle Electric Mfg. Co., Inc 185 
Eagie Lock & Screw Co 16 
Eastman Products Corp 228 
Ediund Co., inc 167 
Ekco Products Co 2 
Evans Rule Company 63 
F 
Falls Products, Inc 73.74 
Faultiess Caster Corp 137 


Federal Hardware Products, inc. 


Div. of Federal Aircraft Works 216 


Fitier Co... Edwin H 207 
Fietcher-Terry Co 204 
Fio-Mix Corp 4) 
Forsberg Mfg. Co 222 
Francis Co... A. W 1S! 
Frederick Mfg. Co 180 
Frick Gallagher Mfg. Co 211 
G 
Goardex, inc |54 
Gardner Wire Co 172 
Gotes Rubber Company 44-45 
Goldblatt Tool Co 153 
Goode!!! Company 134 
Goulds Pump, inc iS9 
Greenlee Too! Compony 228 
Gries Reproducer Corp. 1%, 192 
Griffin Mfg. Co 137 
H 
Hardware Products, inc 119 
Heller Co, W. C 224 
Hindley Mfg. Co 13 
Hirsh Mfg. Compony 202 
Hodel! Chein Div.., 

National Screw & Mig. Co i8! 
Hooven & Allison Co 72 
Hoppe, iInc., Frank A 2721 
Hoyt & Worthen Tanning Corp 180 
Hyde Mfg. Co 105 
Hy-Ko Products Co 730 

| 
Independent Lock Compeny, 

Lockwood Hdwe. Mfg. Co 9 
international Salt Coe., Inc 30 
Irwin Auger Bit Company ! 

J 
Jackson Mig. Company 773 
Jones & Laughlin Stee! Corp $3 
. 
KVP Compony 215 
Kell Lock Co., Inc 189 
Kellogg Brush Mig. Co 20! 
Kester Soider Company 2775 
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Kiein & Sons. Mathias 62 
Krylon, inc 205 
Kwikset Sales & Service Company i! 
Kyonize Paints, inc 187 
L 
Lomson & Sessions Company 273 
Loncaster Pump & Mfg. Co 210 
Landers, Frary & Clark 
Universal 58-59 
Lerson Co., Chas. O 219 
Lenk Mfg. Co 4b 
Leonard Company 20) 
Libby Gloss Div.. 
Owens Ililinols Glass Co §2 
Libby-Owens-Ford Giass Co 
Window Giass Div 182 
Linck Co., O. E 229 
Lumite Div., 
Chicopee Mills. Inc 26 
MA 
Maine Mfg. Company 172 
Mann Edge Tool Compony 207 
Marshalltown Trowel Company 2730 
McGill Metal Products Co 132 
Mechanix Illustrated 
Fawcett Publications 47 
Meyer Merchandising Service 80 
Midiand Products Co 42 
Miller Mfg. Co 213 
Miller & Co. Inc.. Robert E 2730 
N 
N.B.C. Television-Radio Corp 
of America 167 
Notional Brush Company 221 
National Hardware Corp 211 
National Housewares Mfrs. Assn. 22 
National Lock Company 177 
National Mfg. Company 229 
Nationa! Metal Products Co 218 
Nationa! Screw & Mig. Co 231 
New Britain Machine Co 161 
New York Wire Cloth Co 155 
Nicholson File Company 170.171 
Oo 
Oster Mfg. Company 206 
P 
P. & F. Corbin Div 
American Hdwe. Corp 20.21 
Parker Mig. Company 196 
Paulson Mig. Corp 203 
Pioneer Gen-E-Motor Corp 
132-138-146-152-156- 166-172-180 
Pittsburgh Piate Giass Co 
Pennvernon & Store Front Div il 
Plastic Woven Products. Inc 43 
Portable Electric Tools Inc 228 
Power Products Corp 


35- 36-37-38.39-40 


Pratt & Lambert. inc 168 


Quickee Products, tnc 2779 


“ 
Raybestos-Manhottan, inc. 187 
Red Jacket Mfg. Co 178-179 
Remington Hardware Co., Inc. 120 
Republic Steel Corp. 24-25 | 
Rhopac, inc 206 
Roth Rubber Company 149 | 


Russell. Burdsali & Ward Bolt & 
Nut Co 


Russell Harrington Cutlery Co. 186 
S$ 

Safe Padiock & Hardware Co. 17 

Samson Cordage Works 31 


Savage Arms Corp., Firearms Div. 139 
Sharon Bolt & Screw Company 156 
Shelby Spring Hinge Company '88 








Sheidon-Wells Co 228 
Shepherd Casters, inc 1B4 
Sherwin-Williams Co 196-197 
Simonds Saw & Steel Co. é! 
Simonsen Industries, Inc 224 
Sol-O-Lite Laminating Corp 66 
Stanley Works 4 
Stor Mfg. Co., Div 
ittinols tron & Bolt Co 221 
Star Metal Products Co 217 | 
Sterling Paint & Varnish Co 220 
Stevens-Walden, inc 215 
T 
Tait Mfg. Comoany 47 
Taplin Mfg. Co., Inc 779 | 
Taylor Chain Co, $. G 148 
Taylor Lock Company 213 
Thomas Products Company 213 


Toledo Pipe Threading Machine Co. 62 
True Temper Corp 48 





70 | 


furpentine & Rosin Factors, Inc 206 
U 
U. 5. Expansion Boit Company ie | 
United Stotes Plywood Corp., 
industrial Adhesives Div 54 
United States Stee! Div., 
Cycione Fence Div 32-33 
United States Stee! Corp., 
American Steel & Wire Div 
Universal Metal Products Co 
Div. of Air Control Products, Inc. 147 
y 
Versa Products Company 124 
Vichek Too! Company 2722 
Ww 
Wall Mig. Compeny 216 
Wall Plugs, inc 205 
Warren Tool Corp 69 
Warwood Tool Co 6s 
Woter Master Co 138 
Welcraft Products Co 140 
Western Lock Mig. Co 14} 
Wheeling Corrugating Company 133 
Whiting-Adams Co., Inc 174-175 
Wickwire Brothers, Inc ise 
Wisconsin Alumni Research 
Foundation 140 
Witt Cornice Company 194 
Wood Shovel & Tool Co 70 
Wrought Washer Mfg. Co 16 
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protects 


bulbs 


from moles, 
field mice 


“plus 


Profits 











SELL 


M0-GO 


when you sell BULBS 


MO-GO placed around bulbs planted in the 
Fall will give complete protection against their 
destruction by field mice and moles. An 
added profit to you and protection for your 
customers. 
* . « « « Only complete controt’’ 

Journal of Wildlife Management. 


Trial size retails at 50c.; Home size (approx. 
300 baits) $1.00; Estate size $3.75. Call 
your wholesaler or write 





O. E. LINCK CO., Inc., Clifton, N. J. 


(creators of world famous TAT Ant Trap) 


or 


+ “ey 
‘ 

43¢ aad 
sag 





Ld 








BUILDERS’ 
HARDWARE 


favorite among builders for over 50 years! 


Your trade will appreciate the wide diversity of sizes and styles in the 
complete line of National builders’ herdwere. 
Each product is designed and meanviectured with care and precision 
to asevre the uilimete in services conveniences Built in super strength 


i 


Malone 


accounts for the unuevally long operating efficiency and losting weer 
of all Netione! herdwere products 


Use the new coteleg No. 26 for ready reference te the letest in quelity 


hardwere Write teday if you heve not received your copy 


OMPANY 


La | ; 


MANUFACTURING 


a " G 












QUICKEE 


DIRTY HANDS mean clean profits 


“ QIOKEE 


WATERLESS HAND CLEANER 


Point, grease, grime, adhesives, caulking 
and roofing compounds disappear in 17 
seconds—a dab, a wipe-off—that's all. 


There's a fortune in QUICKEE. Order today. 


PRODUCTS INC Tonkers New York 














TAPLIN 
EGG BEATERS 


e Efficient operation 
e Durable construction 
e Smartly styled 


e Nine models in the 
popular price range 


THE TAPLIN MFG. CO. 
NEW BRITAIN, CONN, 
Since 1897 
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_ PIQUA. OHIO! 
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P| THE WOOD SHOVEL & TOOL CO 














TILE TREAD 


Modern tile-matching stair 
treads in colors are a“*must 
wherever tile has the floor, 
And tile has the floor 
in your customers 
recreation rooms, 
hallways —all 
over the 
house! So 
go modern. 
Cjet Tile 
Treads! 





FASTEST 


And FREE 
new DISPLAYS 


life for your stair WITH — 
tread sales ! ASSOnT 


WRITE FOR FREE 
Contact your wholesaler BULLETIN 


Wont rust 


ble Also 
midget sizes 


display 





or write directly to: 


RUBBER COMPANY 


Fremont: Ohio 





BEVA om. le) tas-mee mers 











SELLING NUMBERS 


Made of highest 
quality alum 
inum, enamel 
and light re- 
flecting beads 


fade Reversi 


Newly designed 





BUFFALO BOLT CO. 


Division of Buffalo-Eclipse Corporation 


WESTERN OFFICE 
3 SERVICE CENTERS Chicago 


HArrison 7-2179 


EASTERN OFFICE CENTRAL OFFICE 
North Tonawanda QUALITY FASTENERS 


JAckson 2400 (Buffalo) 


New York City 





REctor 2-(688 

















Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading “What's New," which appears in every issue on page 12. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE Chestnut & 56th Sts. Philadelphia 39, Pa. 











et mgm 





3-color 
card 


DOMES ~ SILENCE 
SUsEtn CULNOTED! 
GLIDE 


one set of 4 = ¢ 








DOMES or SILENCE 


REGULAR— Made with exacting care from the finest steel avaliable. Extra case 


hardened. Excellent mirror finish, pius a heavy nickel 
7 sixes for every need ”'°"* 





PURNITURE LEVELER> 
Be Sure and Stock Adiustable Combine- 


REMCO tion Leveler and Glider 


for Uneven and Un- 


\\\\Y 
‘tt 


Bakelite Furniture 





Zi 














1c steady Furnituze — 

Rests an aster 

Cc SIZES—i" base, 4 on an 4 SOFTLY, SILENTLY, 
One set of 4 in a ape cord: 1%". 2 on card: SMOOTHLY, OVER 
}-color bos 12 bores we P A RING 
Se Seslee dholer Shatterproof 4", 2 on card. Drive iL FLOO 

carton BiG Sellers into universal socket or 7 , SIZES AND TYPES 
SIZES: "%", " ”". 5/16" hole a FOR ALL WOOD OR METAL FURNITURE. 
i we 








ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 





Ask your Jobber or write— 
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HARDWARE WHOLESALER 


ee ee I a 
seeeeeetene ‘eee - 
or er 


piiiilis 


LLL Lie case 





“NAT” STANDS OUT 


with the most complete line 





You can simplify ordering and stock handling, and still sell your customers 
the most complete line of high quality fasteners. National makes it possible 
Handling is easier with National's uniform packaging. Labeling is big and bold 
and color-coded for quick on-shelf identification and selection. All in all, your stock 
of National fasteners in the trim red and black boxes makes a much better looking, 
more smartly businesslike fastener department. 


And since the National line is the comp/ete line, it pays to think National when 


WVetlieaal ( 
exxerrere’ 


you think about saving through one-source buying 
Consider the facts—all the advantages of standardiz 
ing on National fasteners—and make the National 





line your line, because it stands out in every way. oy» ¢ 


8 Ui 
Ask Your Distributor . . . He Knows FA ~ 


THE NATIONAL SCREW & MFG. COMPANY {J ¢ 


Cleveland 4, Ohio hy ae a 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave. « Los Angeles 272, Cal. 














MIR RO burs ews 
PUTS PLUS PROFIT 
in UOWLU Pocket! 


Roaster and broiler sales are 
hot as an oven, now and from 
now on! Get yours the easy 
way, displaying and selling 
MIRRO, the ovenware line 
with the nationally advertised, 


3 OVAL ROASTERS nationally known name. 


15 x 944 x 7," to retai! at $4 95 
16'/g x 10> x B1/e" to retail at $5.95 
18 «x 12 x 81," to retail at $6 95 


youk beat: buy: 
MIRRO 


H FINEST ALUMINUM 








Min 
f C 
PARENTS / 


pl aie 2 OBLONG ROASTERS 


(* Guaranteed by ~\ 16 x 11%, x 8” to retail ot $7.95 
\ Geo : erune rrp 
ee 17/4 x 121 x 9g" to retail at $8.95 


Don’t delay! There’s profit 


in the oven, today! 





EASY-CLEAN, NO-SMOKE 
BROILER PAN and RACK 


PRICES SLIGHTLY HIGHER IN WEST 
1414 «x 10 «x 2" to retail at $3.50 


ALUMINUM GOODS MANUFACTURING COMPANY * MANITOWOC, WISCONSIN 


Pir TH AVENUE BLDG NEW YORK 10 MERCHANDISE MART (_HMICAGO 54 


WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 





